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Wooster Foss-Set nylon Brushes 
are different. The duPont nylon monofila- 
ments are carefully processed by Wooster for 
better holding and spreading qualities. The 
nylon monofilaments are tipped and ground by men 
experienced in making only the finest in painting tools 
—and then blended into a tested and proved formula in 
accordance with Wooster’s high standards—established 


by 95 years of quality brush manufacture. 


Wooster Foss-Set nylon Brushes are uniform, hold 
paint, and let it flow smoothly — speedily. They wear 
3 to 5 times longer than hog bristles; and can be used 
in practically all types of paints and thinners. What’s 
more—they’re made by the famous Foss-Set process. 


WOOSTER NW337=R BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 





BRUSH MANUFACTURERS SINCE 1851 















Naturally, it will take time to com- 
pletely satisfy the huge demand for 
these fine new nylon brushes. So if 
you should not obtain immediately 
all you would like to have, please 
remember— WOOSTER FOSS-SET 
NYLON BRUSHES are worth wait- 
ing for! 
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@ 15% Lighter and Smaller than 
pre-war models of like horse- 
power. Easier to handle and 
carry. 


@ Truly Outboard — no part of 
motor extends inside boat — 
avoids oil and gasoline drip- 
ping inside boat. 

@ Patented Dual Carburetion as- 
sures quick starting and smooth 
operation at trolling, interme- 
diate, and fast speeds. 

@ Another design and construc- 
tion innovation, the two-piece 
over-all motor housing, makes 
possible the removable cylin- 
der sleeves and bearings. 


of outboards as well as in the field o 


March 3, 1879 ( Printed im U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 157, No. 2. 
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Ready for Delivery by Spring 





Only These Three New Outboards Have 
All These Distinctive Features 


@ Patented Propeller Mechanism 
— eliminates shear pin 
troubles. 


@ Rotary Neoprene Water Pump 
of patented design. 


@ Collector-Ring-Equipped 
Magneto assures positive firing 
—eliminates broken and leaky 
wires resulting from constant 
flexing. 

@ Light Weight Alloy Pistons 
and Connecting Rods—Hard- 
ened Steel Gears — Positive 
Tilt-up Securing Lock—Weed- 
less Propeller and many other 
distinctive features, 


The Men and Organization Behind the New Outboards 


Joining forces to produce the new outboards are four “old hands” in the fields 
of manufacturing, outboard racing, and engine design. They are — President 
George L. Kuehn, former outboard racing champion; Vice-President Louis 
Kuehn, nationally recognized industrial leader and founder of Milcor Steel 
Company; Vice-President and Chief Engineer Leo T. Kincannon, who has 
earned nation-wide recognition as a designer of outboards; and Secretary 
Edward H. Engelhorn, long a patios 


figure in the manufacture of all types 
racing outboards, 


Thus is combined the knowledge of boat owners’ desires as well as the skill 
and experience in design, construction, and high-precision manufacture neces- 
sary to produce outboards which set a new standard of performance. 

During the war years, while the company was in full production on essential 
war materials, the designing, engineering, shop and field experiments were 
being conducted to the end that the current models are presented as fully 
perfected, tested and performance-proved outboards, 


Write to METAL PRODUCTS CORPORATION, Dept. HA-1 
1117 So, 2nd St., Milwaukee 4, Wisconsin. 


Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as second-class matter March 24, 1933, at the Post Office at PhiledelpMe under the Act of 
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A few are now on hand again 
at your wholesaler — beware 
of imitations and substitutes 





Demand the GENUINE— 





The genuine RED DEVIL POT CLEANER is 
knit like a ladies stocking —if extended it 
would make a “stocking” nearly four feet 
long, made from pure copper mesh (not 
scrap). That’s why we say beware of sub- 
stitutes that shred and “splinter.” 


The Red Devil POT CLEANER not only 
quickly gives kitchen utensils a mirror-like 
lustre, but removes grease and rust. 
Scrapes crusted food from glass or metal 
ovenware. Can be used on sink, stove, 
grilles, drip pan; tile, porcelain-enamel, 
polished metal or glass surfaces. 

NATIONALLY ADVERTISED in Janvary 
26th SATURDAY EVENING POST, etc. 


RED DEVIL TOOLS 
Irvington 11, N. J., U.S. A. 





Stock and sell the 100% PURE BRIGHT 
COPPER RED DEVIL POT CLEANER for 
biggest turnover value. 

The RED DEVIL is BIG— it's durable— it's 
tough but gentle on dainty hands. IT 
WON'T FORM SPLINTERS—IT WON'T 
RUST. SHRED, OR MAT—IT’S SOFT, 
SAFE and SANITARY. 

The RED DEVIL POT CLEANER is a real 


soap miser. 







Put this colorful 
“silent salesman” 
on your counter or 
in your window. 
Contains 24 big 
RED DEVIL POT 
CLEANERS. 





HARDWARE AGE 








ee ek ee ee 


AEE Sate’ RDS. Se 2 














re eee 


Ria Lot} Seana eee ~ oe 


JANUARY 17, 1946 


A. Straight-side covered saucepans. 2 qt. and 
3 qt. B. Bake-Storage Pan. C. Cooky Sheet. 


3 qt. E. Fry pans. 7” and 10’’. 


We're quite a family now! 


This great new postwar utensil line is de- 
signed by Reynolds and styled for beauty, 
convenience, and long wear. Each utensil is 
made of hard, first-quality, heavy-gauge 
stamped aluminum, permitting even, quick 
heat distribution throughout. Note beaded 
edges smoothed to sides so no dirt can cling 
. .. bottom edges rounded for easy cleaning 
... Sturdy handles equipped with thumb 


groove for sure, firm grip. And back of this 
new line are all the resources of Reynolds, 
the great new source of aluminum. 
Reynolds has announced the purchase of 
the Aluminum Products Co. Plans are under- 
way to increase production of this new 
Reynolds LIFE-TIME line. Further details 
will be announced later. Reynolds Metals Co., 
Utensil Div., 2008 S. 9th St., Louisville 1, Ky. 

















D. Three Nesting Saucepans. 1¥, qt., 2 qt. and 
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A glidi id 
for the sliding barn door! 
HE sliding door now takes on mechanical 
precision to speed up smooth-rolling action. 
The steel roller bearings in these stoutly built 

National trolley hangers are the secret of this 

effortless door manipulation. ag 
The light door or the heavy door can be operated Trolley Door Hanger 


with the same friction-free ease simply by select- 
ing the proper size and type of National hanger 
for the specific job. 

Think of the time-saving feature of sliding door 
hardware that functions smoothly day in and day 
out regardless of the weather with a minimum of 
attention or adjustments. A specially designed 
rail provides a smooth, even tread for the wheels 
of these hangers. 


Include National Hardware in your plans and No. 52 
build with confidence. Trolley Door Hanger 
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TEAL BLUE and VERMILLION 
OR SUNTAN and CREAM 








MODERN INDIVIDUALITY 


PERFECTION IN QUALITY 
SPARKLING BEAUTY 


SALES--SATISFACTION--PROFITS 












INDIVIDUALLY PACKED--COMPLETELY ASSEMBLED 


\ ORDER NOW FOR IMMEDIATE DELIVERY 
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New and better facilities for producing electrical appliances are at hand and 
in the making. We can’t report that there are plenty of irons, toasters and the 
like for all—would that we could! But they’re on the way! 

Moving up front in another sense, too. More and more you'll see Dominion 
appliances asked for by name—displayed on more and more counters—used in 
more and more homes. It puts Dominio. dealers in a preferred position. Appli- 
ances will be fairly allocated by your distributor as fast as they are produced. 
Keep in touch with him. He will start receiving appliances from us just as fast 
as they become available. 


PRODUCTS 


FLAT IRONS e TOASTERS e WAFFLE IRONS e SANDWICH 
TOASTERS AND GRID-A-BOUTS e TABLE STOVES e 
HEATERS e POPPERS e CURLING IRONS e HAIR DRIERS e 
MIXERS e HEATING PADS e INFRA-RED LAMPS e FANS 


DOMINION ELECTRICAL MFG., INC. 
MANSFIELD, OHIO 


ominion™ 
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Look what NO M_A has in store for you in 1946 


Noma Color Lights back on dealers shelves—sure profit- 
makers for holidays and special occasions straight 
around the calendar. 







Noma Toy Leaders—like the amazing Walking Dog, 
Walking Duck and Farm Tractor— promise to top all 
previous selling records. . 


Noma $50,000 Toy-Design Fund scheduled to repeat 
its phenomenal 1945 success. The first group of new 
Noma Toys for 1946 will be displayed at the Toy Fair. 










All of these Noma features are backed by stronger-than- 
ever advertising support... greater-than-ever dealer sup- 
port...in magazines—newspapers—radio— point-of-sale! 


























ELECTRIC CORPORATION 


55 WEST 13TH STREET, NEW YORK 11, NEW YORK 





MAINTAINING LEADERSHIP IN CHRISTMAS LIGHTING AND TOYS IS A YEAR 'ROUND OPERATION FOR NOMA 
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‘+ Result of Christmas Survey made a ee, a 
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The Lionel Corporation believes, in company with 


hundreds of leading Toy Buyers in the industry, that, 


the sale of Lionel Trains will continue after Christmas 
into the Spring of 1946..This belief is based on the 
knowledge that there exists a 4-year-long pent-up 
demand for Lionel Trains and Accessories. The 
LIONEL CORPORATION ‘will back-up its belief in 
support of its retail outlets by aggressive promotion 


and publicity as a follow-up to ifs record-breaking 


Christmas campaign. Our surveys reveal that buyers 


‘of leading stores will also continue to feature and, 


promote Lionel Trains and Accessories after Christ-. 


mas—thus lengthening the season into 1946. LIONEL 


‘will have merchandise available, and will continue 


to ship to all alert dealers its new 1946 line after 
Christmas! 


— ee 


THE LIONEL CORPORATION 15 EAST 26 STREET-NEW YORK 10.N.Y. 








How to make a 


4-Color Post Ad 








— big-circulation advertising right into 

your store! Use G-E Lamp displays — dis- 
plays based on ads your customers will remember 
seeing—displays that will identify you as a G-E 
Lamp Dealer. Like the colorful new display at 
the left, for example, which ties in with G-E’s 
4-color ad in the Jan. 4th issue of THE SAT- 
URDAY EVENING POST. Be sure to use it. 


And remember, this is the season when the 
nights are longer—when your customers need 


and use more high-quality, low-cost G-E Lamps. 


@ Attractive new 1946 G-E Lamp display, tied-in for 
greater effectiveness with G-E ad in January 4th issue 
of THE SATURDAY EVENING POST. 











the Lamps that Bring ‘em In... and Bring ‘em Back ! 
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It’s a new year .. _ahid it promises to be a good one for our dealers. Deliveries of 
our long awaited soft balls are now reaching dealers’ shelves and soon will be 


comingAn, in cient quantity to meet the demand. 


Pa 


Baseballs have been added to the “Springfield Line.” These will be made of the 
best available materials and the same attention to details that have made our 

balls famous. 

We expect 4 out of 5 customers will come to know of the “Springfield Line” (through 
our advertising program and reputation) . . . and will ask for products carrying this 
name. A high batting average in any league. 

Munro Sales, Inc., our nationally famous sporting goods sales company, wise 
in the ways of merthandising, will help our dealers score up sales. They will show 
the way to make “hits” and avoid “errors.” 


So whatever your league, when it’s ball time . . .“‘Play Ball With Springfield” 


MUNRO SALES, INC. 


209 S. State St. 751 State St. 230 Fifth Ave. 
Chicago Utica, N. Y. New York City 


5 SPORTING GooDs, INC. @ 


‘nc.# 88 BIRNIE AVENUE, SPRINGFIELD 7. MASSACHUSETTS 
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Announced to the public only four months ago, _instantaneous. We believe Amepco is the best 















Amepco Hose has already created a sensation. hose made:” Germain’s, Germaco Products Divi- 
Read what these leading Jobbers and Dealers sion, Los Angeles, Calif. “Retail stores and users 
say: “Sales of Amepco Hose through our Dealers —_ are most enthusiastic boosters of Amepco Hose” 
throughout California and Arizona have been —_ Western Auto Supply, Los Angeles, Calif. 


Sree Advertising Material 


to Dealers to fully cash-in on tremendous profit opportunities from new, revolutionary AMEPCO 








Hose. FREE Newspaper Mats for use in your own advertising. FREE attention getting Display Mate- 
rial. FREE attractive folders for store give-away and to mail to customers. All yours for the asking. 


Sizes %", 34°, 25 and 
50 ft. lengths. Preci- 
Hea) sion machined fittings 
Mea\of finest quality. Ideal 
or many uses includ- 
ing transmission of air, 


‘ yh ‘ water and other 
“Jrauspareut GARDEN HOSE © Bei Sr nate a 0 
A MIRACLE OF MODERN CHEMISTRY AMEPCO GARDEN HOSE 


1001 WN. La Brea Ave. © Hollywood 38, California 
Also MAKERS OF GRASS GREEN GARDEN HOSE 
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e Here’s an entirely new kind of screencloth—so 
beautiful—so different, it means screen replace- 
ments throughout the house and the community. 

Velon, Firestone’s amazing new material, 
transforms screens from a negative necessity toa 
positive advantage — brings new beauty into 
homes. For Velon screens are scientifically 
tinted to blend with the interior and exterior 
color scheme. Once they’re installed you can 
look through them, and completely forget that 
screens are up! 

Because Velon screening can never rust or cor- 
rode, no ugly “screen bleed” stains down the 
front of the house advertise its presence. Dirt 
and grime can’t cling to Velon’s non-porous fila- 
ments. And Velon screens resist up to six times 
greater impact than ordinary screencloth of the 
same gauge, without denting or bulging. Only 
one-fifth the weight of metal, Velon is corre- 
spondingly more manageable; easy to stretch 
taut over a frame because it’s resilient. 

Velon screencloth is ready for you in rolls of 
standard widths and gauges. Write Firestone, 
Akron, for free copy of jeallet today. 





ee) Listen to the Voice of Firestone, Monday Evenings Over HBC 


ing hy Firestone 


TRADE MARK 
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“The best laid plans of mice and men 


ee Gang aft agley”— wrote Bobby Burns 


But Acme’s plans for the scissors and shears business — and the people in it — 


are still as great as ever. 


And they'll become fact — as soon as we finish licking our problem of delayed 


action. 


Shipping delays! Shortages of men and materials! These are some of the things 


that have kept us from completing our program on time. 


But we haven’t changed our plans! 


We will still be able to make an announcement that will spell news — great 
news for every one of our distributors, and for everyone purchasing scissors 
and shears. And we still intend to back our dealers with advertising — as soon 


as that news breaks. 


Our decks are clearing now; but we ask you to be patient with us a little longer. 
Deliveries are starting — but we must still work on an allotment basis. We 


suggest that you mail your orders now for earliest shipments. 


We at Acme dislike delays as much as you do. But even though it may take 
more time, we don’t intend to put out anything less than the Acme name 


implies... ; 


nm ili ca ol el si ae eels ane i uate 


...and ACME MEANS IT! 


SN 


ACME state 


Watch for these brand names, 
soon to be nationally advertised: 


ACME - EVERSHARP - KLEENCUT - PURITAN - WINDSOR - AMERICUT 
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Set FOR BIGGER, MORE PROFITABLE SALES 


Time (@@) Berea oa ee 


ALL-PURPOSE RE-BLADE KNIFE!" 

















Alert stores everywhere are already singing praises to “1001”. 
And so are America’s hobbyists. craftsmen, photographers, 
artists, etc. For no other re-blade knife compares with it 
for easy and exact whittling. chiseling or cutting. Keen. 
ever-sharp. ever-ready, thanks to its tempered, 
surgical steel blades, it is the true all-purpose 
knife — light in weight. perfectly balanced. Its 
colorful plastic handle gives it the “eye” 
appeal that is quickly transformed into 
“buy” appeal. For faster sales and” 
repeat sales — sell “1001” and 
you sell the best! 






Beginning in March, ‘‘100I1"’ 

will be extensively advertised 

in 20-leading national, 

scientific, mechanical and 
hobbycraft magazines! 





e 












**1001's’’ EXCLUSIVE PATENTED 
CHROMIUM-FINISH CHUCK 
simplifies removal and insertion 

of blades, keeps them firmly ~ 

locked in place! 








1001" KNIFE BLADES 










% 
. 








1001" KNIFE with blade .................. 

1001" KNIFE, 3 extra blodes, honing stone, Retail $1.59 
gre : individual Blades ..................... Retail 10¢ ea. 
“Patent Pending Write today for tull particulars 


SOMAR SPECIALTY CORP, 2."2" @ 
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| But E-JECT-O is the Biggest 


Selling Drain Opener 











DISTRIBUTED BY LEADING 
HARDWARE AND PLUMBING JOBBERS 
FROM COAST TO COAST 


EEC T-O pean ovens 
UNITED GILSONITE LABORATORIES 0 SCRANTON, PENNA. 
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I'M LOOKING 
AHEAD! 


eto my biggest paint sales & profits 


I'M LINED UP with a paint manufacturer 
who is first with the latest advances in Paint Science 
...who is delivering new paint colors to me RIGHT / 
NOW...who will supply the very finest paints avail- 
able for the tremendous market just ahead! 
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I 
- MOST CONSISTENT 
z iit DVERTISING BACKING; 


| 

| 

| 

5 1 CAN DEPEND ON MY 
PRODUCT'S QUALITY! 


MY STORE Is 
PAINT SERVICE CENTER! 


& 1 Come Finsy : 


I HAVE EXCLUSIVE STYLE , reacties 
3 GUIDE AND COLOR SERVICE! , 
ACTUBER 18 ALREADY 


| 

| 

i 

pucTs! | 

RO | 
SHIPPING ME NEW P | 


7 MY MANUF 






| AM THE 
SHERWIN-WILLIAMS DEALER 


Dealers desiring to become Sherwin-Williams full-line dealers when additional pro- 
duction permits should write NOW to the Sherwin-Williams Company, 
Dealer Sales Department, Cleveland 1, Ohio 









OU'LL want to feature and advertise these exquisitely 

} pom MAESTRO Cake Plates and Covers. The 

A irresistible charm of glowing ruby glass inlaid with 
HOUSEWARES gleaming silver attracts even the most casual shopper... 
ascii MAESTRO Cake Plates come in three distinctive, ap- 
DEPARTMENT ; 
pealing designs, expertly handcrafted for sheer beauty... 
FEATURE Topped off with durable, shapely, crystal clear, plastic 
cover with an easy-to-hold, tenite knob... Their gleaming 


beauty makes them on-sight sellers ... MAESTRO Cake 


Plates and Covers are fine gift promotion items for every- 





day selling. Priced for quick sale. Get the facts in detail. 







oy yee gst “7 f . rae rs oe 
Street + Chicago 8, Minos 
Ralph P. Higgins Newland, Schneelock and Piek, Inc. R. F. McDowell 
1558 Merchandise Mart, Chicago 54, Iil. 1107 Broadway, New York 10, N. Y. 403 Merch. Mart Bidg., Los Angeles 1 4, Calif. 
Clay Folsom: Bert Scouler 
301 N. Market St., Dallas, Texas 407 Terminal Sales Bidg., Seattle, Wash. 
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Central States 
The Allen Company Dallas, Texas 
American Radiator & Standard 
Sanitary Corp. 
Shreveport, Louisiana 
Atlas Supply Division—Jones & 
Laughlin Supply Co. 
Muskogee, Oklahoma 
Beacon Supply Company 
ew Orleans, Louisiana 
Better Home Products, Inc. 
Nashville, Tennessee 
Big Spring Hardware Company 
Big Spring, Texas 
Blankenship Supply Company 
ichita Falls, Texas 
Boca Chica Hardware Company, 
Ltd Brownsville, Texas 
ednee Appliance Distributors 
Detroit, Michigan 
Brown-Camp Hardware Company 
Des Moines, iowa 
Buhrman-Pharr Hardware 
Company Texarkana, Arkansas 
Bush-Caldwell Company 
Little Rock, Arkansas 
Cardinal Distributors 
St. Louis, Missouri 
Clifton-Simpson Hardware 
Company Waco, Texas 
Crane Company 
Memphis, Tennessee 
F. R. Dengel Company 
Milwaukee, Wisconsin 
Dimmick Supply Company 
pelousas, Louisiana 
Donovan Boat Supplies 
ew Orleans, Louisiana 
Dorrance Supply Company 
Youngstown, Ohio 
Duluth Plumbing Supplies 


Company Duluth, Minnesota 
Electric Fixture & Supply 
Company Omaha, Nebraska 


E. Garnich & Sons Hardware 


Company Ashland, Wisconsin 
Gates Hardware & Supply 
Company Tulsa, Oklahoma 


Goodin Company 

Minneapolis, Minnesota 
Gulf Coast Marine Supply Com- 
Pany, Inc, Mobile, Alabama 
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E. x Gustafson Company 
Sioux Falls, South Dakota 
Heusinger Hardware Compan 
San Antonio, Texas 
Higgins Industries 
New Orleans, Louisiana 
Independent Distributors 
Grand Rapids, Michigan 
Jahns Supply Company 
Ft. Worth, Texas 
Joplin Supply Company 
Joplin, Missouri 
Kiefer-Stewart Co. 
Indianapolis, Indiane 
Kitchenkook Stove Store 
Denver, Colorado 
Lack's Auto Supply 
Houston, Texas 
G. A. Lotz Company 
New Orleans, Louisiana 
Frank Lyon Company 
Little Rock, Arkansas 
A. H. McLeod Company 
Mobile, Alabama 
Morrow-Thomas Hardware 
Company Amarillo, Texas 
Michigan Hardware Company 
Grand Rapids, Michigan 
Muntz & Lea Company 
Rockford, Illinois 
N. O. Nelson Company 
Dallas, Texas 
Ogilvie Hardware Company 
Shreveport, Louisiana 
Orgill Brothers & Company 
Memphis, Tennessee 
J. S$. Oshman Company 
Houston, Texas 
Ozark Motor & Supply Company 
Springfield, Missouri 
Phillips Petroleum Compan 
Bartlesville, Oklahorza 
John Pritzlaff Hardware Company 
Milwaukee, Wisconsin 
Roberts-Sanford & Taylor Company 
erman, Texas 
Ww. H. Richardson Company 
Austin, Texas 
W. A. Roosevelt Company 
LaCrosse, Wisconsin 
Sabine Supply Company 
Orange, Texas 











San Antonio ns & Su 
Company Corpus Cheater Texas 
San Antonio Machine & Supply 
Company Harlingen, Texas 
Shobe, Inc. Memphis, Tennessee 
Southwestern Hardware Company 
Oklahoma City, Oklahoma 
Stauffer-Eshleman & Company 
ew Orleans, Louisiana 
Straus-Bodenheimer Company 
ouston, Texas 
Superior Distributing Company 
Kansas City, Missouri 
Texas Farm Supply 
Houston, Texas 
U. S. Supply Company 
Omaha, Nebraska 
U. S. Supply Company 
Wichita, Kansas 
J. A. Walsh & Company 
ouston, Texas 
West Texas Wholesale Supply Co. 
Abilene, Texas 
White's Auto Stores 
Wichita Falls, Texas 
Woodward, Wight & Company, 
d. New Orleans, Louisiana 


Eastern States 


American Hardware Company 
Charlotte, North Carolina 
Appliance Distributors, Inc. 
Portland, Maine 
S. Arnao Company 
Brooklyn, New York 
Baltimore Salvage Compan 
Baltimore, Maryland 
Bondurant Brothers Company 
Knoxville, Tennessee 
Bowers Wholesale Corporation 
Norfolk, Virginia 
Brown-Rogers-Dixson Co. 
Winston-Salem, North Carolina 
Frank T. Budge Company 
Miami, Florida 
Burden-Bryant Company 
Springfield, Massachusetts 
Delaware Hardware Company 
re Delaware 
Eddy and Company, Inc. 
Providence, Rhode Island 
Electric Appliance Distributors 
Williamsport, Pennsylvania 
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The American Gas Machine Company has stood back of 
its products for half a century. 

pride in a good name 
tion to keep that name standing for “Always Good 
Merchandise.” 


* Mays Qoed WMleichandise 


It has 50 years of know 
.. and the determina- 


*Copyright 1945, American Gas Machine Co. 


Florida Hardware Company 
dechasntiie, "Florida 
Gas Engine & Electric Company 
Charleston, South Carolina 
enna Autoparts Company 
arrisburg, Pennsylvania 
J. R. Hunt & Company 
Baltimore, Maryland 
James-Stevens Company 
Albany, Georgia 
W. S. Jenks & Sons 
Washington, D. C. 
Kemp ene ~ Company 
ochester, New York 
Kemp Pa... Pow agg ny 
Buffalo, New York 
Kile-Jacobs Compan 
ilkes Barre, Pennsylvania 
Knight & Wall Company 
Tampa, Florida 
Loeb Hardware Company 


Montgomery, Alabama « 


Marine Mart, Inc. 
Atlantic City, New Jersey 
Radio & Motor Service, Inc. 
Altoona, Pennsylvania 
Reese-Baxter Company 
ester, Pennsylvania 
C. Y. Schelly & Bro., Inc. 
Allentown, Pennsylvania 
Shapiro's Distributing Company 
Albany, New York 
Shapiro Sporting Goods Company 
Newburgh, New York 
Smith Hardware Company 
Goldsboro, North Carolina 
Steel City Supply Company 
Birmingham, Alabama 
Supplee- yee Company 
hiladelphia, Pennsylvania 
Tel-Ra Pn sacs, Company 
Philadelphia, Pennsylvania 
David B. Taylor Compan 
Baltimore, Maryland 
Tri-State Supply Company 
hattanooga, Tennessee 
United Distributors, Inc. 
Cambridge, Massachusetts 
United Distributors, Inc. 
Washington, D. C. 
Fineburg's Trenton, New Jersey 
Van Ness Company, Inc. 
Potsdam, New York 


Werters States 


Afton-Lemp Electric Company 
joise, “idaho 
Black Hills Radio Dealers 
Lead, South Dakota 
Black Hills Radio Dealers 
Rapid City, South Dakota 
Fey & Krause, Inc. 
Los Angeles, California 
Kiefer Sales Co. 
Fargo, North Dakota 
Flint Distributing Company 
Salt Lake City, Utah 
They Heyman Company, Inc. 
San Francisco, California 
Hydro- Carbon Light Company 
Seattle, Washington 
Jensen-Byrd Compete 





Kalispell, Montana 
Albert Mathias & Company 
El Paso, Texas 
Missoula Mercantile Company 
Missoula, Montana 
Montana Hardware Company 
Butte, Montana 
Montana Hardware Compan 
Great Falls, Montana 
Montana Plumbing Supply Com- 
pany Great Hota Montana 
Motor Service Compan 
Minot, North Dakota 
Northwest Supply Company 
Butte, Montana 
Peerless Pacific Company 
Portland, Oregon 
Pioneer Appliance Company 
San Francisco, California 
Pioneer Tent & Awning Company 
Boise, Idaho 
Rapid Wholesale & Distributing 
Co. Rapid City, South Dakota 
Schulte Hardware Company 
Casper, Wyoming 
Stephens Wholesale Company 
Phoenix, Arizona 
Taylor Refrigeration & Appliance 
Company Billings, Montana 
Washington Stove Works 
Everett, Washington 
Western Wholesale Hardware 
Company 
San Francisco, California 
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Sad 


Tennis players everywhere 


in their game 
y are playing the 

ANIA CHAMPIONSHIP 
d bounce 


are putting new zip 


this year—the 


actually improv 


More than 50 million tennis 


de by 

Pennsylvania, 

largest manufacture ennis 
balls. Sell Pennsylvania, and 
you sell the best! 
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Pal 


TRADE MARK 


OUT IN FRONT 


Leading jobbers from coast to coast are now taking orders for the PAL Baby Walker 


JANUARY 17, 1946 








From counters to kitchens — 


Telechron clocks really move 


They’re bound to sell fast. Women have been waiting for 
a smartly styled, colorful kitchen clock. They get it in the 
Telechron “Buffet” model, now coming off the production 
line. They can have it in green, ivory, red or white . . . colors 
that blend with almost any kitchen color scheme. All have 
famous Telechron accuracy and long life . . . just the clock 
women want for timing kitchen tasks. 


And to make sure women know about it, we’re telling the story 
every other month to 10,500,000 readers of the Ladies’ Home 
Journal. This hard-hitting advertising is selling for you... 
building up a strong demand for Telechron kitchen clocks, 
alarms and other models for every room in the house. That 
means good business for the time ahead. 
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WARREN TELECHRON COMPANY 
ASHLAND, MASSACHUSETTS 
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ening. Retail Price $3.00 


THE HIT OF THE 
HOUSEWARES SHOW 


FOOD CHOPPER 
Fits anywhere. Easy to 
clean. No dripping— 
juice channel conducts 
juice to bowl. Self-sharp- 












ts 


Cast Aluminum 


MAIL BOX 


Wide enough for 
pocket edition mag- 
azines. Modern, 
streamlined, attrac- 
tive. Self-draining. 
Will not rust and 
smudge side of 
house. Retail Price 
$2.50 





ALY 


Cast Aluminum 


FRUIT JUICER 


No squirt. No seeds. No holes 
for juice to spill. Easy to use. 
Easy to clean. Attractively de- 
signed. Light and durable. 
Retail Price $1.00 




















Cast Aluminum 


ICE CRUSHER [Instantly crushes ice cube with 
minimum effort. Particles cannot fly about room. 
Attractive. Light-weight. Rustproof. Retail Price $1.00 














Cast Aluminum 
TENDERALL For cubing and tenderizing meats. 
Razor-sharp, stainless steel knives sever all fibers. 
Easy to use. Easy to clean. Retail Price $7.50 










ROCKFORD, ILLINOIS 







































ie entries nt 








ROPE WITH A TOP-NAME “BRAND” BRINGS 
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PROFIT TO YOUR STORE 


When you sell the Plymouth line, here is what you get— 


COMPLETE CORDAGE SERVICE—Simplify your cordage buying, and give your 
Tying Twine— Binder Twine—Baler Twine—all from 


PLYMOUTH. 





customers full service with Rope 





one source of supply—the world’s largest rope-maker 


NATIONAL ADVERTISING SUPPORT. Sure—but working locally for you. Four out of 
five farm families in your own territory are among the 20,000,000 farmer, consumer and 
industrial readers of Plymouth advertising. They know Plymouth as ‘The Rope You Can 


Trust Because It’s Engineered for Your Job.” 


SELLING HELPS—Cash-in by Tie-in! Get Plymouth Decals for dealer identifica- 
tion! Window displays that stop passers-by! Reminder signs that swell your customers’ 
buying lists! Ad mats for your local newspaper advertising! Envelope stuffers to go with 


monthly bills! 
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Cappers fare’ ea 





Plymouth's great 1946 Sales Program is ready 
to help YOU! To have a Plymouth jobber’s rep- 
resentative call on you, and bring you the pic- 
ture of why Plymouth means More Profit from 
Rope—send the coupon today! 


CORDAGE peewee mena == 
PLYMOUTH CORDAGE COMPANY 
PRODUCTS North Plymouth, Massachusetts 
I want the nearest Plymouth jobber to call on me. 
ROPE - TYING TWINE - BINDER TWINE - BALER TWINE My present jobber’s name and eddress 


My name ....-Address 


ae ....State 
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Harriet’s neighbors can’t help noticing that she has lots of time to spare — 
that she gets her work done earlier — goes to town more often — enters 
into community activities — seems to get more pleasure out of life than 
they do. What’s happened at the Burns’ house? 


‘ 


The merchandising know-how of a successful Myers Dealer was responsible 
for much of Mrs. Burns’ new-found freedom. He didn’t let Jim Burns’ 
resistance keep him from making a good sale. He got busy selling Mrs. 
Burns on the time and work-saving advantages and conveniences of running 
water in the house — and things began to happen. Result: A dependable 
Myers on the job, a happy Mrs. Burns, a proud Husband, and several 
more geod prospects for the Myers Dealer. 


THE F. E. MYERS & BRO. COMPANY 
Dept. F-15, Ashland, Ohio 


ips! 


Water Systems * Pumps ° Sprayers e Hay Unloading Tools 
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~~ ..»PLACE ORDERS NOW 
FOR EARLIEST DELIVERY 


Armstrong, the famous name that is in 
itself a guarantee of quality, is completely 
reconverted and in full swing on peacetime 
production. 


Ask your jobber for popular Armstrong 
products ... NOW! 


Wuie FOR DETAILS OF THE 
: AC (EC «IMPROVED POSTWAR LINE 


ARMSTRONG PRODUCTS CORP. 
Quallty Prods 


cts Since 1899 
DEPT. HA, HUNTINGTON, WEST VIRGINIA 


Send Catalog. Interested in 
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"** DUAL-TEMP 


i” .. the 2-in-1 Refrigerator 


No Defrosting! Mister, there’s sales magic in 
those two words! Women everywhere are say- 
ing, “I want the refrigerator that features ‘No 
Defrosting.’” Just pick any woman prospect, 
and say, “This is Admiral Dual-Temp, with 
j the huge moist-cold compartment that never 
has to be defrosted.” You can bet she’ll be 
interested. Then tell her about other Dual- 
ee Temp features such as a roomy built-in freez- 
| ing locker that really quick freezes and stores 
up to 2 bushels of frozen foods for months— 
no need for covered dishes—Sterilamp pro- 
tection against bacteria and mold—lots more 
room for foods. She'll be more than interested 
... you can chalk up a sale! Better get in touch 
with your Admiral distributor today. 


Chicago, 47 


REMEMBER! a 
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CAN BUILD A DUAL#=TEM P 
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MERCHANDISING 


Wita 45 = 


ir To The Housewives of America 







Large size advertisements, 
in color, appearing in Good 
Housekeeping and the Ladies 
Home Journal will be fea- 





this beautiful and practical 


_, a — 
ot TT 


4 tures of the McKee 1946 fish platter is another of the 

A consumer advertising. Over déutstanding products by the 

e ; 

4 20,743,000 reader impres- makers of the most complete 
4 line of glass cooking ware 

h sions are planned so far. 


: in the world. 
More than ever, American 







SEND FOR 
OUR RECIPE 


— 
“e. BOOKLET 


} the beauty, style and prac- _ 
7 : tical value of McKee Glas- eS 


bake and Range-tec cooking i, 
Oo e& 


women will be conscious of 


utensils 


McKEE GLASS COMPANY = | 


LOOK FOR AND INSIST ON 


JEANNETTE, PA. ESTABLISHED 1853 BLASBAKE RANGE-TEG 


é, The Most Complete Line of Glass TOP-OF-STOVE WARE asta, 
| ' Cooking Ware in the World By McKEE, JEANNETTE, PA. 





RTP AU DY 


QUALITY GLASSWARE SINCE 1853 
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FOR MEN 
WHO WANT 
THE BEST 


e@ Among your customers 
there are many who recognize 
the significant relationship of quality tools to good 
work. Klein pliers are built for these men. 


Klein pliers have the proper balance—the proper 
spring in the handles to prevent tired hands. The sharp 
knives stay keen even after years of service, 
and the fitted hinge keeps jaws perfectly aligned 
assuring a positive grip. 

You will want a stock of Klein side-cutting pliers, 
Klein long-nose pliers and Klein oblique-cutting 
pliers for your most discriminating customers. 

If your jobber cannot supply you immediately, keep 
Klein on your want list. Genuine Kleins are 

now being distributed as rapidly as they can be 
produced, and it will not be long before your order 
can be promptly filled. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 


Internati2nal Standard Electric Corp., New York 


This book on the care and 
safe use of tools will be 
sent on request. 


Since 1857 


oor ALE Nooo 


Established 1857 
ILLINOIS 


2 ee; a a OO is Wn ae 0 nO on Oem Sei ekae & io 
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Here's the positive answex t> the demand of garage 
, men, maintenance men, plumbers, carpenters, 

mechanics, home-makers and many others for a 
sturdy, dependable screw driver that is packed with 
power. It’s the new, fast-selling Tuffy with the 
amazing, work-saving power-arm that allows full hand 
and body pressure—gives the leverage necessary 
to unlock the toughest, tightest, rusted-over screws. 
And in reverse, the Tuffy makes possible tightening 
that counts—allows for that last quarter-turn 
pressure the ordinary screw driver cannot possibly 
give. Handle of durable aluminum, blade of plated 
forged steel. Try Tuffy yourself... 
then cash in on this great tool idea! 


Ay 








| TUPFYS SELL FAST! 


Sales-making counter display (shown above) and cus- 
tomer-pulling window streamer are yours, no charge, 
with initial order of 12 or more Tuffys. Be the first 
) to sell the tool everybody wants! Order from your 

jobber TODAY... if he can’t supply you write us. 





Retail Prices: 


ee, OOO oon 6 os 408 $2.65 
See OOM. sees a 2.25 
Oy Be OO 6s cease 1.95 





KIT OF — pA se / In attractive 
mee Soma | SbBen....... $6.85 
one 5” Tuffy 


SWALLOW AIRPLANE 
a 
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Lincotn Avenvue, 


NEW 3-PURPOSE 
POWER-ARM 


TAKES HARD WORK OUT OF 
LOOSENING AND TIGHTENING SCREWS 


® 











Regular Screw Drive 


Wichita 






DRIVER 








Loosens Rusted 
Screws Swiftly 
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Tightens Screws 
Firmly — Quickly 


All-Purpose 





COMPANY, INC. 


ae Kansas 


yoo FOR 1946 — 


gl 
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——_ ie 


_ 
$22.50 
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apa POWERED 
SEE. 
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CH 
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TRI ER NST yuSTABLE 


factory 


DON’T MISS OUT ON PINCOR! 


Representatives are in the field with samples right 
now. Write or wire today. 





Pioneer Gen-E-Motor Corporation 


5841 Dickens Ave., Dept. HA Chicago 39, Ill. 
Export Office: 25 Warren St., New York7, U.S.A. Cable: Simontrice, U.S.A. 















LAWN MOWERS © HEDGE TRIMMERS © POWER PLANTS © WATER SYSTEMGY 
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pRIZES 


$500. Bond 
$200. Bond 
$100. Bond 


1st prize 
2nd prize 
3rd prize 


0 
+n «gee ton $200.9 
ea 


: 00 
10 prizes: d $250. 
each o $25 Bon er 


yorat 9125000 


YOU CAN WIN one of these big prizes easily! 


Here’s all you do. First, take a look above at the reproduction of our 
famous Opal, Liberty Bronze and Aldura Wire Screening Edge. Note this 
special edge woven in for extra strength where needed most. Note also 
the brand name and the lineal footage printed right on the edge. 


We've always called this feature—Multi-Strand Selvage Edge. 


Maybe you can suggest a shorter name that is still descriptive. We will 
give a $500 Victory Bond for the best name we get. And $750 more in 
prizes—$1250 in all! We will pay all these prizes even if we decide not 
to change the name! 


This prize contest is open to all hardware and building supply jobbers, 
their employees, and their customers. Employees of New York Wire 
Cloth Company and their families are not eligible. 


Let’s go! Jot down your suggestions now—send them in! If, before you 
begin, you want more information on the Multi-Strand Selvage Edge, 
ask your Multi-Strand jobber’s salesman for the descriptive Multi-Strand 
folder, or write us for the folder direct. 


NEW YORK WIRE CLOTH COMPANY 


500 Fifth Avenue New York 18, N.Y. 


JANUARY 17, 1946 


RULES OF THE CONTEST 


1. Contest begins January 1, 1946, and ends c? 
midnight, March 31, 1946. 


2. Contest is open to all hardware and build- 
ing supply jobbers, their employees, and their 
customers. New York Wire Cloth Company 
employees and their families net eligible. 





3. Ne is obligated to purch prod- 
ucts of New York Wire Cloth Company in order 
to compete. 


4. In case of a tie, duplicate prizes will be 
awarded to each of the tying contestants. 


5. Entries will be judged by « committee of 
three: Kenneth A Heale, Managing Editor of 
“Hardware Age”; John L. du Fief, Civilion 
Production Admini tion, Washington, D. C., 
M. J. Hoover, Eastern General Manager of the 
Sun Chemical Company. Their decisions shall 
be final. 





6. All names submitted become the property of 
the New York Wire Cloth Company. 


7. Results of the contest will be announced in 
an advertisement in the June issue of this 
magazine. 
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Tracked-in water makes floors danget- 

ously slippery in Harvard's Dillon Field 

House where cleats and spikes put floor 

mattings through a torture test that 

means frequent replacement. After much 

experimenting, Harvard maintenance 

men installed Rubberlike, a floor runner 

that meets thi {i as mat- 

ungs costing many t : oni Experience in Harvard's Dillon Field House 
more, non-skid Rubberlike gives safe, proves again that sds long-testing Rubber 
sure footing because water doesnt make vue provides the sure footing # important on 
it slippery: And Rubberlike provides this ame dippery, woter-splashed foors ond stonds UP 
practical protection for LESS THAN 6c aie «it ox mattings costing for 
PER SQU ARE FOOT fraction of 

what most mattings cost. 


But economy is only one advantage- 
In thousands of tough trafic spots— 
schools, hotels, institutions, restaurants, 
factories, offices—Rubberlike makes 
worn floors safer, keeps good floors look- 
ing better. Sturdy corrugations cushion 
and quiet footsteps, d cleaning. 
Rubberlike bugs any surface without 
cementing. Won't curl at the edges. Made 
in handy 36” width, 25 yards to the roll. 
Order from your supply house oF write 
for free sample to Bird & Son, inc., Dept. 
161, East Walpole, Mass. 


cisles in the Dillon Field House. 


THE 10-SECOND sToRY OF 


RUBBERLIKE 


WATERPROOF - HEAVY puty « NO SPECIAL UPKEEP 
$KiD-PROOF - QuIeTs TRAFFIC - HUGS ANY FLOOR 
EXTRA RESILIENT no CEMENTING NECESSARY 
Low cost - LONG LIFE - PRESERVES FLOORS 
*neg. U.S. Pat of. 


AHALT SHINGLES 


FLOOR COVERINGS 
‘ ‘moor 








FACTORY MA 
atin. NAGEMENT & MAINTENANCE 


MILL & FA 
Saeed CTORY » HOT 
EXECUTIVE & SCHOOL seminar wees 


M 
scien HOSPITAL - PURCHASING 
S$ & BUILDING MANAGEMENT 
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PERMA-GLOW 


ce Mork Registered 5 Por 


epERMA- Ke) 


6.us LO 
EB wise se 
BY DAY BY wi & 


SHORT EXPOSURE TO DAYLIGHT 
WILL MAKE PERMA-GLOW V/S/BLE ALL NIGHT 


ABSORBS 0 
GLOWS A 


No light or reflection necesso 
withstands weathering and is 
posure to daylight (or artificic 
all night. Very practical. 

10 doz. in glassine envel 


RMA-G 


PE 
napene OF REFLECTY LETTERS CO Ny 0 screws. 1 doz. of each nu 


REFLECTO LETTERS CO. 


110 WEST 27th STREET e NEW YORK 
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Sit right down anc 


ES, SIR, now is the time to investigate TEMCO and 
CIRCU-RAY gas heaters—their outstanding record 
before the war ... our efforts during the war to make 


them even better . . . and what they are today. 


Yes, TEMCO and CIRCU-RAY have again taken their 


lace as America’s most complete and most popular gas 
I } 


QUICK FACTS 
about the new 


FORCED-AIR 
MODELS 


ENGINEERED to include new features developed in wartime 


experimentation. 
DESIGNED to harmonize with the beauty of modern home furnishings. 
FULLY AUTOMATIC—Built-in Thermostatic Temperature Control 


« « « 100% Safety Pilot . . . and Pressure Regulator. 
AUTOMATIC SLOW-SPEED FAN assures silent operation and 
even heat distribution. 


COMPACT —Increased heating efficiency through forced cireu- 
lation makes possible a relatively small cabinet with high B. T. U. 
output. Cabinets finished in Porcelain Enamel, the ‘Lifetime Finish”. 


site yourself a memo... 


space heaters . . . designed, 
as always, to give complete 


customer satisfaction. 


® PORCELAIN ENAMEL CABINETS © MODERN DESIGN 
® PROVEN HEATING’ ABILITY ¢A.G.A. APPROVED 


WIDE SELECTION .. . A size and 
model for every heating requirement— 
Venteds, Unventeds . . . both Radiant and 
Circulating...Gravity and Forced-Air Types. 


TENNESSEE ENAMEL MFG. COMPANY 
Nashville 9, Tenn. 


TEMCO also manufactures a complete line of Gas 
FLOOR FURNACES, post-war designed for topnotch 
heating efficiency and economy of operation. 


rour |B Awanns 
TEMCO 2 CIRCU-RAY 


SPACE HEATERS 


For installations beyond the gas mains, ask for BU- 
PRO-FIRE, a line designed especially for use with L. P. 
(Liquefied Petroleum) gases. 


GET ALL THE FACTS—NOW! There is a distributor near you who 
will welcome the opportunity to submit complete information. 
Write us for his name. 
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* | Another Miracle Profit-Maker' 


PESTROY 
25% DDT 


CONCENTRATE 


The Last Word in Tested DDT 


Cash in on the growing market for that amazing insect 
killer DDT. Sell Pestroy—the 25% DDT Concentrate. 


Pestroy’s the DDT to carry. It’s economical for the 
customer. It’s a tested product, backed by reputable 
companies. It will find a great market among farmers, 
industrial and commercial building operators. And 
it’s supported by national advertising and promotion. 


Order a supply of Pestroy today. It’s the DDT with 





a great profit future. 
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THe SHERWIN-WILLIAMS CO. 


WAREHOUSES 
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DISTRIBUTED BY: 


ACME WHITE LEAD & COLOR WORKS JOHN LUCAS & CO., INC. 
Detroit, Michigan Philadelphia, Po. 
W. W. LAWRENCE & CO. THE MARTIN-SENOUR CO. 
Pittsburgh, Pa. Chicago, Illinois 
THE LOWE BROTHERS CO. ROGERS PAINT PRODUCTS, INC. 
Dayton, Ohio Detroit, Michigan 


THEATRES THE SHERWIN-WILLIAMS CO. « Cleveland, Ohio 








Your customers will like 


peHEM 


, sg 


Here are two good reasons why 
you'll find Bethlehem Bolts very much 
to your liking—they look dependable, 
and they are dependable. 

Bethlehem Bolts have a smooth fin- 
ish ... straight, true shanks... clean, 
uniform threads ... accurate sides on 
heads and nuts. And because they are 
made from high-quality steels, and 
held rigidly to close tolerances during 
manufacture, Bethlehem Bolts are 
hard to beat for holding-power. 

And here’s something else you can 
count on—from the making of the steel 
to shipment of the finished product, 
Bethlehem leaves nothing undone in 
order to produce stronger, more rug- 
ged bolts for you and your customers. 
Bethlehem Bolts are good bolts—not 
only good bolts for you to sell, buf 


good bolts for your customers to use. 


Letlehem. makes cery Type of Fadlening 


HARDWARE AGE 








MODERN APPLIANCE CO. 


Hy or 
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LEADING WEAVERS started right after V-J Day 
to weave wire screen of Alcoa Alclad Aluminum 
wire! They could—because fifteen years of Alcoa 
research have now developed the right aluminum 
wire for weaving long-lived screens. They hurried 
—because they knew the big demand for a better 
wire screen. So—just tell your customers these 
seven words... 























THEY'LL LISTEN, and you'll sell! For every home- 
owner knows how unsightly screen stain can ruin 
the looks of light paint or masonry—and everyone 
knows aluminum can’t rust, or produce dark stain. 





“JUST ANY ALUMINUM" WON'T DO... If it 
would, this announcement could have appeared 
years sooner. Alcoa research has long been study- 
ing the problems of screen life in various climates 
—the problems of weaving aluminum wire. Now, 
we offer proudly the right aluminum for screens. 
So, be sure you ask for Alcoa Alclad Aluminum! 
It’s supplied in 16 MESH—ALL STANDARD 
WIDTHS, and the heavy Alclad wire gives it 


smaller openings than ordinary 16-mesh screen. 





HERE’S HOW WE'LL HELP... America is being 
told about this better screen in national advertising 
that will spread the “stain-free” story far and wide. 


’ And architects, builders—every factor in the sale 


of wire screen will read it in their own magazines. 

It’s the kind of product for which you want to 
make your store headquarters. Ask your supplier 
for screen cloth of Alcoa Alclad Aluminum. 
AtumiInum Company or America, 1753 Gulf 
Building, Pittsburgh 19, Pennsylvania. 





ALUMINUM 
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HIFLEX Safety Discs and Strips are the better nighttime reflectors 
that prevent accidents, protect property, and produce more dollars 
for you... They’re new, they’re postwar, they’re here and HIFLEX 
dealers from Maine to Texas are piling profits on profits with 
reorders and reorders. 

A SCOTCHLITE PRODUCT, HIFLEX Safety Reflectors directly reflect 
light back to its source. They’re unbreakable and non-corrosive... 
Night drivers won’t run down cyclists, gate posts, fences, etc. 

when their lights pick up the Hiflex warning reflection. That’s why the 
public is beating a path to Hiflex dealers’ doors. 


Sold exclusively through better automotive and hardware jobbers. 





SPECIFICATIONS: 


Discs 35%" diameter, strips 
2” x 12" — retail price: 
discs 60¢ each, strips 
$1.00 each — heavy yauge 
“weatherized”’ metal— 
entire surface reflectorized 
— holes for attaching — 
colors: amber, red or 
silver—packed 12 red and 
12 amber to a display unit. 


@ 2 ww anal 






> 


COUNTER DISPLAY + 
UNIT (STRIP) 
(12 ember, 12 red) 


-=- =» g©airt- #A A fF ff 


HIFLEX COMPANY, INC. 
115 CHAUNCY STREET, 
BOSTON 11, MASSACHUSETTS 
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This Rotary Sprinkler Sprays a Square Pattern! 


‘ 

The RIEGER “ROTO-MASTER” square sprinkler is a natural for 
a natural market...developed and engineered to assure entire 
energies of sprinkler and water being devoted to the lawn—and 
not to the side of the house, windows, porch furniture, side walks, 
etc. The ROTO-MASTER Square approaches the pinnacle of pre- 
Cision, in its equitable distribution of water throughout the pattern, 
of up to 2500 square feet! Solid brass assembly—and instead of 
easily broken CAST—a base wrought out of heavy gauge steel, and 
baked enamel. The extra large, trouble-free spindle minimizes 
wear; arms screwed in and locked in the rotor hub. With the bal- 
ance of a fine watch, the ROTO-MASTER Square embraces features 
not found in any other spinkler—regardless of price—yet priced 
to retail at only $3.49! 


A Rieger Product— NATURALLY a Guaranteed Product! 

















.X-ACTO SELLS ITSELF! 


“Best All-Around Tool 
in the Craft World,”’ says 
Veteran Hobby Dealer 


The hobby market's growing by 
leaps and bounds .. . and so is 
the demand for scalpel-sharp 
X-acto — the hobbycrafter’s fa- 
vorite cutting tool. 

Every model builder, whittler, 
artist, photographer and nature 
lover in your town is a prospect 
for an X-acto Knife. 

Made of finest surgical steel and sturdy duraluminu-, 
with ten quickly interchangeable blades and three firm-grip 
handle styles, X-acto does every cutting job better, and 
quicker. Priced to retail from 50c to $5., X-acto sells on 
sight to amateurs or professionals. 


DEALERS KNOW GOOD LINE 





“... and that’s X-acto,” says 
Stewart P. Elliott, veteran hobby- 
craft dealer of San Francisco, “It’s 
the best all-round tool in the craft 
world. But success like this doesn’t 


phenomenal results.” 





It's the eye-catching new X-acto 
Counter Display, showing a boy 
and his Dad having hobby fun 
with X-acto knives and tools. Top- 
notch stuff, in full color. Ask your 
jobber for your display, and cash 
in on the X-acto sure-fire formula: 
A swell product, planned merchan- 
dising, protected profits. Send cou- 
pon for details today! 


»- 
* 
X-ACtO i: 
&TOOLS 
X-acto Crescent Products Co., Inc. 


440 Fourth Avenue, New York 16, N.Y. 
*Reg. U.S. Pat. Off. 
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Alfred Field & Co. (Sole Distributors in the Hardware Field) 
93 Chambers Street, New York 7, N. Y. 


Please send me complete information on X-acto 


Knives and Tools. 


ADDRESS... cccccccccccccccccccccsccccccccccsecces 





CITY & ZONE..... STATE... 
Se oem me mon mem me ee ee 








46 


‘THIS DISPLAY IN YOUR 


You just count the profits | ' STORE IS LIKE....... 


: : 
just happen. X-acto’s well-planned YO U FR NAM p O A 
merchandising helps get these as es 
| 
* s = 
KESTER National Advertising 


@ That’s right. People in your trading area see and 
read Kester advertising in magazines. Thus, when 
they see the attractive green display carton in your 
store, this advertising becomes your advertising just 
as certainly as if it were run over your store name. 


Always keep this merchandising fact in mind. More 
customers will buy solder on impulse than will come 
in and ask for it. So to cash in on the full selling 
power of Kester Metal Mender advertising and dis- 
play—always keep the display in plain sight on the 
counter near the cash register, where everyone will 
see it. 


Check your stock now. If Kester Metal Mender is 
not on your counter, order from your jobber now— 
and put it to work on your counter earning profits 
for you. 


KESTER SOLDER COMPANY 


4207 Wrightwood Ave., Chicago 31, Il. 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 


\_ KESTER 
(CZ ae 4 


STANDARD FOR INDUSTRY 
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1 

Take 

REEL TITE 
by convenient 
handle — 


2 


put loop over 
first hook — 


3 


drop line over 
other hooks — 


4 


attach 
Reel Tite 
to bracket — 


THE PERFECT 


CLOTHESLINE REEL 


NO 
TANGLES! 


te) 
SLACK! 


NO 
TROUBLE! 


Retails at 


$995 


Ready for the BIG Selling Season 


New! Different! Better! That's 
Reel Tite Clothesline Reel. There 
is a big demand for this superior 
appliance. To show it... is to 
sell it! Stock Reel Tite now for 
the selling season ahead. 


With Reel Tite it is easy to put 
up or take-down a clothesline— 
no knots to tie or untie. Appeals 
to housewives because it saves 
time and work on washday. Can 
be used outdoors or indoors. 


Reel Tite is attractive in appear- 


ance—made of welded steel for 
extra strength— will not get out 
of order— will last for years. 


Order this fast-selling, profitable 
appliance today. Write for full 
information, prices, discounts. 


THE AUTO ARC-WELD MFG. CO. 


8009 GRAND AVE. 


e CLEVELAND 4, OHIO 











Sell Bug-a-boo with and without D.D.T. 


TEADY PAST DEMAND for Bug-a-boo proves it 
the insecticide it pays to push. That’s because 
Bug-a-boo is a scientific development of Socony- 
Vacuum Research Laboratories. It far exceeds 
Government requirements for a Grade AA insecti- 
cide. Kills all 9 most troublesome insect pests. 
Now, with D.D.T., this background of depend- 
ability means more than ever. Bug-a-boo with 3% 


Od 


ian 


ee 


™ surue mascr sre 
mee : 


h 3%, D. D. T- 


GBYIE BUS, ITS BUGABOO: 


t ~ f j Kitt s Hies oe 
" maths s.ants and amt - 
ter household inst | 


PRODUCTS 


Bug-a-boo Super Insect Spray with and without D.D.T. 





D.D.T. contains not only Bug-a-boo’s time-tested 
killing ingredients, but all the D.D.T. that’s required 
for effective residual deposit, and the full amount 
considered justified for home uses. 

For double-barreled profits and to meet all prefer- 
ences, sell Bug-a-boo with and without D.D.T. Both 
types nationally advertised. Both same price. 

Contact your Bug-a-boo salesman or send in your 
order to the nearest Socony-Vacuum office, or to 
26 Broadway, New York 4, N. Y. In the Southwest, 
order from the Magnolia Petroleum Co., and on the 
West Coast from the General Petroleum Corp. of Calif. 





SOCONY-VACUUM 


oe “ss i a gf Bug-a-boo Moth Crystals » Bug-a-boo Garden Spray * Bug-c-boo Repellent 
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BIGGER PROFITS 


IN THE CARDS 
fot You 


WITH 


‘\ 
yA 
With NEW, WAR-DEVELOPED IMPROVEMENTS 


New Uses — New Container — New Size — Get 
Triple Action in Sales With Its New Triple Appeal 


For HOUSEHOLD - WORKSHOP - SPORTSMAN 


As improved by a war discovery, FENDOIL 4, It LUBRICATES 
has many times more prospective cus- ,, it PREVENTS RUST 


tomers. It is now a general purpose oil, 


a unique one, and a successful one. 3. It CLEANS METAL 


s . 7 
FOR HOUSEHOLD: Sewing machines, vacuum cleaners, 


locks, hinges, hedge shears, mowers, etc. 


FOR SHOP: Lathes, bandsaws, tools, models, and other 


metal items of all kinds. 


FOR SPORTS: Guns — still the best cleaner and anti- 


rust in the country; now also the best gun-action lubricant. 
Fishing Reels — Prevents their rusting, prevents friction in 
their action. 

Golf Clubs — Cleans, keeps them rust free. 


HUNDREDS OF NEW USES! 
THOUSANDS OF NEW SALES! 
BOOST IT TODAY AND EVERY DAY! 


DEALER PRICE LIST 


Retail price . 
each 





Dealer price 
. O. B. Jobber 
per dozen 


Fiendoil 3-oz. Cans $ .40 $ 3.20 
Fiendoil Pints 1.60 12.80 
Gallons 9.60 76.80 


















BRIGHT, SPRING 
EASY-TO-CLEAN CONTROLLED 
REMOVABLE PAIL CUSHIONED 


IMPROVED 
AUTO ENAMEL 





- 


FOUR RUBBER FEET 
PROTECT THE FLOOR 


EASY ACTING 
FOOT PEDAL 





Your customers will like these Sanette features 


% Easy-acting foot pedal 

% Four rubber feet protect the floor 
% Easy to clean zinc grip inner pail 
% Quiet closing cushioned cover 


SANETTES PROVIDE FULL PROFIT MARGIN 


AT NATIONALLY ADVERTISED 
RETAIL PRICES 


Sold exclusively through the independent hardware 
and allied trade 


Your jobber will gladly take your order 


MASTER METAL PRODUCTS, Inc. 
291 CHICAGO STREET BUFFALO 4, N. Y. 
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when you sell 


Eagie isthe 











SURE, your custom- 
ers are clamoring for 
brushes — any brushes, now. But when 
the buying rush is over, and you go back 
to normal selling — what about your re- 
peat business? 


That’s why we say — sell them EMPIRE 
and sell them satisfaction...the kind 
of satisfaction that will make your store 
brush headquarters for the needs of all 
in your community for a long time to 
come. Empire makes a complete line of 
quality brushes in a variety of styles 
and prices to fit every need, every purse. 
Stick with Empire and the profits will 
stick with you. 


Ask your jobber today 
for information about 
the Empire brush line. 
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manufacturers of household, maintenance 
and personal brushes since 1909... 
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wil SELF-FITTING LATCH EWEL-LIKE PLAST SMOOTH, SILENT FRICTION CATCH 


Unique new “Trigger” latch (patent applied Sporkling. durable plastics . red, black The famous 33 Friction Catch now streamlined f } 
for) has a self-adjusting sleeve which adapts for appearance has an oil impregnated wood | 


sd itself automatically to doors from %4-inch to = clear give permanent eye appeol plunger that assures quiet, easy, positive op 
Fadl ng 1'%@ inches thick. A Stanley “exclusive”! to many items eration and long life. 

















NEW KNUCKLE ITEM-IZED’ ENVEL SIMPLIFIED STOCK 


CONTROL PACKING 





OPE PACKAGING! 
























New hinges, all with five Each item packed in en- All items attractively 





knuckles for strength velope complete with all packed in same size 



















and long life. Raised necessary parts, screws box. Boxes identified 
barrel permits full and instructions. Envel- with easy-to-read lo- f) 
opening of door to ope also carries illus- bels showing product, / 
180 degrees. Styled tration of item for class number, quantity 
for beauty. quick identification and color of plastic 4 
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Patrician eae 

Wrought } ed in 
4422 Pull f 9°85 bright 
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Pie ins Sager 


Princess 
4421 Pull 


Newport 
4424 Pull 


Regency 


4420 Pull wo =— 
. Mayfair 4229 F 
_— finish Thumb Pr roap in Stainless Steel, 5 
* Bright 





able plastic 
Mechanism, 


olded of sol 


- Complete with self 


'd color dur. 
“adjusting latch 





Century 
4423 Pull 


IGHT at the outset, we'd like to make it most beautiful. There is a style to please every taste. 
clear that this is no ordinary “hope-you- There is a type and price to fit every budget. The 
like-it” line of cabinet hardware. It is the result of moment you see it, you will realize that here, at last, 
years of design, product and market research . . . is a line of cabinet hardware that will “click” with 


This new line was styled by nationally noted firms of your customers. 


industrial designers. Betore they put a pencil to paper, Yes . . . Stanley is proud of this new line. So proud 
these designers studied household cabinet hardware of it that we are going to back our efforts to sell it 
N CATCH ‘ needs from A to Z. They considered functional effi- with the strongest merchandising and advertising 
ean | ciency as well as beauty. They designed maximum fin- program ever put behind cabinet hardware. See next 





positive op ‘ : 
ger room into latch pu!!:, pulls and knobs. page for more details. 


This new line incorporates the results of years of 


research and test by the Stanley Engineering depart- 
ment to make cabinet hardware smoother working, 


longer lasting and easier to install. 





The result is the finest, most complete line of cabinet 


hardware ever created . . . and by all odds the ESTABLISHED 1843 





WE'RE GOING TO HELP YOU MERCHANDI 
STANLE 


CABINE 
HARDWARI 
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With Store Displ 
toreDisplay@ ex 
* ; J * / wk 
like aediaoe ® ‘yf 
_ set 
This striking stock display has been ¢ col 
signed as carefully as the Stanley Cob dis 
net Hardware line itself . . . with an ey wh 
on sales for you! Size 18” x 24” it give 
“spotlight” display to 29 Stanley Cabif PRC 
net Hardware items on your counter 
4 Ye 
in your window, yet is so compact yo 
ae Ma 
salesman can carry it in making calls. 
tra 





... With consistent advertising to builders, architects and Aomemakt ‘ . 
— 


A line as good as Stanley Cabinet Hardware deserves the best in 
advertising support—and that's what this line is going to get! Strong, 
month-after-month advertising will carry the story of Stanley Cabinet 
Hardware to builders, to architects and to homemakers. This adver- 
tising will appear in the most-read builder and architectural maga- 


zines and in the leading homemaker magazines. 


Follow this advertising . .. tie in with it. It will help you get 
your full share of the big volume that lies ahead. There are blue 
chips in the Stanley Blue Ribbon Line. Ask your jobber or write us 
for further details. 


THE STANLEY WORKS - NEW BRITAIN, CONN. 
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Actual facts from Pyrex Ware’s files 
prove that mass display increases turnover! 





ERE’S a book that shows you how to wring 

the last bit of profit out of every square 
foot of display space in your store. It proves how 
effective mass display pays off again and again 
when applied to Pyrex ware. It shows twelve 
typical case histories, not from Pyrex ware test 
set-ups, but from actual dealers all over the 
country. And it illustrates photos of their own 
displays, telling exactly what happened to sales 


when they were set up. 


PROFIT MARGIN X TURNOVER = HOW MUCH YOU MAKE IN A YEAR 


Year-end profits depend upon two factors: 
Margin of profit x Rate of turnover. With fair- 
traded Pyrex ware, your discount is your gross 
margin of profit, protected at 40% of sales if 


Beer 


you buy in 10-case lots. But real profit comes 
only when stock turns over several times a year. 
That’s where this new Mass Display booklet 
comes in! Retailer after retailer — using Pyrex 
ware mass displays — reports turnover of from 
six to ten times a year. Send for your free copy 
of this valuable booklet today! 





Consumer Products Division 

Corning Glass Works, Department-A-1 

Corning, New York ° 

Please send me your free booklet “Use Mass Display and 
watch it pay.” 

















Ask your distributor's salesman for Pyrex ware dealer helps or write direct to 
Consumer Products Division, Corning Glass Works, Corning, N.Y. 
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Foor Sander rental business can add dollars 
on your profit sheet in 1946. Rental income, alone, 
pays large returns on a small investment. Hundreds 
of case histories prove this. 

But this is only a part of larger profits. Floor 
sanders for rent will also attract new customers to 
your store, Increased sales in paints and all floor 
finishing materials is the result. This is the ex- 
perience of those in the business. 

The profit possibilities are explained more 
fully in our booklet “Renting Floor Sanders As 
A Business.” How to get maximun results in the 
rental business is clearly shown in our booklet 
“How to Make More Money.” Both these booklets 
are free...use coupon below. 

American floor sanding machines are now avail- 
able. Ask for complete information on the American 
line and get set for increased profits in 1946. 


FLOOR SURFACING MACHINE CO. 


522 $0. SAINT CLAIR ST. + TOLEDO 4, OHIO 


Gentlemen: 
Send me without cost or obligation 
Free booklets entitled: | p iption and Prices on: 
0) “Renting Floor Sanders | [) Little American Floos 
as a Business.“ Sander. 
DC “How to Make More | LC] American Spinner 
Money in the Floor dger. 
OD American Floor 


Polisher. 





Sander Rental 
siness. 


























¢ guaranteed footage _ 


These quality features are consid- 
ered of top importance by tape 
purchasers—according to a recent 
survey made among tape sales- 
men. The maker's experience and 
reputation headed this list of buy- 
ing factors. 


PANTHER and DRAGON Friction and 
Rubber Tapes rate high on all these points 


You can always be sure of the footage — it’s measured! The 
quality of these tapes is high — uniformly high because they 
are made by the same research chemists and skilled workers 
who make world-famous Okonite and Hazard wire and cable 
products and who have been making splicing tapes for over 
60 years. PANTHER and DRAGON Tapes have excellent 
aging qualities on the shelf or in unusual climates. 

PANTHER and DRAGON Friction Tapes adhere firmly 
and have high adhesive characteristics. PANTHER and 
DRAGON Rubber Tapes fuse readily and securely, have high 
elongation and excellent electrical qualities. All tapes pass 
ASTM and Federal Emergency Specifications. 

For complete information on these tapes — or for the ad- 
dress of the nearest agent — write today. 


PANTHER AND DRAGON 
friction & rubber TAPES 


Sold Through Recognized Independent Wholesalers 


HAZARD 


INSULATED WIRE WORKS 


Division of The Okonite Co 











Offices in Principa 
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In 46 - Sell the Line that CLICKS! 
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Standardize on SAVOGRAN — Ie Pays! 


Write for Complete Information 


THE SAVOGRAN COMPANY 
60 West Superior Street India Wharf 2627 Army Street 
BOSTON 10, MASS. SAN FRANCISCO 19 


Ga I@-NClOR I?) 





















































Sell Dy) bags of 
7 
to every customer 
me 
Il for the HOME... T | for the CAR... 
to keep steps, driveways, where it can be kept handy 
sidewalks, porches, bare of to sprinkle under car wheels 
treacherous ice and snow... when car gets “stuck” in 
— and safe for work and play. snow or ice. 
*...IN ALL SIZES 
%...1IN GREATER QUANTITIES 
' %&...FOR GREATER PROFITS 
With Weldwood Glue again freely available, now is the 
time to display prominently the eye-catching, sales-making | 
Weldwood Glue carton. 
This counter display is a forceful reminder to hobbyists, | 
handymen and homeowners of the thousand and one uses | 
of modern, quick-selling Weldwood Glue. 
Weldwood Glue comes to you packed in 10¢, 25¢, and 50¢ 
sizes; also 1 Ib. (85¢) and 5, 10, and 25 Ib. cans. 
Metal cans, unavailable during the war, are back again. : 
Your jobber can now supply yqu...or send the coupon below. 
. " SIX PROFIT-MAKING ADVANTAGES OF WELDWOOD GLUE 
*~ i? 1. It has tremendous strength 4. Easy to spread with brush or paddle | 
2. Joints are shearproof and permanent 5. Stain-free IT‘LL PAY to mention Sterling Rock Salt in 
3. Easy to mix.. . just add cold water 6. Bacteria and rot-proof } your ads—and display it. Ask for colorful dis- 
play cards and window streamers. Sterling 
Rock Salt comes in containers of six 10-lb. bags. 
PLASTIC 
WELDWOOD RESIN WATERPROOF GLUE Order from your wholesaler today. 
J Pe rece ccceceewsewwee cc cccec oe cccccccecccesecossosesosccsscoane = 
UNITED STATES PLYWOOD CORPORATION S 
: Industrial Adhesives Division, Dept. 246 
55 West 44th Street, New York 18, N. Y. 
‘ Please send literature, prices. discounts, samples and 
. information on WELDWOOD GLUE Dealer Plan. . 
- eas Auger-Action 
: Name - — 
Bees ROCK SALT 
i ; INTERNATIONAL SALT 
‘ Sehr 4... —s 7 i alt any COMPANY, INC. SCRANTON, PA. 
J 
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PITTSBURGH OFFERS 
PAINT DEALERS: 


A line of quality paints for every 
need — completely restyled and 
in modern colors. Not just as 
good — BUT BETTER THAN 
PRE-WAR QUALITY! 


No unnecessary items or sizes— 
assuring faster turnover. 


The only paints with the advan- 
tages of “Vitolized Oils” and 
Molecular Selection. 


A complete line of Brushes, 
Household Cleaning Materials 
and Painting Supplies for added 
sales and profits. 


“COLOR DYNAMICS’’— 
a scientifically accurate painting 
method for the home upon 
which to build a steadily in- 
creasing sales volume. 


Continuous national advertis- 
ing. The 1946 campaign will tell 
home owners “Paint RIGHT 
with COLOR DYNAMICS ... 
Paint BEST with PITTSBURGH 
PAINTS.” 


Well-planned and effective ad- 
vertising and sales helps to bring 
business to your store. 


A long-time record of fair and 
equitable cooperation with its 
dealers. 
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HROUGH THE YEARS, dealers who sell Pittsburgh Paints have made 

money. This success has been due in great measure to a far-sighted 
policy developed a long time ago and faithfully adhered to under 
all circumstances. 


This policy includes many factors. Tireless research anticipates ever- 
changing construction needs. Modern equipment and rigid laboratory 
controls assure products of highest quality. Consistent advertising 
broadens public preference for these products. 

Dealers are provided with areas containing ample sales opportuni- 
ties. Well-informed representatives give intensive assistance to dealers. 
Under normal business conditions, unparalleled distribution methods 
can quickly fill even the largest order in any section of the country. 


If you are seeking a line of quality paints and this way of doing busi- 
ness interests you—why not look into the possibilities of selling 
Pittsburgh Paints? For complete details, telephone, wire or write for 
a copy of “Now’s the Time to GO With Pittsburgh!” 


PITTSBURGH PAINTS 


PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 
PITTSBURGH STANDS FOR QUALITY PAINT AND GLASS 
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Here is Plomb’s answer to the demand 
fét better wrenches to use in all types 
of tubing work—automotive, aviation, 
air conditioning. Scientifically designed 
with constant-strength section around 
box end, they are fully guaranteed to 
take the torque on any flare nut job. 

Other Exclusive features give these 
wrenches far greater utility and life 
than ordinary ones. Extra deep heads 
increase gripping surface on nuts, pre- 


NON-SLIP 
HANDLE 


9 SIZES 
1/2° TO 1 1/8” 


PLVMB 
lace Nut 


WRENCHES 


vent wrenches from slipping off or 
chewing soft metal. Generous size 
openings make insertion over tubing 
easy. NINE POINTS insure positive grip. 
Strong but thin walls provide maximum 
clearance. 

Almost every mechanic needs this se- 
ries of wrenches. Order your supply now, 
or write for information on the complete 


Plomb line. PlombjTool Co.,2227D Santa 
Fe Ave., Los Angeles 54, Calif. 
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HELLER PROMOTIONS 22e 6acé agacw! 


THE HELLER LINE—always a popular staple 
in Hardware Stores throughout the Nation, 
IS NOW READY FOR YOU IN A NEW and 
MORE ATTRACTIVE FORM. 


NOW IN 

GLISTENING 

POLISHED =, “Se ) 
ALUMINUM snare 


ADVERTISED by 
LEADING STORES 

These are two of the fa- 

mous Heller Promotions. 

They're in domand every- 

where... FAST SELLING! 

Better designed and fin- 

ished than over, they're 

“solf-selling” in their 

beautiful individual 

boxes, hanging up big- 

gor profit records. Sure 

to be a drawing card in 

your housewares and gift 

sections. 


A Promotion for Every Month of the Year 


For every month in 1946 we’ve ‘ 
planned a BIG, SENSATIONAL JOBBERS: 
VALUE for you. You'll see items Several jobbing 
| that you’ve never thought possible — are 
~ Sh to sell at such low prices. But that’s wns yn 
PROMOTION the way Heller’s Promotions work — a 
Ne.2 for for you! For Heller takes best-selling 
he ef high-priced ware and produces it 
caver just as smartly at real-low volume 
prices! It will pay you to feature this 
Hostess Line. 


He HELLER Gray 


PROMOTIONAL HOUSEWARES 


Offices and Plant WHITE PLAINS NEW YORK 


Showrooms: N.Y: 11SO BROADWAY  Chicago-1493 MERCHANDISE MART 
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GET YOUR SHARE 


ERE they are at last—the Taylor Thermometers 
and Barometers you’ve waited so long for! 
They're rolling off the assembly line now. But it 
will still be months before supply equals demand. 
So to insure every customer his fair share at the same 
time, we invite you to place your initial order now 
subject to the conditions below. Shipments will be 
made to every customer on a pro rata basis just as 
fast as instruments come from the factory. 


1. Prices prevailing at time of shipment are to 
apply—all prices guaranteed by us to conform to 
OPA ceiling requirements. Current ceiling prices 


are list prices as shown in catalog supplement 
(write us if you haven’t received yours) less your 
regular discount. 

2. Partial shipments are acceptable. Please in- 
dicate method of shipment desired—express, freight 
or parcel post. 


3. Terms 2/10, net thirty, shipment f.o.b. Roches- 
ter, New York. 


4. We reserve the right to limit orders to total 
purchases from August 1, 1941, to July 31, 1942-- 
the base year. 





2280 Fisherman's Berometer Tells 
when fish are biting. Research by 
fishermen proves it's right 94 times 
out of 100. Good grade barometer 
movement. 344" green plastic case. 
A fast seller before the war. $6 ea. 





5304 Popular Window Thermometer 
Peresaial favorite amead all win- 
thermometers. 1 vitreous 
enameled scale, finished in ivory 
with grey border. Adjustable to any 
reading angle by chromium plated 
mounting brackets. $27 doz. 


Thermometer 
With easy-to-read Binoc tubing. Ac- 
id-resistant stainless steel scale. Clip 
on back adjustable for any depth 
dish. Ne, $910 Deep Frying Ther- 
mometer—also ua fast seller. $27 doz. 


5908 Candy and Jelly 


62 


2287 Fleetweed Bereguide An at- 
tractive, good quality barometer. 
The beautifully formed blue plastic 
case gives an effective setting for the 
2%" silvered metal dial, with its 
simplified forecast. $5.60 ea. 


5316 Temprite Window Thermom- 
eter Standard of value in the 
pular price range. Scale is 814" x 2’, 
white vitreous enameled. Flange and 
guard protect tube and bulb. Ad- 
justable bracket. $13.20 dex. 


5916 Candy Guide Conventional 
mercury-filled tube with magnify- 
ing lens. Nickel silver scale is easily 
cleaned. Length overall, 1144". Clip 
on back. Also Ne. 5917 Deep Frying 
Guide. $15 dex. 


2289 Fairmont Jr. Baroguide The 
perfect gift item, combining Baro- 
guide, ermometer, and Humidi- 
guide. Baroguide has Forecast Dial. 
Attractive black plastic case (734” 
x 5”). $11 ea. 


‘ 


53448 Maximum-Minimum Thermom- 
eter Tells not only present tem- 
perature, but highest and lowest 
temperature since previous setting. 
Favorite among weather fans, or- 
chardists, operators of greenhouses 
and cold storage plants. $96 doz. 


5928 Deluxe Oven Thermometer 
Binoc tube makes mercury stand 
out in dimly lit oven. Flanged vit- 
reous enameled scale protects tube. 
Ventilated glazed pottery base. $27 
dex. No. 5927 Oven Guide, similar 


but lower priced, also available. 


178F3 Matchbox Compass It’s the 
same handy accurate instrument we 
supplied our boys. Luminous float- 
ing dial, waterproof plastic match- 
box. Striking bar for making fire if 
matches run out. 3” x 1” $1 ee. 


8546 Ashton Humidiguide A pop- 
ularly priced combination Humidi- 
guide and Thermometer. Tan plas- 
tic case with ivory-finish dial and 
red pointer; 314" square. with brass 
bezel and easel. $15 doz. 


5936 Roast Meat Thermom ter It 
tells accurately at z glance when any 
roast is rare, medium or well done. 
One of the most popular instr 
we have ever made. Supply will be 
limited at first. $18.00 doz. 





HARDWARE AGE 





of the first TAYL 
since 


instruments 


We appreciate more than we can tell you, your 
patience and understanding while Taylor Instru- 
ments were off the market. At this writing, materials 
and labor are still scarce, and government contracts 
are still taking a sizable share of our production, 


But we are moving heaven and earth to get you all 
the Taylor Instruments you can sell just as soon as 
ssible. To protect your interests, get your order 


in AT ONCE! 


Taylor Instrument Companies, Rochester, N. Y., 


and Toronto, Canada. 


2920 Leedawi Compass A reliable, 
inexpensive compass with flat needle 
and black plastic case. Stem locks 
jeweled needle securely when not 
in use. $13.50 doz. 


5610 Baby's Bath Thermometer A 
floating thermometer. Is also a toy 
that makes baby’s bath more fun. 
Its wooden frame finished in both 
pink and blue makes it a popular 
and “safe” pre-natal gift. $10 doz. 


5532 Mason's Form Sporestetes 
Mercury-filled tubes with magnify- 
ing lens. Black oxidized scales with 
white figures; approximate range 
30° to 120°F., im 2° graduations. 
M don hogany panel (8 14” 
x 414"), with insulating supports 
and syphon reservoir. $5.50 doz. 
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5109 Indoor Wall Thermometer A 
gold finish metal scale, bulb guard 
and reed bands. Black figures and 
graduations. Walnut finish back, 
invisible hanger. 54%4". $24 doz. 


5702 Fleating Dairy Thermometer 
Every dairy farmer needs at least one 
of these thermometers. Has 10” mer- 
cury-filled tube; range 10° to 120°F. 
Legible scale and built-in Taylor ac- 
curacy. $13.60 doz. 








IN HOME AND 


MEAN 


ACCURACY FIRST 


2068C Auto Altimeter A new thrill 
for motorists—a thoroughly depend- 
able, yet economical altimeter. 2 14” 
dial is attractively housed in warm 
brown plastic case. Select ranges 
best suited to your area. $6 ea. 


5126 Wail Thermometer An at- 
tractive indoor thermometer with 
6” satin-finished brass scale and 
black figures. Magnifying lens tube 
with non-fading red liquid. Walnut 
finished wood back. $13.20 doz. 





5776 Incub Ther The 
tube is Mercury-filled with magnify- 
ing lens. White enameled scale with 
black figures and graduations; in- 
cubation zone is tinted green for 
ease of reading. $10 doz. 








INDUSTRY 


2233 Yacht Stermoguide A walnut 
finished case with brass spokes and 
bezel—in authentic nautical pattern. 
Has 33%” silvered dial with famous 
Stormoguide forecasts. Excellent 
barometer movement. $11 ea. 


5140 Cemfortmeter Wall Thermom- 
eter Magnifying lens tube non- 
fading red liquid. Range suitable for 
outdoors. Ivory finished scale on 
maroon wood back. $6.60 doz. 








5794 Brooder Thermometer Inex- 
pensive, but reliable thermometer 
with 414” white enameled scale and 
black numerals and graduations. 


Range 30° to 120°F. $6.60 doz. 





























Takes little space, 
pays richly for it. 
Easily moved, hand- 
some, colorful, attrac- 
tive to customers. 
They pick their 
packets --then they 
need fork, cultivator, 
hoe, trowel, hose 
What a salesman! 








ASGROW SEEDS 


oft 


Associated Seed Growers, inc., New Heaven, Conn. 








PRIDE-O- LAWN 


thé Sprinkler s: 


that Pivals Rain ‘ . 
‘9 


You've never seen a Sprinkler like it .. . 
in perfection of continuous operation and 
beauty of appearance. 

Spreads a mist-like spray over an area of 40 
ft. No puddles or dry spots. 

Nothing to adjust . . . nothing to clog... 
nothing to wear out. 

Radiant to behold with its spinning silvery 
disk and chip-proof green enamel frog shaped 
base. Solid cast aluminum alloy throughout. 
GUARANTEED on a money back basis to you 
and your customers unconditionally and un- 
limitedly except for wilful breakage. 
Shipped in cartons of !/2 dozen, individually 
boxed, subject to your approval upon re- 
ceipt. 

SELLS ON SIGHT and delivers a power 


profit on every sale. 
Retails at 


Nets you 70% profit 


Order direct or from 
your Jobber. Ready 
for delivery. 


COMPANY INC., 


158-164 ELLICOTT ST. 
BUFFALO 3,N.Y. 
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S&: _—scOBASIC 
. INVENTORY 


PLAN 


Here is Hudson’s plan to help you pocket 
extra profits now—while building for a more 
‘profitable future. It’s the Hudson “Basic 
Inventory” Plan, which makes it practical 
to reduce the number of patterns you stock 
and still meet 90 % of your customers’ needs. 


With this plan, every sprayer and duster, 
every piece of Poultry Equipment you carry, 
is a proved, fast-seller. That’s especially im- 
portant now when dealers may be tempted 
to stock “anything that comes along” to 
meet the big consumer demand—only to 
wind up later with losses on slow-movers 
at close-out prices. 


What’s more, Hudson’s “Basic Inven- 
tory” Plan reduces your investment and 
improves your cash position. It provides 
valuable floor and shelf space you can use 
for other merchandise. 


This plan, together with Hudson nation- 
wide advertising, Hudson brand acceptance 
and Hudson “Tested and Proved” quality 
will help you pocket extra profits now and 
for the long pull. Tie in with the Plan—get 
in touch with your jobber now. 


H. D. HUDSON MANUFACTURING COMPANY 
589 East Illinois Street, Chicago 11, Minois 
Branches in Principal Cities in the U. S. 


, 


%e eeeeeeceseeeree 
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There's Big Business Awaiting You in 


The Modern Case for Mailing Eggs! 
vx | PROTECTO-CRATE| « 


Protecto-Crate accommodates extra 
large eggs as well as smaller sizes. 


MAILING CARDS TO RETAIL FOR 


ORDER OUR STANDARD FORM | 
25¢ .. . PACKAGE OF 25 CARDS. 

















Made of durable metal, it can stand rough treat- 
ment... easy to pack... uses standard “flats” 
and fillers . .. saves time, money, annoyance! 


Designed to mail eggs but ideal also for shipping 
or storing clothing, laundry, foods, etc. 


THREE SIZES 


Protecto-Crates come fully equipped as 
follows: 
No. 3... 10 to carton — shipping weight 


approximately ........-. 
No. 6...6 to carton — shipping weight 
approximately ......... 30 Ibs. 
No. 12...3 to carton — shipping weight 
approximately ......... 25 Ibs. 


Introduced only a short time ago, Protecto-Crate 
is breaking sales records everywhere. Send your 
orders immediately for early shipment. 





VISITORS TO CHICAGO 


See Protecto-Crate af 
JOHN T. LEADSTONE CO. 








1482 Merchandise Mart 





A product of 


Ne. 3 One Layer 
3 Dez. Eggs 





~ 











Ne. 6 Twe Layers 
Capecity 
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The immaculate Porcelain surface of Columbian White Rock 
Enameledware pampers delicate food flavors so that all of 
the rich goodness remains. That's why the best cooks always prefer Columbian Double 
Boilers for cooking delicate creamy sauces, tasty custards, and pie fillings. The high 
acid resistance of White Rock Ware means even greater cleanliness in the Porcelain 
Enamel—a feature of all Columbian Ware that will be appreciated by your customers. 


WHITE - ROCK 


PORCELAIN ON STEEL ENAMELEDWARE 


A Product of COLUMBIAN ENAMELING & STAMPING CO., INC., Terre Haute, Ind. 
HARDWARE AGE 


PORCELAIN 
ON STEEL 








ALL 
WHITE ROCK 
WARE IS ACID- 
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S$ that point to the 
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STEEL LINE OF 


KITCHEN SINKS 
' Win National reeclaim { 


From far and wide—they came, they saw and the rest was history making. Never 
before has a Kitchen Sink Line received such acceptance. In making this statement 
we're not measuring the reaction by attendance—but by the rush to place orders— 
While the Regal pictured here was the darling of our line all the others came in 
for their share of buying attention— 

You can get in on this Super-Self-Selling Line quickly, by mailing the form below. 
Please paste it on your letter-head to avoid its being los. DO IT NOW! 

















REGAL 6665 


WALL TYPE FAUCET CHROME BRASS 


DOUBLE BOWL FLAT STRAINER 
CERAMIC SINK —" AND TAIL PIECE 


STAINLESS STEEL 
BOUND UNOLEUM TOP 


RUBBER BUMPERS 


PLYWOOD 
COUNTER TOP 


INSULATED DRAWERS 
AND DOORS 
CHROMED HARDWARE = 


SELF LOCKING 
DOOR HINGES 


CUTLERY DRAWER 


BREAD 
WITH SALAD FACING 
SERVICE DRA 





CAKE DRAWER WITH 
VENTILATING COVER 


BULLET DOOR CATCHES 
TOWEL BAR 


BEVELLED GRILLE 


REENFORCED GIRDER 
ON WALL PANELS a VEGETABLE BIN WITH 
, ; : TED SIDES 


POWDER BASKET , | RECESSED TOE BASE 


CHICAGO FURNITURE MART SAN FRANCISCO WESTERN FURNITURE MART 


Say Buyers 


PERMANENT DISPLAYS: NEW YORK FURNITURE EXCHANGE 


*& RIGHT YOU ARE — IT IS A SUPER-SELF-SELLING LINE 











—This beats anything I've seen yet 
in Kitchen Sinks—It’s going to be 
a cinch to sell all I can get. As a 


—What more can I say—The order 
I placed speaks for itself. In doing 
so I think I’ve established some kind 


—lI've been hearing about PARA- 
GON merchandising so I came to 
see for myself. Glad I did. I'll sell 
more sinks now—than ever before— 


of a speed record for our store— 


starter here’s my order for two car- 
DEPARTMENT STORE BUYER 


loads—APPLIANCE DEALER FURNITURE STORE EXECUTIVE 





PARAGON UTILITIES CORP., 50 VAN DAM STREET, BROOKLYN 22, NEW YORK HA-1 


SHIP VIA 


ORDERS SHIPPED > 
IN ROTATION > 


RECEIVED > 
WITHOUT DELAY qa 


F.0.B. your Warehouse, Brooklyn, N. Y. 


(1 BLACK MARBLE TOP (s) @ $109.95 (REGAL 6665) 


[J RED MARBLE TOP (s) 
NAME.on.. coo. 
ADDRESS.. Se chee itceasinks ot 
NOTE: NATIONALLY APPROVED RETAIL PRICE $183.20. 
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SELLS LIKE, LIGHTNING! 
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Nationally Advertised 


HANDY MANDY 


Trade Mark Reg 












Soft-Woven 


Scouring ad 


“The pad that’s kind to hands”’ 









we 


cece f cccccccccococcoes < °"y ¥eec0ceee 000000000 e 0000008 0001 


RIANGLE MANUFACTURING CO. Now! 
123-25 N. Jefferson St., CHICAGO 6 a 


Delivery 


















Ap 
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Big, _ atte HANDY 
MANDY does a light- 
ning-fast job of clean- 
ing pots and pans. It's 
easy to grip this jumbo 
copper pad, and it cov- 
ers a lot of surface. 


But, above all, users 
like HANDY MANDY’S 
kindness to hands. The 
copper mesh is ex- 
tremely durable yet is 
soft to the touch, and 
doesn't splinter. 





No wonder housewives 
reach for, ask for, in- 
sist on — genuine 
HANDY MANDY Scour- 
ing Pads! 





























~ 
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NON-CORROSIVE 
Plastic 
FRUIT JUICER 


Beautiful new plastic design. Top and 

bottom in contrasting colors. Light. 

Easy to clean. No sharp edges to cut 

fingers. Pours freely. Keeps out seeds 

Eliminates bitter fruit-skin oils. Juice 

flows freely. No-Drip Lip. Packed one 
to individual container in colors. 


Z| 4 
aba f ) 


wh aM ate ad, 





682 SS Plastic, Steel- 
Base1%'x2';". Hand- - 


screws 
peeternd colores. 


‘ Gi Ferpess Pocket Electric 
2 Tester. Safe, depend- 
able trouble shooter. Genuine 
General Electric Neon Lamp. 


Sates Offices Following Cities 


Chicago + Boston + New York + Philadelphia + Oklahoma City + New Oricans 
Atlanta Kansas City + St. Louis Denver Los Angeles San Francisco 


— ___ Yeu/ INSTANT COUNTER Riseal 7, OTHER NEW AMERLII 





go oe 
1758 WN. HONORE STREET, CHICAGO 22, 1LL 


PHONE ARMITAGE 3045 


HARDWARE AGE 








© 194 





JAI 





NOW ACCEPTING ORDERS 
for QUICK DELIVERY of the 








IimeSaver 


‘*Time Saver’’ Pressure Cookers are now actually being manufactured—in large quanti- 
ties—and ready to ship upon receipt of an order. There is no further need of telling your 
customers ‘‘we expect pressure cookers soon.’’ Instead, rush your order to us, get the 
cookers into your store, be the first to make an announcement in your local newspaper 
and WATCH YOUR SALES SOAR. Each sale will bring many REPEAT sales through 
recommendations. ‘ 










“Time-Saver” Pressure Cookers are cast of a special cooking is the 3 pressure gauge, 5 lbs., 10 lbs., 15 Ibs. 
quality aluminum alloy with a highly polished lustre. 

The 4 qt. sauce pan has been designed with a flat, Each “Time-Saver” Pressure Cooker is guaranteed and 
broad bottom which gives it maximum flame energy. an attractive 24-page Cook Book is added as a sales 
Another modern feature for perfection in pressure stimulant. ‘ 












MATS 


for newspaper ads avail- 
PRESSURE COOKER able in various sizes. 









© 1946 Pat's pending. 
Manufactured by 


TRAUBEE PRODUCTS, une. 


924 BERGEN STREET, BROOKLYN 16, NEW YORK 
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versatile 





This low-cost 16” DURO Band Saw 
has a wide range of uses — and 
many special features 


Ideal for quick-changing times—here Is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R.P. M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 
ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


DURO VOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO.. 


2672 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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By Howard G. Hornibrook 
President 
Apex Oil Products Company 


5! You hardware and imple- 


ment men have a real fight 
on your hands. The chains are going after 
your business stronger than ever before. 
They WANT those profitable hardware 
and implement sales. They'll gobble up 
your volume on the fast moving, money- 
making lines and leave you nothing but 
the slow turning, service items, if you don’t 
get busy right now and prepare to WIN 
this fight. 


Howard Hornibrook has written this 
16-page book to HELP you win. He has 
been fighting the chains for years. He 
won't sell a nickel’s worth of his products 
to chains, mail order houses, multiple tire 
stores, etc. He’ll show YOU how to beat 
these syndicates by taking THEIR busi- 
ness on their favorite lines, such as 
Packaged Oil and Greases. 


Mail coupon below and get this valuable 
book. It’s a gold mine of money-making 
ideas. Send for it today! 


APEX OIL PRODUCTS CoO. 


100 North 17th Ave., Minneapolis 11, Minn. 


-_- 


APEX OIL PRODUCTS CO. 


Minneapolis 11, Minn. 





Keep up the fight for the Independent Hardware and 
Implement Dealer. Send us your NEW I6-page book 
showing how retailers are beating chain store competition. 


Mail Coupon Today—Get aw 
This Valuable Book NOW! 
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QUALITY 


THAT IS NEVER QUESTIONED 








This covered Sauce Pot is typical of Priscilla Ware quality 
— modern design, high class workmanship and finish. 


Already Nearly a Million Prospects! ' 


A great accessory for a great heater! No more worry about 
“over-heated” stoves or “cold” stoves because of forgetful- 
ness in adjusting the draft by hand. The WARM MORN- 
ING DRAFT REGULATOR does the job automatically! 
Owners of WARM MORNING 120 and 520 Heaters see 
its value at first glance. It offers great sales opportunities. 


e SAVES FUEL e SIMPLE TO OPERATE 

e EASILY, QUICKLY INSTALLED ¢ GREATER CONVENIENCE 

© PROVIDES GREATER COMFORT + LOW COST—Retail Price $5.85 
e GOOD LOOKING e LIBERAL DEALER DISCOUNTS 


Now is the time to get these extra WARM MORN- 
ING Sales and Profits. The WARM MORNING 
Automatic DRAFT REGULATOR is now available 
throughout the Nation... through your WARM 
MORNING Distributor. Prompt shipment. 

<— (DR-1) 


LOCKE STOVE COMPANY—114 West IIth St. 


. & the best materials are the essence 

" ~ @f PRISCILLA WARE quality . . . 
that has made PRISCILLA WARE fast-sell_ 
ing merchandise for independent dealers 


utensil is your assurance of customer 

_ Priscilla Ware production is being 
stepped: up as rapidly as current mate- 
rial sources will allow. : 


LEYSE ALUMINUM COMPANY 


Sell It to WARM MORNING Heater Owners! 






Rs cities of a ae ‘ 


. quality 


The guarantee label on every Priscilla 


KEWAUNEE +» WISCONSIN © 


== 








__ 6 


UNCONDITIONALLY GUARANTEED 


1 —_- 








| | 
aevr aco ova ALWAYS PICKED OUT | 





MODEL A 
For WARM MORNING 
Heaters 120 and 520 





—Kansas City 6, Mo. 
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A FAMOUS NAME 
IN AMERICAN 
HOUSEWARES 


@ RID-JID IRONING TABLES @ RID-JID CLOTHES RACKS 
@ RID-JID LADDERS @ RID-JID WOODENWARE 


Products of Merit since 1878 
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ALL MODELS AVAILABLE! 


COT 


atekofolifelalm Melaliziank 





























MODEL 242C 


MODEL 220C 


MODEL 228C 


+** S QUALITY LEADERS ««« 


Now you can get all models of Coleman Floodlight 
Lanterns from your jobber. These recognized quality 
leaders have for years been outstandingly popular as 
America’s great outdoor lights. All have Coleman’s 
high standard of construction. 

Model 220C—Big, powerful, 2-mantle lantern ready 
for floodlighting a big area with dependable high candle- 
power brilliance. Strongest winds can’t put it out. 


Model 228C — Same as 220C but with wide top to 
reflect the light down. 

Model 242C—A favorite with farmers, sportsmen, 
everyone who wants a dependable storm-proof lantern 
for any outdoor lighting need. Single mantle. Floodlights 
100-ft. area. Only 12% in. high, weighs only 3% lbs. 

Liberal allotments of all three of these models are 
being made to jobbers. Keep in touch with your jobber. 


Steady Profits from Your Coleman Service Program—A well-stocked, efficient service department 
is always a profit producer. Repair parts for all Coleman Appliances including mantles, generators, etc., are available, 
ORDER FROM YOUR JOBBER 


THE COLEMAN COMPANY, Inc. 
Wichita 1, Kansas 











Ni i———— 


Honoluly, T. H. Toronto, Can. 
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IN THE SKYWAYS AS ON THE HIGHWAYS IT'S.. 


DIUFROFOHRO VIE: 
... 4 Dogeone Good Loot! 











>. 
























Says Pan American World Airways, 
“One of our most essential operations is 
re-assembling sparkplugs. The DURO 
tension wrench is the only tool we use to 
achieve proper assembly. The personnel who use 
this tool remark on its efficiency”. 


All DURO tools are MADE for exacting service, 7 
whether they are so used or not, whichis your | 
assurance of top performance on every job. As at 
- mechanics sense that a DURC tool is ‘‘Right”’ 
when they pick it up—and that tool will STAY right, 


a delivering the same satisfaction long after its price 
ights and purchase date are forgotten. Whether you buy tools for 


~ your own use or for others to use, that’s the kind 

sia you want and that’s the kind DURO will keep right 

, e bd , . . . 

sher. on being. That’s why every day millions of mechanics 
say, “‘DURO?—That’s a doggone good tool!’” Duro Metal 
Products Co., 2649 No. Kildare Ave., Chicago 39, Illinois 


DURO TOOLS Cnrsepn 
— Whe Wechauics Beet Fecond 


Calif. OVER A BILLION BUILT SINCE 1916 
ALSO MAKERS OF DURO MACHINE TOOLS 
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éLLO@X 
KESEARCL AKL 
ELIE 
LAL CHATCHIES 








THROUGH THESE PORTALS 
PASS THE FINEST APPLIANCES 
IN THE WORLD 





Since the introduction of its first unit Silex has not only been a 
steadfast pioneer for efficiency and safety in the home appliances 
field... but has zealously guarded an established reputation for 
originality of design and high product standards. 

And now that reconversion will permit the use of many new 
materials and advanced elements of engineering, rest assured that 


today...as always... you may look to Silex for leadership. 





— ee 
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‘ 
Heats Fastetecause the most efficient 1000-watt element (T-K Rod 
Type) is molded in an aluminum sole plate which conducts heat three 
times faster than cast iron. Lets you iron as fast as you wish —saves time. 


Automatic Heat Controlmaintains right temperature for ironing any 
fabric—a safe, even heat that protects against scorching —saves clothes 





A Big Advantageot this automatic iron is what technicians call “fast 


recovery” when ironing damp material. This means that it maintains 
the heat more evenly at any selected setting. 


Aluminum Constructiongives light weight with 26 square inches of 


ironing surface. Saves energy—enables you to iron with less strain on 
wrist and arm. 


Comfortable Easy-Grip Handigs shaped and placed for perfect balance. 
Heel stand makes it easy to tilt iron back on board without lifting. 


Saves Current-because automatic heat control turns current off aod 


on as you iron—takes only the electricity actually needed for ironing 
at right temperature @ A Product of NOBLITT-SPARKS 
INDUSTRIES, INC., Columbus, Ind. 





Beautifully lithographed in three colors actual size of this display is 14 by 11 inches 





complete program to help dealers sell the Arvin Automatic Electric Iron. 
Other features iricluded are—consumer advertising in leading national 


magazines; helpful dealer counter sales folders; double-duty sales- 


price tag attached to iron; and good-will building instruction folder, 


packed with each iron. 


Your Arvin distributor has full information 
+ « « get in touch with him! 
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So, why use a valve that’s bigger than the job? 


Gate Valve No. 819, illustrated at the right, will safely handle jobs up to 
125 pounds working pressure. Higher pressure valves, are no more efficient 


... they are more expensive! 


No. 819 is a quality built valve . . . sturdy and dependable . . . with double 
disc and rising stem. Capable of handling steam, water, or oil lines. Equipped 
with easy operating “Cool Grip” handwheel. 





ROCKFORD BRASS WORKS, ROCKFORD, ILLINOIS, U.S.A. 


ROCKFORD BRASS 
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ENGINEERED PaRosecTs 


@ Here is the lawn mower that’s destined to set new sales 
records ...a silent, lightweight, streamlined beauty; the 
product of months of engineering study, testing and im- 
proving. Among the many advanced engineering develop- 
ments are features not found in any other lawn mower. 
Its beauty, its durability, its astonishing ease of opera- 
tion will prove a revelation to the buying public. For 
you it means quick sales and substantial profits . . . 
once you display this outstanding 1946 Dalglish 

lawn mower! 
Weight 32 pounds; five blade, six inch ball-bear- 
ing reel; 1012" wheels with large semi-pneumatic 
rubber tires; colorful finish . . . golden yellow 
reel striped in black; scarlet handle trimmed 

in lustrous aluminum. 


For further detail write department M1. 


J.M. DALGLISH & COMPANY 


41-71 West Fillmore Avenue 


Saint Paul 1, Minnesota 
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Triangular one piece cutter 
bar of truss construction 
Made of manganese mo 
lybdenum armor plate 
steel. 


i 6c 
iT) Ix 
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Simple sliding adjustment 
at just 2 points. No cutter 
bar deflection. 


Overriding clutch provides 
udiseless operation, posi- 
tive engagement, extra 
long life. 


Solid, high lustre aluminum 
wheels are precision die 
cast. 


Side plates are precision 
die cast in polished, high 
strength aluminum. 
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Put a Jamesway Department 
in Your Business 


Farm labor is expensive and hard to get... 
That’s why farmers are eagerly looking for equip- 
ment to modernize their barns, save chore time, 
make work easier and at the same time increase 
livestock profits. 


They’re on the market for lever stalls, litter car- 
riers, water cups, feed carts, windows and venti- 
lators — things you can sell them if you have the 
Jamesway line. If you don’t supply them, they’ll 
go down‘the street for what they want—and their 
dollars will follow them right out the door. 


You Get these Advantages 
When you sell Jamesway 


* 40-year-old product name * Complete line of 
© Powerful farm paper “Chore Savers” 

advertising * Quality that sells 
® Strong dealer support on sight 


Get those “extra dollars” into your cash register 
by putting a Jamesway Department in your busi- 


ness. Jamesway equipment fits in perfectly with 
machinery or hardware ... It’s easy to sell... 
It’s profitable. Inquire now about a Jamesway 
dealership in your town. Write Dept. H.A. 146. 


~ 


att: 
Jamesway 


atG.uS PAT OFF 


FT. ATKINSON, WIS. 
ELMIRA, N. Y. ° OAKLAND, CALIF. 
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CONTAINING 


DDT 


(Dichioro Dipheny! Trichloroethane) 


These new insecticides are made with the 
widely publicized DDT Chemical which 
served the armed forces so well by destroying 
disease-carrying insects. * 


DDTox insecticides not only kill insects 


soon afterward. Killing action of the spray 
lasts for months—killing action of the pow- 
der, as long as the powder remains. 

DDTox Spray and DDTox Powder are not 
highly toxic to humans or warm-blooded 





























































«| : ‘ : 
which contact them, but insects hatching from animals, but excessive contact or inhalation 
eggs or migrating to the treated areas. Insects should be avoided and directions on the 
do not die instantly on contact, but will die packages followed, 
Containing 5% DDT . Containing 10% DDT 
é, : ; is prepared primarily for general use in kill- 
is prepared primarily for household and gen- ing and controlling 
eral use, for killing and controlling ROACHES, FLEAS AND BROWN DOG TICKS ON 
MOTHS . HOUSE FLIES . BED BUGS -. MOSQUITOES DOGS, BED BUGS, BODY LICE, PUBIC LICE, 
CARPET BEETLES . FLEAS - SILVERFISH AMERICAN COCKROACHES and SILVERFISH 
, nt Apply DDTox Powder liberally to areas fre- 
Apply DDTox Spray directly to walls, ceilings, quented by the insects—to floors, rugs, car- 
screens, rugs, furniture, beds...and inside pets, furniture, bedsteads, mattresses, as well 
closets as well as in as in dog houses and garbage cans. Force the 
dog houses and on gar- powder into cracks and crevices. For body lice, 
b the entire inner surface of undergarments 
age —— Ie leaves a should be dusted, also inner seams of trousers 
thin, invisible, non- and shirts, as well as portions of body 
staining film of where coarse hair is <a 
DDTox. Full direc- present. Comes in a a 
tions on the bottle. shaker-duster can, or 
may be applied with a 
dust gun. Repeat ap- 
plication as often: as 
necessary. 
> 
8 eivebe, a8 : . 
mw The manufacturer of DDTox is one of the oldest insecticide manufacturers in the 
country. They have been manufacturing DDT preparations for the Armed Forces 
for 3 years. DDTox preparations are the result of 2% years of laboratory work. 
THE MACKWIN COMPANY «¢ Winona, Minnesota 
E 
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More and more growers are treating seed each year to 
get increased yields of better quality —and to save costs 
and labor of replanting. Here are three ways you can 
make your business grow with the market: 


SELL DU PONT SEED TREATMENTS. Du Pont gives 
you the only complete line of seed disinfectants—a treat- 
ment for every major crop. Each product is backed by 
years of successful use. It’s easy to sell with these na- 
tionally known names: 


New Improved CERESAN « 2% CERESAN «+ ARASAN « SEMESAN 
SEMESAN Jr. « SEMESAN BEL « Special SEMESAN ¢« TERSAN 


SELL TREATED SEED. If you sell your own house-brand 
seed, treat it in advance. You'll profit on the premium 
and build your reputation on a quality basis. 

If you sell packaged goods, ask your supplier for 
seeds treated with Du Pont seed disinfectants. 


TREAT SEED FOR GROWERS. Custom treating with 
Du Pont seed disinfectants builds your profits three 
ways: 1. Through charges for the service. 2. Increases 
your sales of seed disinfectants. 3. Brings new business. 

Write for tested Treating Service Plan. Gives full de- 
tails for large or small operations and inexpensive 
equipment. 
ORDER STOCKS NOW 
Be prepared for the 1946 
treating season. Order from 
your jobber today. For fur- 
ther information and sales 
aids, write direct to E. I. 
du Pont de Nemours & Co. 
(Inc.), Dept. 17-1, Semesan 
Div., Wilmington 98, Del. 


°4. uy. 5. ear OFF 
BETTER THINGS FOR BETTER LIVING 
«+e THROUGH CHEMISTRY 








HERE’S NEW PROMOTION 
TO HELP YOU SELL IN ’46 


NEW LABELS — Color- 
ful new labels now give 
the entire line more at- 
tention-getting power on 
shelves and in displays. 











NEW PROMOTION — 
“Treat Yourself to a Better 
Crop” is Du Pont Semesan’s 
new selling slogan. Watch for it 


and the emblem in 46. 





NEW SALES AIDS — 
New product circulars 
are being added to many 
other dealer selling aids. 





DIRECT MAIL SER- 
VICE—Timely sales 
tips and latest informa- 
tion from your own 
state college give you 
seasonal selling help. 
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a YOU'LL MAKE EXTRA SALES 


WITH PERMITE Ready-Mixed ALUMINUM PAINTS 
SE - HO. ! 


. STENERAL PURPOSE - HO. 7 
The popularity of your paint department will increase when you put in Se 
a line of Permite Ready-Mixed Aluminum Paints, because — 
Permite Aluminum Paints are completely 4 The brilliant, metallic, glass-smooth Permite 
ready-mixed. They save the trouble and finish is a delight to the eye. 


waste of mixing powder or paste with the Permite reflects heat. Keeps interiors cooler 


vehicle. when used on metal roofs, metal cribs or 


; , ‘ other metal sfructures. 
Permite pigments never harden in the can. 


The paint is always workable. Exceptional leafing quality gives more cover- 


. age per gallon. And resistance to heat, cold, 
Leftovers can be used later. For Permite does moisture and corrosion enables these paints 


not discolor after being opened. to long outwear ordinary finishes. 


Permite affords a complete line of easy-to-use, long- 
lasting aluminum paints, for inside or outside use, on 
every type of surface. 


MANY USES -— Typical uses for Permite include furnaces, pipes, metal con- * 
tainers, tools, implements, garages, silos, basement walls and ceilings, metal * 
furniture shelving, machinery, etc. Booklets, newspaper mats and other 

sales helps supplied. Stock Permite now for the spring selling season. a 


Ask your wholesaler. 


ALUMINUM INDUSTRIES, goose Permite Paint Division Cincinnati 25, Ohio 


PERMITE ©::2> ALUMINUM PAINTS 
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lo protect the sales Of Our dealers 
—GEP advertisements like this 


are appearing regularly nl leading 


outdoor magazines 
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NEVER BEFORE 


A HEATER LIKE THIS 


ree, 











Streamlined, compact weighs only 
37 dbs., measures 22” long, 162" 
high, 8 wide. AC current. 


Designed for Quick Sales A-C-T-I-O-N 


At last—a really lightweight heater that brings safe, comfort- 
able steam heat wherever needed! Easy to carry, compact 
luggage-styled, the new WITTIE is handsome as a piece of 
furniture. And economical to operate—because the heater 
features thermo-electric control; starts and stops fan and heat- 
ing current intermittently, keeping room at an even, just- 
right temperature. 


@ Works from any room outlet. Just plug it in and quickly, gently, 
steam heat circulates throughout entire living area of room. 


@ WITTIE uses no glowing exposed coils to cause possible fire or skin- 
burn. Cabinet has no sharp edges to injure child, and never becomes hot 
to the touch. Automatic shut-off provides additional safeguards. 


NATIONALLY ADVERTISED 
Good Housekeeping, Better Homes 
& Gardens, American Home, 
Popular Science Monthly and 
Electricity on the Farm. 


WITTHE MEG. & SALES CO  gurcn opticer end topresenterives in How Yoru, Kenses City, Los hageles end Datrolt 
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One of the greatest hand tools ever invented, the Vibro-Tool 
adds power to craft skill... enables “hand work” to be done 
with speed and facility. The Vibro-Tool is in great demand by 
people interested in craft work and home workshop activities; 
also by laboratories and industries in almost every field. 

The Vibro-Tool puts permanent markings on personal tools, 
identifies work in progress or finished pees. For the crafts- 
man, the Vibro-Tool engraves on steel, glass, plastics, jewelry 

. tools leather ... carves and slices... decorates glass and 
does a host of other operations. 

Hardware stores find that the Vibro-Tool is one of their 
best sellers because it appeals to such a wide group of pros- 
pects in home and industry, and to all age groups. Write for 
dealer proposition today. 





HANDICRAFT DIVISION 


BURGESS BATTERY COMPANY 


190 N. Wabash Ave. « Chicago 1, Illinois 
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CIAL SIZES’. 


Whatever your Washer needs may be, 
we can fill them! For more than 25 
years we have been faithfully serving 
the hardware trade. 


Our Washers are Master Products. | 
Flat, clean cut, hand sorted—no scrap, 
no slugs, no miscuts, i 








U. 8.8. WASHERS « S. A. E. WASHERS 
RIVETING BURRS ¢ SQUARE WASHERS 
EXPANSION PLUGS « MACHINERY BUSHINGS 
AIRCRAFT WASHERS *« DISCS 
LIGHT STEEL WASHERS * COPPER WASHERS 
BRASS WASHERS « ALUMINUM WASHERS 
STAINLESS STEEL WASHERS ® Etc. 








ee 


and over 10,000 sets of tools for special washers 


RODUCTS*. 


Cleveland 5, Ohio 
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OF DEPENDABLE INSECTICIDE 
SPRAYERS AND DUSTERS 











FOR GARDENERS, TRUCK FARMERS, 


FRUIT GROWERS AND HOME OWNERS 


Complete and Dependable—in design, in craftsmanship, in 
quality, and in performance! . . . The Dobbins Superbilt line 
is engineered and built to do the job right! Many exclusive 
and patented features. Wide selection of models, including 
Insecticide Sprayers and Dusters of every practical size and 
style, both hand and power operated . . . also Flame Sprayers 
(for killing weeds or disinfecting and sterilizing) as well as 
Hand Planters and other Metal Products. For more complete 
information about this Complete Line, write .. . 

DOBBINS MANUFACTURING COMPANY 


ELKHART, IND., AND NORTH ST. PAUL, MINN. 
ADDRESS ALL INQUIRIES TO DEPARTMENT 101, ELKHART, INDIANA 














When Bett. Chocksr talks 


about ironing... 
MILLIONS OF WOMEN WILL LISTEN! 











Before long now, Betty Crocker (world’s best 
known home service authority) will have a 
fascinating subject for millions of followers. It’s 
a new iron—an iron that will set new standards 
of ironing performance for homemakers. . . 
because its temperature is controlled not by a 
thermostat located up in the iron, but by the 
actual ironing surface of the iron itself. 


This is General Mills TRU-HEAT control, a 
method and principle of heat regulation that 
minimizes heat loss, accelerates heat recovery 
so that correct, safe ironing temperatures are 
maintained regardless of how fast or how slow 
the user irons. 


When Betty Crocker reveals the facts about 
TRU-HEAT control and all the other 
important, exclusive features of the General 
Miils Iron—you know women will act. They’ll 
want the iron Betty Crocker sponsors . . . just 
as they now want... and buy. . . hundreds of 
millions of other General Mills products recom- 
mended by Betty Crocker. 
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WHAT TRU-HEAT CONTROL IS 


TRU-HEAT control is a simple, sturdy mechanism 
which permits the expansion and contraction of 
the iron’s soleplate to make and break the heating 
circuit. Thus the actual surface in contact 
with the fabric being ironed controls the 
ironing temperature. So sensitive is TRU-HEAT 
control that it holds ironing temperatures with 
amazing accuracy. 


BETTY CROCKER IS A REGISTERED TRADE MARK OF GENERAL MILLS, INC. 


GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT 
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CORY brings better, easier coffee-making 
for your customers—more profit for you! 


e FILTERS coffee only through coffee! 


















e¢ STEPS UP coffee flavor per cup! 
MAKE SALES 
WITH CORY— 
THE SALES LEADER! 


e COFFEE touches nothing but taste-free glass. 
There are no cloth, paper or metal filter parts. 





@ A QUICK RINSE and it’s clean! SELF-SELLER! Keep this 
PROFIT WITH THE eye-catching counter dis- 
MONEY-MAKING eA PATENTED Cory feature! play card before your 
Cory All-Glass ees customers’ eyes—and 
aos : e FITS ALL standard glass coffee makers, watch your Cory Rod sales 
Coffee Brewer and : go UP. Display furnished 
the patented Cory e MILLIONS now in use! free with each order. Bock 
Glass Filter Rod. a 7 , _ ’ P . of card holds 12 packs 
tte task at e NATIONALLY ADVERTISED in leading aged rods. Put this moneys 
magazines and newspapers! maker to work now! 
these fost-sellers 


from your Cory 


jobber—now! ! 


CORY wire ROD 


CORY GLASS COFFEE BREWER COMPANY 


221 N. La Salle Street ° Chicago 1, Illinois 
SALES AND DISPLAY OFFICES . .. NEW YORK, N.Y. +* LOS ANGELES, CAL. +« TORONTO, ONT., CANADA 
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% We have entered a new year—one of peace, and one 
of resumption of peacetime production. 

For Thermos, it should be a year of lessening controls 
and restrictions—a year when pent-up productive in- 
genuity and capacity can begin to have its effect on a 
great and growing market. 

For you, a year when we hope to come ever nearer to 
satisfying your demands—and to show you some of the 
new and wonderful things Thermos has in the making. 

And for both, another year of continued leadership of 
the Thermos trade mark—and, of course, continued fair 
treatment for all Thermos customers. 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto « Thermos Limited, London 


THERMDS 


TRAOCE-MARK REG U.S. PAT OFFICE 


BRAND VACUUM BOTTLES 
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EALERS who sell Pérfection Milk 
D Filter Discs are sure of a steady 
demand, with profits, every month. 
They are in DAILY USE—a necessity 
on hundreds of thousands of dairy 
farms, nation-wide. Government 
health and sanitation authorities, 
state and national quality promotion 
groups, dairy schools and leading 
farm papers all are stressing increas- 
ed milk-filtering on the farm. That 
means PERFECTION Discs will be 
in greater demand than ever before. 


Dairy farmers prefer the extra speed, 





NATIONAL 
ADVERTISING 


YEAR ‘ROUN 
DEMAND 


strength, thickness, and greater 
filtéring efficiency of PERFECTION 
Discs. Cash in on this money-making 
opportunity — SELL PERFECTION 
Discs and enjoy greater profits from 
increased sales — quick turn-over — 
new trade, which these popular filters 
attract to your store. 


FOR SMALLER 
PRODUCERS 


First quality, but lighter 
construction and lower 
in price, for use where 
PERFECTION capacity is 
not required. Elgrade 
Discs mean extra volume 
and profits. 100 discs per 
package; 36 packages 
per case. Order from 
your jobber. 


Freight Prepaid on 5 Cases 


PERFECTION Milk Filter Discs are pack- 
ed 100 discs to a box, 36 boxes to a case. 
Freight is prepaid on drop shipments to 
dealers of 5 cases or more. Order from 
your hardware jobber today. 


@ SCHWARTZ MFG. COMPANY 


TWO RIVERS WISCONSIN 


America’s Oldest Maker of Milk Filter Dises 
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ia ae hit! The POST-WAR MIRACLE 


A BEST SELLER IN MANY OF 


Nothing else like it! DUSORB 
is a new chemical discovery 
that transforms any cloth or 
mop into scientific dust ab- 
sorbers. Makes dusting easier, 
leaves surfaces immaculate, 

no oily streaks or greasy spots 9: 


Nationally advertised! 
Better Homes & Gardens, 
Ladies’ Home Journal, 
Woman’s Home Companion 
Good Housekeeping and 
McCall's. Newspaper ad mat 
and display cards supplied 





Two Thrifty Sizes cyC 
“ wit or 
12 ot. 50° 32 ot. $] Guaranteed by © 
Orier from 3 your wong mee 
Advertising cial Sorins < 


FRANCO-AMERICAN HYGIENIC CO. CHICAGO 10, ILLINOIS 





THE COUNTRY’S LEADING STORES 

















READY. a 8 
SUPERHEATER 


"Way ahead of other space 
heaters. Amazing heating 
capacity. First te use the 
high heat value of radiat- 


added many unusual im- 
provements, 


It’s a miracle of combus- 
tion engineering! Compact, 
modern design. Heats a 
room or a small house with 
surprising comfort and 
economy. 


9 EXCLUSIVE 
FEATURES 
that make it a super- 
seller 
* 
CONTINUOUS 
HOT WATER 


* 
sos ‘sateen as ee Oe Oe eee 


features. Y - 
so many sales features. Your per square inch of radi 


today for details and prices! ating surface 








LEWIS SUPERHEATERS bereoit ze. mien: 











ADD A WATERPROOFING DEPT. TO YOUR STORE 





It will positively 
prevent the seep- 
age of water. 











It’s guaranteed to 
do the job. 


Any one can ap- 
ply it. Goes on 
like paint. 













For— 
Cellar Walls and Floors 
Concrete 


Retaining Walls 

Brick Walls and Piers 
Sw ing Pools 

Stucco Surfaces 

a Peel ind Elevator 
“Pits ier a! ev 
Reservoirs 

Silos 

Field and Quarry Stone 
Also can be used as a mortar for pointing up brick and masonry, 
also to patch concrete. 


Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 


Kay-Tite is packed in 10 lb. cans. It comes in Grey and White. 
A 10 lb. can will waterproof 100 to 150 sq. ft. 


Write for complete information, Send your Jobber’s name. 
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You can stand 
squarely back of 


KAY-TITE With the FOLLOWING ORDER 


START THIS IDEA OFF 


6-10 lb. cans White KAY-TITE 
and 


6-10 Ib. cans Gray KAY-TITE 
TOTAL SELLING PRICE $34.80 


COST TO YOU 20.88 
YOUR PROFIT $13.92 


FILL IN THIS COUPON 


KAY-TITE COMPANY, West Orange, N. J. 
Please send us the $20.88 
KAY-TITE DEAL 
F.O.B. our store 
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DRAWER PULLS 


ARE AN OPEN AND SHUT CASE THAT 
BEAUTY, DURABILITY AND ECONOMY GO 
HAND IN HAND TOGETHER... 





Be sure to have complete stocks of these Hollymade 

Plastic Drawer Pulls and Knobs so as to get your share 

of the great Post-War building boom that is now tak- 

ing place. Considered Ameri- 

ca’s outstanding Pull and Knob MONTEREY 
line, their colorful beauty 3-Inch Pulls, No. 503 
attracts purchase on sight. j te] 4-Inch Pulls, Ne. 603 


WILSHIRE 


3-Inch Pulls, No. 501 
4-Inch Pulls, No. 601 


MONTEREY 


MODERNE 


ORDER YOUR DE LUXE DISPLAY BOARD NOW 


his attractive Display Board, ness, and shows the most popu- 
only 12” wide by 18” high, uses lar colors in the Holl : 
small counter space but sells You can also 
more cabinet hardware wherever i $s mounted with an 
place it. Newly designed, it ’ val design. Order through 
ith color an your jobber. 


PADRE 


3-Inch Pulls, No. 507 
4-Inch Pulls, No. 607 


The styles shown are fashioned from 
colorful Plastic and shining Chromium, 
which will never fade or tarnish. Holly- 
made Pulls and Knobs will not chip, crack 
or shatter. They are available in Ivory, 
Yellow, Green, Blue, Black, Red, Maroon 
and Beige. 


PLASTIC 
CABINET HARDWARE 


ally 
nt ae | 
C PLASTIC AND MFG. CO. Inc. 


,os ANGELES. 16. CALIFORNIA , 


Dealer's De Luxe Display Boards, 12 x 18 inches 





MANUFACTURERS OF BUILDERS HARDWARE 





Ves ad appears in February 


issues of American Home and Better 
Homes & Gardens; reaching nearly 
5,000,000 subscribers and readers, 


their families and friends. 


Merchants tieing-in with the Corbin 


Builders Hardware Merchandising 
Program will be the most success- 
ful hardware outlets in their com- 


munities. 





i 


| P.& F. Corbin 


Division American Hardware Corporation 
New Britain, Conn. 
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ON THEIR WAY TO 


Boost Gor y, a 


... because they sell quickly 
... require little service 
... and win owners’ loyalty 


Yes—they’re super-charged with sales appeal, these 
streamlined Horton beauties, distinguished by new per- 
formance features. They are the Horton 4X12 Washer, 
the Horton 413 Washer, and the 640A Ironer. 

... And the big payoff is that these Hortons are even 
more dependable performers than the long line of Horton 
Washers and Ironers that over so many years won 
national recognition for trouble-free performance. For 
these new day pace-setters, and the Horton Diamond 
Jubilee Models, coming in 1946, reflect the new skills 
and greater ‘“precision-consciousness” Horton folks 
gained during our remarkable war-time manufacturing 
accomplishments. 


Now here’s where you step into the picture: Horton 
washers and ironers have the eye appeal and convenience 
features that make them easy to sell—the performance 
that makes owners boost them to their friends—and the 
mechanical dependability that frees you from costly 
service problems. 

For full facts on the complete Horton line and the 
merchandising and advertising behind it, write HorTON 
MANUFACTURING Co., Fort Wayne 1, Indiana. 





. MAKERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 74 YEARS 


The trade name, HORTON ELECTROHOME, distinguishes Horton designed and engineered products manu- 
factured and sold in Canada by its affiliate, Dominion Electrohome Industries, Lid., of Kitchener, Ontario, 
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A LOOK INSIDE THE LOCK SHOWS WHY 
SLAYMAKER’S 800 AND 900 ARE CASH REGISTER NUMBERS 










Case Hardened Steel Shackle. It’s tough 
—built to resist pressure... blows... 
cutters ... saws. 


Case. It is dust-proof 
and rust-proof; its lus- 
trous finish is permanent 
and scratch-proof. 
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Cylinder Plug. Precision-made to provide 
perfect pin-tumbler operation. 


Shackle Ejecting and Bolt 
Springs. Keeping the shackle 
and bolt under constant 
pressure, when in the closed 
position, is vital. The ma- 
terial used, the number of 
coils required and the 
amount of tension needed 
have been carefully deter- 
mined for these pre-tested 
springs. 


« Keys. Each key is ma- 


chined to an exact size 
for all cuts—each slot 
carefully milledto match 
the cylinder key-way. 
Beautifully coined. 


Locking Bolt. Made of 
extruded bronze — formed 
under great pressure. 
Holds the shackle shut 
securely yet permiis 
easy closing. 


Pin Tumblers. Only the 
right key will open a 
Slaymaker 800 or 900 
padiock. With key in- 
serted, a variation of 
three-thousandths of an 
inch in the length of a 
single tumbler prevents 
the cylinder from turning. 


Yes! Both the Slaymaker 800 and the Slaymaker 900 
padlocks are available now. Order yours from your jobber today. 


5 IL ANY DANK EE Ik 


PADLOCKS 


SINCE 1 
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LINE-UP 
PROFITS ano SALES 


WITH THIS 


LINE-UP 


OF 


FULLER TOOLS 


#x877 Assortment 
of 24 Screw Driv- 
ers. Tool steel 
blades. Retail 
10¢ to 35¢. 


£522 DeLuxe — 
Assortment of 12 
screw drivers. 
Every driver 


branded and 
warranted. Retail 
from 20¢ to 60¢. 


#806 Recessed 
Head Screw Driv- 


M M. Davis 
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The Amazing Adventures 
of Piedt von der Hommer 


TO YOU...FROM W. P. (TINY) FERRIS 


So many of our customers have asked us about the so-called “funny” name of our 
corporation that we thought it sharp to write the reason for it. The firm name (as you 
may remember) is PETER PULVERIZER PRES. INC. Here's the story (and we hope you like it). . . 


Pizpt von pER Homer was the biggest 
Ferrous Metal Dealer in all Holland... 
yet he loved flowers—especially tulips. 

His friends there shook their heads in 
wonderment at this seeming paradox of 
ponderosity and delicacy. Piedt gave 
no hang as he loaded iron by day and 
lovingly tended his tender tulips in the 
late afternoons and evenings. 





When the Nazi hordes descended on 
Central Europe, in 1940, Piedt was 
seared stiff. The advancing Armies 
threatened his life, his family’s security 
and his business. But more than that, 
he feared his tulip-raising adversaries of 
Holland who, time and again, had 
vowed death upon him. 

The reason for these threats is obvious 
when one considers that year after year, 
at the Annual Fall Tulip Festival in 
Amsterdam, our hero invariably took 


the Blue Ribbons in every class with his * 


bulbous beauties. These jealousies soon 
led to attempts on Piedt’s life. 

Every tulip-raiser had equal chance 
with Piedt. They had the same won- 
derful sunshine, soil, water and fertilizer 
as he. Yet time after time, the Von der 
Hommer bloomers took the first prizes. 

No one had ever seen Piedt work in 
his garden because he always did his 
cultivating in the dark of the moon, be- 
hind high dykelike walls, where only the 
creaking semaphores of his Dutch wind- 
mills could understand his gardening 
secrets. And the windmills—being wood 
—wouldn’t tell. 





So, because of the menace to his life by 
the garden gendarmes, and fearing also 
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the advancing Nazi hordes, Piedt first 
sent his family away to the security of 
a mountain fastness in neutral Switzer- 
land. Then, abandoning his home, his 
tulips and all, he stole away at midnight 
in the autumn glory with a light pack 
on his back and 500 guilder in his 
pockets. And, as he made his way west- 
ward, in his hand he jauntily carried 
his famous Five-Prong Adjustable Gar- 
den Cultivator. 





Hiding by day and walking by night, he 
arrived finally at Lisbon where he 
boarded a plane for America and his 
pack and his famous 5-PAGC. 

Landing at New York’s La Guardia 
Field with only a few guilder left, he 
found some Dutch friends who helped 
him secure a job (since he could speak 
no English except “Yah”) as a profes- 
sional pallbearer. 





In Eastern Pennsylvania he found this 
profession much to his liking because 
here, during the long drawn out Dutch 
funerals, he was often able to leave his 
post alongside the casket and for an 
hour or two fill in the time by cultivat- 
ing (for a sum) gardens nearby the 
funeral home. At such times, his famous 
5-PAGC did the double duty of increas- 
ing his income and also protecting him 
from his Holland enemies whose Ameri- 
can Agents were constantly on the alert 
to discover the secrets of his garden- 
ing success. 





= 


One day, while digging dirt during the 
duress in the dismal dirge of the day, he 
was observed in the garden by a travel- 
ing salesman—on foot because of tire 
and gas rationing. Quickly realizing that 
this “Yahing” Dutchman had some- 
thing in his famous 5-PAGC, he per- 
suaded him to move to York, Pennsyl- 
vania, where it was decided to form a 
company to manufacture this wonderful 
gardening device. 





When asked what he wanted to call the 
company, Piedt stated it could be any- 
thing as long as it contained his name 
and he could be PREs-IDENT. So... 
since the company name would be too 
long and ponderous if identical with his, 
and since “der Hommer” means “‘pound” 
and “pound” means “‘pulverizer,” it was 
decided to call the company . . . 





However, Piedt’s company has already 
outgrown its breeches. So, on January 
1, 1946, Peter Pulverizer Pres. became 
a division of ... 


225 Springdale Ave., York, Pa. 


But P---- P--------- Pp---., as 
the older youngster of a newer parent, 
will continue to be your good and 
valuable friend. 
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e Screens made of LUMITE will 
not rust or corrode! 

Neither rain, snow, smoke 
nor even salt spray has any 
effect on LUMITE! It won’t stain 
sidewalls or sills and never 
needs painting. A damp cloth 
cleans LUMITE in a jiffy. 

And, where ordinary screens 
bulge or dent, LUMITE* (mod- 
ern plastic insect screen cloth) 
snaps right back to its normal 
flatness! Its toughness lies in 
unusual tensile strength and 
amazing resilience. 

Tested daily for years, under 
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the severest battle conditions, 
LUMITE outlives average screens 
because natural causes can 
never affect it. No postwar 
building plan can be consid- 
ered complete unless specifica- 
tions call for LUMITE! 


FREE SAMPLES ON REQUEST 
In ads like this, in professional 
and consumer publications, we 
are telling the LUMITE story to 
Architects, Engineers, Builders 
and Home-Owners. They are 
“ripe” customers for you! Write 
to us for full information and 
samples. . . today! 


(*Woven of Saran, Product of Dow Chemical Co.) 


CHICOPEE MANUFACTURING CORPORATION—LUMITE DIVISION 
47 WORTH STREET, NEW YORK 13, N.Y. 


Worlds largest makers of Plastic Sercen Cloth 
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- he screen that lasts / 





Tested in War — Available Now 


Many millions of feet of LUMITE screening 

have been used successfully to protect the 

Armed Forces against disease-bearing in- 

sects. Men who saw LUMITE “under fire’ are 

your customers today .. . and they’re sold on 

LUMITE already! 

* Cannot stain sills or sidewalls. 

* Never needs painting... non-inflammable. 

* Easy to clean with a damp cloth. 

* 100% Rustproof under any conditions. 

* Strong, resilient . . . can’t dent or bulge. 

* Competitively priced with better grades of 
wire screen cloth. 
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IT’S THE 


ONLY PAINT 
WE CAN USE. 
AROUND 
OUR PLACE | 
‘e J 


[ 
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WILL STAND OVER 
1000° OF HEAT 


For use wherever a heatproof aluminum paint 
is required. Nothing compares with the satis- 
faction it gives on all high-heat surfaces in 
homes or industries. 


Write for list of Sheffield’s 40 Fast Sellers. 







THE SHEFFIELD BRONZE PAINT CORPORATION 
CLEVELAND 6, OHIO 





Wew $-Way 
LUNCH MAKER 


IMMEDIATE 
DELIVERY! 


GUARANTEED for a lifetime of service . . . 
four appliances, all chrome plated, conven- 
iently combined into one . . . prices include 
an 8-cup coffee maker and all accessories, 


©.P.A. DEALER COST (incl. tox): 









HOT PLATE 


TO RETAIL AT $9.98 (07-4. Retell Price) 


ZENITH ELECTRIC 
APPLIANCE CO. 
129 CROSBY STREET » NEW YORK 12, N.Y. 


semmena, ae PHONE: CANAL 6-5164 





TOASTER 
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GOVERNMENT-OWNED SURPLUS 


CORDAGE 


SISAL—JUTE— COTTON 
FOR SALE by 


Large quantities of sisal (both agave and hene- 
quin), jute and cotton rope now available. Un- 
used and in good condition. Size range 5/16" to 
334" in diameter. Minimum sale: 1 coil. 


For prices, terms, location of material and 
complete information, call, telephone, wire or 
write your nearest RFC regional disposing 
agency listed below, giving type, quantity and 
sizes desired. 


NSTRUCTION 'INANCE CORPORATION 






































A Disposal Agency Designated by the Surplus Property Administration 
A i d at: Atl + Birmingham . Beston 
Chariette « Ch land Dallas « Denver 
Detroit - Helena he ile + Kansas City, Mo. 
Little Reck « Les Ang « Lecisvill e Minneapolis 
Nashville « New Orleans New York + Oklahoma City 
Omaha «+ Philadeiphia « Portiand, Ore. Richmend 
St. Louis Salt Lake City « San A i San F 4 
le « Spokane 259 
Sturdy, perfectly 












bolanced. Made 
to stand hard 
usage. Easy to 

clean. At all 
> kitchenware 
1A outlets. Re- 

[7 placement 
\ guarantee. 
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As Advertised in Leading National Magazines 





YOUR LINE OF ACTION more and 
more available, month to month, 
under stepped-up allotments . . . 
and war-suspended items in produc- 
tion again to help you meet peace- 
time demand. 


Falund 





KITCHEN TOOLS. 


THROUGH YOUR JOBBERS 
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.. When you use 


Liberly Vistributors 



























































Whether you manufacture or retail, you’ll be smart to use Liberty’s nationwide distribution 
system, perfected by 24 outstanding Hardware Wholesalers during the past decade. 


MANUFACTURERS: Let Liberty’s 1200 
salesmen sell your lines directly to their 


70,000 dealer-accounts. 
Use Liberty’s 43 conveniently located 


warehouses to store your lines within easy 


reach of every dealer in the U.S.A. 


Plan production months in advance, from 
signed Liberty orders. Cut credit losses and 


extra accounting costs. 
HEADQUARTERS—14 NO. 5th ST., PHILADELPHIA 5, PA. 


Albany Hdwe. & Iron Co. 


Allison-Erwin Co. 
Amarillo Hdwe, Co 

Beck & Gregg Hdwe. Co 
Corpus Christi Hdwe. Co 


Harper & Mcintire Co 
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Hoffman Hardware Co 
s Araeiles a * 
Huey & Philp Hdwe. Co. 


+ Wort 


Isaac Walker Hardware Co 


Kelley-How-Thomson Co 
uth M 


M 
s, M 


Momsen Dunnegan Ryan Co 


Phoenit. A 5 
Morley Brothers 
Ss M p 
’ Michicen 
; ticchines 


Morley-Murphy Co 


Mi waut 
Waute 


RETAILERS: Line up with your nearest 
Liberty Distributor for volume-purchasing 
and experienced merchandising advantages. 

YES—BE YOUR OWN BOSS—yet meet 
the strongest competition profitably. Use 
the “know-how” of Liberty’s 125 buyers, 
searching the market for profit-laden, quick- 
moving items. 


OFFICES: PHILADELPHIA, LOS ANGELES. 


The Emery-Waterhouse Co. 
Portla 6 Maine 


4 
A 


The Salt Lake Hdwe. Co 


Northwest Hdwe. & Steel Co 


Orgill Bros. & Co 


Rice & Miller Co 


Richmond Hardware Co 


Supplee-Biddle Company 


The Tracy-Wells Co 


Ma 


Van Deren Hardware Co. 


J. A. Williams Co 


LP. 
Wyeth Company 
FORMERLY WETS ade a 
soph, Miss 
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TRADE POLICIES WHICH GIVE THE | * 


GREEN LIGHT 


T0 YOUR BUSINESS GROWTH 












Ove - 


Witt. . 


Wins 
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CH 

Yes! WOOD POLICIES, policies of four-square dealings with Che 
customers, mean MORE BUSINESS ... GROWING BUSINESS, 
BETTER BUSINESS . . . for you. Some territories still available. 

Write for details of the Wood Protected Distribution Plan. aie 

Pa 
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WHO IS HIS BEST FRIEND? 





YES, sur 3% 


"Man's best friend" has to be kept out of trouble — yet he needs 
plenty of outdoor exercise. His best friend is the owner who 
gives him the freedom of a long runner — the protection of a 
good, strong American Chain. When you say "How about a chain 
for your dog?" it's a friendly suggestion — and a possible 
profit. Leads for small dogs are made of Spiralock or Tenso 
Pattern chain. Lengths are 4 or 6 feet with swivel snap on one 
end, a toggle bar on the other. Leads for larger dogs are made 
in Tenso pattern only. All dog leads are packed one dozen 

to a carton. Order from your wholesaler. 


.~ 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 


In Business for Your Safety ree ; 





HARDWARE AGE 








JA 





Informal Editorial Comments ... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








Many Hardware Buyers Attended 
1946 Chicago Housewares Show 


But like last year there was little new, nothing that was 

outstanding and the outlook for early deliveries extremely 

discouraging. Delivery situation may be further embarassed 
by the steel strike threat as this issue goes to press. 


gu 1946 Chicago 


Housewares Show is over. It was 
a big show from the standpoint 
‘of number of exhibitors and 
number of anxious buyers in at- 
tendance. Many wholesale hard- 
ware firms, and many larger re- 
tail hardware stores sent expec- 
tant buyers. It was a busy show 
and a crowded one all of the 
time. 


However, we can best appraise 
it by quoting our editorial com- 
ments written one year ago when 
the 1945 show was over. And 
here they are: 


**As an instrument for good- 
will in the postwar relations of 
producers and distributors, the 
show was a great success, and 
probably worthwhile. How- 
ever, most buyers are leaving 
here quite disappointed as 
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they definitely could not buy 

much nor get very much en- 

couragement for early ‘de- 
liveries.” ; 

There seemed to be a great 
many new exhibitors of products 
which might best be classified as 
novelty lines, probably of great 
interest to chain stores and de- 
partment stores but of far less 
interest to wholesale and retail 
hardware distributors. In many 
cases, such lines had the great 
virtue of being relatively more 
available but they were not the 
kind of housewares which hard- 
ware distributors want in much 
quantity or variety. 

In many respects, the major 
appliance displays on the fourth 
floor provided the greatest focal 
point of interest to hardware dis- 
tributors, even though the deliv- 
ery prospects and variety of 


appliances shown were hardly 
encouraging. In this section there 
were, however, some excellent 
showings of very modern com- 
plete kitchens, kitchen cabinets, 
etc.,, and these displays received 
constant and heavy attention. 

A year ago, at the same show, 
buyers were told that deliveries 
might well be ‘expected about six 
months after the close of the war 
in Europe. It is now eight months 
since hostilities ended there and 
the majority of wholesale and re- 
tail buyers whom we interviewed 
don’t expect much, in quantity or 
variety, for another six months. 
Neither do we. 

On many housewares lines, of 
special interest to the hardware 
fraternity, the delivery outlook 
is further complicated by the 
press-time outlook for a wide- 
spread steel strike which would 
definitely hamstring the produc- 
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tion of hundreds of housewares 
items made primarily of metal. 
This factor was under discussion 
all through the show and, of 
course, represents a problem 


The Chicago Housewares Show Needs 
Facilities Not Available in Any Hotel:— 


A/ITHOUT a doubt the Pal- 
mer House in Chicago is 
one of the world’s outstanding 
and greatest hotels, perhaps tak- 
ing second place only to New 
York’s Waldorf-Astoria, when it 
comes to hotel facilities and, 
under more normal conditions, 
for the service provided by great 
hotels. 

Yet, it seems to us, that the 
Chicago Housewares Show has 
greatly outgrown the best pos- 
sible facilities that could be ex- 
pected in a hotel-room type of 
exhibit. For one thing, and it is 


HOLESALERS and _ retail- 

ers probably give little 
thought to our American patent 
system and what it means to them 
in their daily business and per- 
sonal lives. Yet, our patent sys- 
tem has been a great factor in 
the distribution of American 
made merchandise—literally a 
handmaiden in the sale of many 
trade-marked goods and an es- 
sential factor in the development 
and enforcement of fair-trade 
laws. Most manufacturers are 
very conscious of our patent sys- 
tem, its virtues and some of its 
shortcomings. 

A few months ago we heard 
Commissioner of Patents Casper 
W. Ooms talk on this subject and 
immediately pressed him for a 
special story on the subject for 
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which is unfortunately far be- 
yond the control of the man- 
ufacturers displaying at Chicago. 

After talking with many ex- 
hibitors and buyers who attended 


important for a show that sprawls 
over five floors, the elevator 
situation was utterly impossible 
and inadequate at all hours. And 
that situation has been manifest 
for many years, and has been a 
source of great annoyance and 
delay throughout these great an- 
nual Chicago Housewares Shows. 

The help situation this year 
obviated the possibility of re- 
moving beds and other needless 
bedroom furniture from a great 
many rooms assigned for display 
purposes, thus lessening their ef- 
ficiency as display rooms. This, 


our readers. The story appears 
in this issue starting on page 125 
and is worthy of very careful and 


Our Patent System:— 





the 1946 Chicago, we must again 
caution— 

“DON’T EXPECT TOO 
MUCH TOO SOON, BECAUSE 
YOU WON'T GET IT!” 


of course, was not a normal con- 
dition but, nevertheless, is a 
further reason for considering a 
different type of exhibit in the 
future as the Chicago House- 
wares Show is obviously destined 
to show even greater growth and 
attendance. 

Chicago’s Navy Pier has not 
been available during the war 
years but should be in 1947. In 
our opinion, the show committee 
should consider the Pier, or some 
other display facility in Chicago 
for future shows, where vertical 
movement is not so essential. 


merchandise or fair-trade laws 
that mean anything to buyer or 
seller—so read what Mr. Ooms 





thoughtful reading. has to say on this subject. 
Without a proper patent sys- He speaks with unquestioned 
tem we cannot have trade-marked _ authority. 
* * * 
1 I 
About Returning Veterans and ; 
Their Post-War Civilian Jobs:— f 
AJOR Benjamin Namm, _ especially those who have the de- fi 
head of the big Brooklyn, sire to enter business for them- 
N. Y., department store of that selves—too often without the p 
name, has recently returned from _ necessary qualifications to make 
Europe. He went there at the re- such activities a success. Major 
quest of the United States Gov- | Namm has written an informative P 
ernment and has returned with and sympathetic story on this 
some very interesting and ex- subject. It is published in this 
tremely sober thoughts about re- _issue starting on page 112 and t 
habilitating returning veterans, merits your earnest attention. © 


HARDWARE AGE 





ain 


00 
ISE 


-on- 
, a 
ga 
the 
1se- 
ned 
and 


not 
war 
In 
ttee 
yme 
ago 
ical 


aWs 
or 
ms 
ect. 
ned 


de- 
em- 

the 
ake 
ajor 
tive 
this 
this 


and 


\GE 


It moves with the strength of an eagle and lands like a feather, 
closing doors gently but firmly . . . its reserve strength under per- 
fect control, balanced and applied in a precision built, friction- 
free mechanism. 

Easy opening and positive closure are features that also 


describe your sale of Lockwood Ball Bearing Door Closers. 


Why not sell the best? You'll secure and hold a greater share 


of this great market. u-1 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Division of independent Lock Company «© Fitchburg, Massachusetts 
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View of the gift 
side of the store 
with the jewelry 
display counter, 
nucleus of that de- 
partment in the 
foreground. There 
will be two more 
counters added to 
make a U-shaped 
section, provided 
the demand con- 
tinues to grow at 
the present rate. 


Modernization Increases Store | Tr 





L, pays to modernize be- 
cause modernization increases store 
traffic which, in turn, will ease sur- 
vival in the tough, competitive time 
just ahead. There, in essence, is the 
business credo of Omer Perron. 

Mr. Perron, owner of Perron & 


Co., Southbridge, Mass., operates 
three progressive hardware stores in 
that city and one in ‘Grafton, Mass. 
He knows whereof he speaks and he 
says: “Modernizing definitely pays, 
but it must be with ‘modern-sizing’, 
plus modern merchandising.” Those 
are the factors which he so strongly 
impresses upon customers in the 
firm’s newest Main St. store which 
recently underwent complete rejuve- 
nation. 


Sales Increased 


In 1938 Perron’s Mechanic St. 
store was modernized and became 
what was then the most modern hard- 
ware store in New England. In that 
year sales were four times what they 
had been the previous year. And 
that was achieved in what is called 
a neighborhood store. 


Another important Perron premise 
is that a narrow store does not pay, 
a 40-ft. front being desirable. Put- 
ting this theory into practice, the 
Main St. store had its frontage in- 
creased from 19 to 40 ft. with a 
60-ft. depth. But with such a store 
front, Mr. Perron believes, there must 
go a good lighting system so that 
prospective customers may see the en- 
tire store clearly. 

Neighborhood distribution ac- 
counts for part of the success of the 
Perron organization. The Mechanic 
St. store on the east side of South- 
bridge; the Hamilton St. store on the 
west side, and the new Main St. 
store in the business and shopping 
center, give the company a complete 
coverage of the town. 

Mr. Perron’s reasons for opening 
his third and recently remodeled 
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Here is the rear 
part of the gift 
side of the store 
and the front por- 
tion of the hard- 
ware side. Front 
door on the gift 
side of the store 
has word “Gifts” 
on it while door at 
other side bears 
the word “Hard- 
ware.” 


Traffic for Perron & Co. 


Newest store of Southbridge, Mass. 
firm designed along latest lines. 
store on Main St. are two-fold. First, 


he was thoroughly “sold” on the type Jewelry department an innovation 
of store that he had been operating 

and, secondly, he had heard so much 

about the success of the stores lo- 

cated in the center of shopping dis- 

tricts. So, joining both reasons, he 

purchased an entire block in order to 

control the location and began his 

new enterprise. 


Shopping District Location 

The location he secured is exactly 
in the center of the shopping district 
and directly across the street from 
the town’s leading department store. 


General view of center and rear 

section of store. Stairs in right fore- 

ground lead to the year ‘round toy 
department in the basement. 
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But by installing a modernistic front 
and a large neon sign, the Perron 
store dominates the district. 


The Front Windows 


The front windows are full length 
but each corner window is fitted with 
a small display counter, built waist- 
high and backless. These displays 
facilitate showing small merchandise 
which otherwise would be lost in the 
windows and yet do not block off the 
store interior from the view of pass- 
ers-by. 


When that store was originally 


opened gifts were put up front and 
the hardware lines at the back. This, 
however, confused customers partic- 
ularly men who do not like to enter 
a store if they think it is a gift shop. 
But in the remodeling process by 
increasing the frontage to 40 feet, the 
different sections could be broken 
down in the new layout with gifts 
ranged along one side and hardware 
along the other. 

Doors were the next important 
step. In the older Mechanic St. store 
two entrances were provided, one 
leading to gifts and the other to 








“Spotlighting” Aids Farm Goods’ Sales 


POLICY of “spotlighting” farm 

goods by neat display brings more 
business to the Martin Hardware, West 
Union, Iowa. The effect is accomplish- 
ed simply by arranging these displays 
so neatly that they stand out and im- 
mediately attract the farmers. 


The Method Pays 


For example, the store’s farm repair 
needs departmert contains numerous 
small items the average farmer requires 
for tractor and other farm machinery 
and general farm use. these are fea- 
tured on hooks on the wall so that they 
can be spotted easily. There are no 
counter displays of this type of equip- 
ment for when the items hang up, they 
make a better showing. Sales indicate 
that this method pays. 

Poultry farmers find their needs— 
feeding troughs and similar items— 
stacked in the various sizes neatly along 
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one aisle. These farmers can also buy 
poultry remedies, egg crates, glass eggs, 
and other items in this store. 

The dairy farmer can make his selec- 
tion from a full line of dairy supplies 
neatly displayed along shelves. There 
are also milking machines, cream sepa- 
rators, electric motors for farm use. 
All of these receive their display due 
and frequently are shown in the win- 
dows with telling effect. 

Emphasizes Display 

Located on the «main square of this 
prosperous little county seat, N. J. 
Martin makes the most of his window 
display opportunities. Rather than jam 
his windows with merchandise, he pre- 
fers to center attention upon only a 
few, well-chosen items advantageously 
placed. Window backgrounds are vene- 
tian blinds which not only permit easy 
access but also create a decorative 
effect. 


’ 


Spotlighting farm 
merchandise like 
this attracts the 
attention of the 
potential patron. 
In this case it's 
repair items that 
are featured but 
the same idea is 
used throughout 
the entire farm 
goods department. 





hardware, in order to serve better the 
interests of both types of customers. 
It was found that 90 per cent of the 
men came in through the “hardware” 
entrance while an equal number of 
women invariably chose the “gift” 
entrance. 


Department Doors 


Therefore, in the modernized 
Main St. store, two doors—of solid, 
one-piece glass that add the finishing 
touch to a very modern exterior— 
were installed. One is plainly la- 
beled “Hardware” and the other, 
“Gifts.” In the gift section, too, the 
display cupboards that extend along 
the store length feature concealed 
overhead lighting. 

Perhaps the most radical merchan- 
dise departure contemplated by Mr. 
Perron has been the inclusion of a 
jewelry department in the gift sec- 
tion. It is not just costume jewelry 
but a complete line of diamonds, 
watches, brooches—everything that a 
jewelry store sells. And, if it goes 
over, a jewelry and watch repair ser- 
vice will be the next step. 

Downstairs there. is a basement 
just as large as the street level selling 
floor. Plans call for a year ‘round 
basement toy department and a 
Sportsman’s Lounge. In it local hunt- 
ers and fishermen will have a com- 
fortable place in which to sit and 
swap yarns and to inspect the com- 
plete line of sporting and camping 
equipment regularly carried. 


No Storage Space Needed 


A tremendously important feature 
of all Perron stores is that all their 
space can be used for selling fast- 
moving merchandise. No storage 
space is required because all buying 
is done through the Mechanic St. 
store which has approximately 5000 
sq. ft. of warehouse facilities. From 
there merchandise is fed every three 
days to the other stores and, if nec- 
essary, daily deliveries can be made. 

Each store must stand on its own 
feet and must pay its own way. At 
the present time, the Mechanic St. 
store, according to Mr. Perron, is 
doing the greatest amount of busi- 
ness. But as soon as the Main St. 
store is completely modernized, he 
expects it to surpass the older store. 
His expectations are pretty good for 
he leaves nothing to chance. 
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Good Location and Quality Merchandise 


Zina, Goodell Corp., Salem, Mass.., 
features section in a _ strategic 
position where it attracts the 
eye. Quality lines do the rest 








This step-up display is a year 
‘round builder of impulse sales. 
Ample stocks are shown in small 
space in a heavy traffic area. 


i OCATED halfway, be- 


tween two entrances to the hard- 
ware store of the Zina, Goodell Corp., 
in Salem, Mass., the company’s dog 
goods department enjoys a fairly 
steady year ‘round business. Sales 
for this department are chiefly of the 
“impulse” type although it is not 
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unusual for people to bring in their 
newly acquired pets for a complete 
outfit. Such visits often result in 
sales of $5 and $6 for harness, leash, 
flea powder, comb, dog repellent, 
muzzle and dog toys. 

Since the department is located just 
opposite the staircase to the firm’s 

















Dog goods, spotted between fireplace fixtures, 
helped the canine population of Salem to ac- 
quire accessories during the 1945 Yuletide. 

























year ‘round second floor toy depart- 
ment those going to and from the 
playthings display are subject to two 
exposures to the dog display. Many 
parents descending the staircase, hav- 
ing bought toys for their children, 
will note and buy toys for the family 
dog too, even though their original 
purpose had been the acquisition of 
juvenile items. From time to time 
the dog goods department is adver- 
tised in local newspapers and these 
ads are given further impetus by the 
use of window displays such as the 
Christmas display shown on this 
page. 

Reasonably well rounded stocks 
are a feature of this department and 
better grades of merchandise are 
featured, with collars from 75 cents 
to $1.50 and harnesses at even higher 
prices and qualities. 





















The G. I. Enters Small Business 


A SURPRISINGLY 


large number of returning soldiers 
are planning to operate their own 
small businesses. According to a 
study made by the Army about a 
year ago, approximately one out of 
every nine, or close to 1,000,000 
soldiers plan to go into business for 
themselves. 


The Greatest Service 


I believe that it was generally felt 
by business organizations such as the 
National Retail Dry Goods Associa- 
tion, the Chamber of Commerce of 
the United States and the better busi- 
ness bureaus, to mention just a few, 
that the greatest single service that 
we could render was to aid those 
who were anxious to get established 
in a small business and to give them 
the benefit of our own “know-how” 
as retailers, in an effort to save them 
from making some of the mistakes 
that almost every merchant made 
during his early days of “trial and 
error.” 


I have tried to tell these boys, and 
it seems as though the message can- 


By MAJOR BENJAMIN H. NAMM 


The Namm Store, Brooklyn, N. Y 
President, 


National Retail Dry Goods Association 


not be repeated too often, that every- 
one will welcome returning soldiers 
into the field of small business. I 
speak as an independent retailer my- 
self, when I say that small, indepen- 
dent business is the backbone of our 
American economy. There is a great 
need for more small retailers through- 
out the country, provided, of course, 
that they can operate successfully. 

One consideration governing this 
demand for more small retailers is 
that America’s manufacturing plant, 
under the stress of war, has expanded 
its facilities far in excess of our pres- 
ent distributive machinery. Once 
that re-conversion is fully accom- 
plished, the biggest single job that 
will confront our country will be to 
sell a volume of goods approximately 
40 per cent more than was sold in 
1940. Only in this way can we at- 
tain the joint goal of business, labor 
and government which is that of 
high-level employment. 


Fewer Enterprises 


Another favorable consideration 
governing this demand for more small 
stores is the decrease in the number 
of business enterprises, largely as the 


EDITOR'S NOTE: Major Namm, the author of this article, recently returned 
from a seven weeks’ trip to England, France and Germany which he visited 
as president of the National Retail Dry Goods Association and also in the 
capacity of a private citizen. While overseas, he worked in close contact 
with the Information and Education Division of the Army. He states that all 
members of the Army Command cooperated with him to the fullest extent 
in the effort that business in general, and retail distribution in particular, is 
making to help provide jobs and business opportunities for our veterans 
upon their separation from the service. He states that in all contacts with 
our soldiers abroad he tried to impress upon them the facts that: First, upon 
their release from the service, numerous attractive opportunities await them 
in retailing, either as employees of existing organizations or as owners anr 
operators of their own small business. Second, that retailers are prepared to 
aid them to get established in business, whether they wish to work for others or 
for themselves and to give them the benefit of their own hard-won experience. 
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result of the war. According to fig- 
ures quoted by the better business 
bureaus, the total number of business 
enterprises in the country at the out- 
break of the war was 3,400,000. This 














“These men seem animated by a de- 

sire to get away from the kind of 

discipline and regimentation they 
had encountered in army life.” 


number declined to 2,900,000 in 1943 


and it is reasonable to assume that 


the decline has continued during 1944 
and 1945. This drop was largely con- 
fined to small business. The greatest 
decline was among household appli- 
ance stores, gasoline stations, radio, 
stores and meat markets. These fig- 
ures are striking in view of the fact 
that, if it had not been for the war, 
there would probably have been a 
sizable increase in the number of 
business enterprises. Incidentally, the 
better business bureaus have pre- 
pared a splendid booklet entitled 
“Facts Veterans Should Know Before 
Starting a Small Business,” and they 
are giving valuable direct advice to 
G.I.’s throughout the country. 

So much for the pros and now for 
the cons. The soldier who enters 
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Many a veteran wants to have his 
own business and be his own boss. 
This article offers sound advice 
to men contemplating such a step 


small business—unarmed with ade- 
quate experience or sufficient capital, 
or lacking in what we in retailing 
call a “sense of sell”—he will in all 
likelihood be doing a disservice to 
himself, his family and his commun- 
ity. The history of the last war is 
replete with the records of veterans 
who rushed into small business and 
then spent many long and arduous 
years paying off the debts they had 
incurred. 

All business, at best, is a hard com- 
petitive struggle and the annual mor- 
tality is invariably high. One out of 
every three retail stores have, in the 
past, closed down during their first 
year of business. Approximately two 
out of every three of these stores shut 
down within six years of their busi- 
ness life. 





“These associations are committed 
to help returning G.L’s with their 
small business problems.” 


The great commercial agencies 
whose work it is to report the causes 
of business failures have consistently 
maintained that the majority of fail- 
ures are due to two principal causes 
—lack of experience and lack of capi- 
tal. It was disturbing to me, I must 
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confess, to talk with many of our 
G.L.’s abroad who do not seem to have 
given sufficient thought to these two 
problems. 


“Their Own Bosses” 


I talked with several soldiers who 
were planning to start a small busi- 
ness with little or no experience. These 
boys seemed largely animated by a 
desire to “be their own bosses” and 
to get away from the kind of disci- 
pline and regimentation that they had 
encountered in army life. Others 
were seemingly not the type who 
would mix well with their customers, 
thereby sacrificing the greatest single 
advantage that the small business 
man has over his large scale competi- 
tor, the chance to befriend his cus- 
tomers and win their personal confi- 
dence. I also met one officer who had 
made plans to open a chain of photo- 
graphic studios in urban centers 
throughout the South. This officer 
had no business experience, having 
been a school-teacher, and he pos- 
sessed no special knowledge of 
photography. 

Let me affirm, however, that despite 
the problems that have to be over- 
come, the field of retail distribution 
is a great field for any man who has 
the temperament, the ability, the in- 
dustry, and the courage which com- 


pel success. Such success is not hard’ 


to acquire by the man of small capi- 
tal and large imagination. My own 
father was an example of that. He 
came alone to this country at the age 
of 14 years. He had no money and 
very few friends. But, in the vernacu- 
lar that the soldier so well under- 
stands, “he had what it takes.” 

The national associations whose 
names I have mentioned, and many 
others as well, have tried to chart a 


MAJOR BENJAMIN H. NAMM 


safe course for the returning soldier 
to follow in opening up his own small 
business, whether it be a retail store, 
a gasoline station or a hot-dog stand. 
These associations, mainly through 
their local associations are committed 
to helping returning G.I.’s with their 
small business problems. This group 
includes the local retail dry goods 
associations, every local chamber of 
commerce and every better business 
bureau. In small communities, one 
of these groups in the nearest large 
city should be used. 


Data on the Subject 


These various agencies will be glad 
to send to servicemen, or their fami- 
lies, such literature as they have com- 
piled on the subject. Needless to 
state, the reading of these various 
pamphlets will not ensure success as 
a retail merchant. It will, however, 
provide some of the important ques- 
tions to think about before the soldier 
risks his precious capital, time and 
effort in a type of business where the 
records show that, even in normal 
times, the majority of those who start 
do not succeed. 

I know that we all wish to do our 
full share to help the returning G.I. 
upon his release from service. These 
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boys, and girls, too, have done a 
magnificent job for all of us in safe- 
guarding our lives and our freedom 
from the terrific onslaughts of the 
Nazi and the Jap. Most of the soldiers 
with whom I have come in contact 








“Others were seemingly not the 
type who mix with customers” 


were not looking for any “special 
privileges” as veterans. They seemed 
perfectly willing to take their place 
in the post-war world as “citizens first 
and veterans second.” They feel, how- 
ever, and with the greatest of justice, 
that they should not be penalized in 
any way for having served their 
country. They believe that those who 
stayed at home should do everything 
within their power to help bridge the 
gap from army service into jobs and 
business. 


Coordinated Service 


Let me quote from the words of 
Ralph Bradford, general manager of 
the Chamber of Commerce of the 
United States, who details the respon- 
sibility of business organizations in 
connection with the return of service 
men. In his pamphlet “Keeping Faith 
With the Veteran,” Mr. Bradford 
says: “The need is for a coordinated 
and genuinely useful program of pub- 
lic service to veterans. It should not 
be half done in many places but well 
done in one place in every commun- 
ity. In all community planning, the 
re-employment and business oppor- 
tunities for veterans should receive 
first consideration.” 

Mr. Bradford has given us men of 
business the right questions but what 
about the answers? Do we really have 
a coordinated and useful program of 
public service for returning veterans 
in every community? Have we ac- 
cepted the number one challenge of 
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today, that re-employment and busi- 
ness opportunities for veterans should 
receive first consideration in every 
community? 

Let me point out that the task of 
providing service men with the jobs 
and business opportunities to which 
they are so justly entitled can never 
be done at the national level. Na- 
tional organizations, such as the one 
that I represent, can merely develop 
a program. The job must be done at 
the grass roots. Quite frankly, I am 
telling my fellow business men that, 
while much has been accomplished, 
the net result at the community level 
still leaves a great deal to be desired. 

We men of business must keep 
faith with our service men and 
women. We must make it our first 
concern to see that their return to 


civilian life is attended by all the 
cooperation and consideration that 
we can possibly offer. We must take 
every step within our power to main- 
tain their independence and dignity 
as individual citizens. Was it not for 
such a way of life that we have just 
fought the most terrible war in the 
history of the world? 

Our country, like most other coun- 
tries throughout the world, stands to- 
day at the cross-roads! One road is 
marked “Controlled Government En- 
terprise” and the other is marked 
“Free Competitive Enterprise.” The 
12,000,000 men and women who 
fought the war for those of us who 
stayed at home, they will decide 
which road will be chosen. We dare 
not run the risk of their taking the 


wrong road. 


Farm Wiring a Source of Profit 
For Forkenbrock Hardware Co. 


ARMERS using rural electric pow- 

er lines can be depended upon to 
spend from $250 to $350 yearly for 
wiring and fixtures. That’s the profit- 
able discovery made by the Forken- 
brock Hardware Co., New Hampton, 
lowa. 

“Helping them obtain power and sup- 
plies,” says Mr. Forkenbrock, “was 
largely a matter of taking the time and 
trouble to make a thorough study of the 
regulations.” Once these were learned, 
the information could be passed along 
to staff members. All of which, of 
course, aided sales. 

Estimating the amount and kind of 
materials needed for a farm wiring job 
also required figuring. However, after 
five or more jobs were finished, the fig- 
ures thus obtained ‘aided in estimating 
needs for other jobs. Amounts of mate- 
rial for farm homes of six or seven 
rooms of the same size applied equally 
to more than one customer. 

The material needed for wiring barns, 
chicken houses and repair shops did 
not vary too much from previously 
figured jobs. Shortcuts in estimating 
were readily discernible as the firm 
handled more of this work throughout 
the war period. 

Naturally, word spread among farm- 
ers that here was a hardware firm will- 
ing and ready to help, and many cus- 
tomers came to the store through such 
word-of-mouth advertising. 

The store did not do farm wiring 
during the war, for its service staff was 
badly crippled by war-time labor short- 
ages. However, this did not deter the 
owner from estimating jobs and selling 


farm wiring supplies. Connections 
were made with a few electrical con- 
cerns in town to install any work the 
hardware store could sell. 

This arrangement worked out very 
well during the war and it may be con- 
tinued during the early peace years, 
depending upon the labor situation. 
The work the store has done in selling 
farm wiring and fixtures resulted in 
many farmers getting their premises 
wired as speedily as possible under 
exacting war-time conditions, and aided 
them in performing more tasks in the 
face of a labor shortage. They ap- 
preciated this kind of service. 

The Forkenbrock Hardware Co. in- 
tends to continue this farm wiring de- 
partment from now on, because there 
will be many more power lines installed 
through its area in the immediate fu- 
ture, and this should mean additional 
wiring and electrical supply business. 
Farmers, too, will need someone to help 
them solve many vexing installation 
problems. 

When this firm hears a power line 
is going to be installed, the manage- 
ment gets in touch with the farmer 
well in advance. It figures out his 
requirements, get him to order ahead 
of time. Thus, when he is ready, the 
materials are on hand. This policy 
paid excellent dividends in wartime. 

This store considers its farm wiring 
and electric supplies business as a 
feeder line for peace-time sales of elec- 
trical appliances. The wiring activities, 
naturally, have brought the firm many 
valuable contacts with farmers, thus 
making a perfect tie-in with peace-time 
appliance merchandising. 
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Brushes are ranged in shelves with handles outward. Customers like the idea. 


Quality Is His Slogan in Selling Paint 


fi 
HE average home own- 


er who attempts to paint his kitchen 
table or furniture, or even the kitchen 
woodwork and walls, and makes a 
success of it will be encouraged to 
try other and larger jobs. Acting on 
this belief, Jerome G. Schueth, pro- 
prietor of Schueth’s Hardware, New 
Hampton, Iowa, sells only quality 
paint, thus converting more than 50 
per cent of his small paint purchasers 
into prospects for house paint within 
a five-year period. 

In the store’s program, the main 
point is that the man who uses qual- 
ity paint has a better chance for satis- 
faction with it and his efforts. Mr. 
Schueth always points out that the 
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Jerome G. Schueth finds adherence 
to this motto turns the one time 
purchaser into a steady customer 


cost of the paint is the cheapest item 
of the job—the labor and the prep- 
aration of the surface are the cost- 
liest. And the customer who buys 
the best paint available does not have 
to repaint so often. A. few partly 
painted pieces of furniture and some 
wood panels are the visible proof. 

“I have found that once you get 
the home owner imbued with the 
idea of doing good work with quality 
paint, he will take great pains to do 
a fine job,” says Mr. Schueth. “He 
makes painting a sort of hobby and 
puts in much spare time at it. If he 


is urged to do every painting job as 
recommended, that practice alone will 
develop him into a good customer. 
It’s the chap who hurries through his 
work with little preparation—prob- 
ably because the dealer didn’t help 
him enough—who becomes disgusted 
and does not do any more painting.” 

In order to impress the idea of 
quality upon its trade, the store dis- 
plays its paints neatly and promi- 
nently—and well toward the front. 
Shelves, backgrounds, paint stock 
and paint folders are in order at all 


(Continued on page 130) 


115 











116 





New, modern fixtures. prominent toy displays 
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Qutside Contacts 
Help Build Sales 
For New Store 


o. sponsors dances 
ate closing 
any with 


Rodgers Supply Cc 
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ed sales. 


a are the meth- 
ods pursued by the Rodgers Supply 
Co., 523 Chartiers Ave., McKees 
Rocks, Penn., to impress on custom- 
ers that it is a modern hardware store 
that compares favorably with any. 
The first month’s business experience 
—the store reported a $3,300 vol- 
ume—has proved that F. Edwin 
Rodgers is on the right road to suc- 
cess. 


The Contacts Do It 
While it cannot be denied that the 


pre-Christmas sales curve, spurred 
by the gift buying urge, always slants 
pleasantly upward, Rodgers’ new 
customers are bound to be solid 
repeaters because store traffic is so 
carefully and uniquely stimulated 
through outside contacts. 

Mr. Rodgers owns the building in 
which his store is located. On the 
second floor is a large assembly 
room which he operates for lodge 
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meetings and other functions and as 
the town dance hall. There dances 
are sponsored by Mr. and Mr. Rod- 
gers three night a week, on Tuesdays, 
Saturdays, and Sundays. And since 
dancing is not a pleasure confirmed 
solely to bobby-sockers, the Rodgers 
have become well acquainted with 
dance enthusiasts who have since 
swelled the store’s prospect lists. 
Service men are admitted free of 
charge. 


Customer Friendships 


Thus dancing for the Rodgers Sup- 
ply Co. means customer friendships 
that in one instance alone has result- 
ed in the sale of a washing machine 
and a refrigerator to the mother of 
one of the younger patrons. 

On Saturday night the store closes 
late and so prior to the dance manv 
people have formed the custom of 
stopping by the store for a friendly 
visit with the Rodgers before the 
festivities get under way. This has 
created valuable repeat store traffic. 

The store itself goes the rest of 
the way in stimulating sales being 
completely modern as to merchandis- 
ing displays and display fixtures. It’s 
not unusual for couples to make pur- 
chases before going on to the dance. 
Indeed, it’s really difficult to get to 
the dance without becoming aware 
of the hardware store. 

This has been particularly so dur- 
ing the pre-holiday season. Fresh 
and clean-looking, with light green 
walls and white ceiling, and with its 
new modern fixtures, the attractive- 
ness of the store has been further 
enhanced with Christmas decorative 
touches. 


Toys at the Front 


Toys are prominently and neatly 
displayed up front. In fact toys 
helped establish the new business dur- 
ing its opening weeks. On the ledges 
over the wall displays are additional 
Christmas gift suggestions, not only 
toys for the youngsters but also tool 
chests for their fathers and older 
brothers. 

Store traffic also comes to the firm 
by virtue of its advantageous loca- 
tion. Situated on the main McKees 
Rocks’ thoroughfare, between the 


town’s two motion picture theatres 
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and next door to the public school, 
there is a constant stream of passers- 
by both day and night. These are 
immediately attracted by the bright 
display windows, skillfully arranged 
to stimulate interest in the store. 
Tools were the Christmas window 
feature for 1945 though Mr. Rodgers 
had not heavily advertised them 
otherwise as he was anxious to con- 
serve his stock. The only other em- 
phasis given to tools as holiday gifts 
is in the store where crepe paper 
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This holiday 
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This advertisement of the Rodgers 
Supply Company appeared in local 
newspapers and announced the com- 
ing grand opening in no uncertain 
terms. Shown in reduced size, it 
brought in plenty of customers. 


in traditional Christmas colors points 
up this suggestion. 

The firm is agent for a gas heating 
system which is used to heat its 
premises. Thus there is an able 
demonstrator always on the job for 
the edification of customers. 

When Mr. Rodgers was ready to 
open his business, he was not hesitant 
about broadcasting the hardware ser- 
vices he had to offer. Large, full- 
page newspaper advertisements im- 
pressed McKees Rocks with the com- 
plete lines its hardware store carried 
and, for the first three days of the 
store’s opening, some attractive and 
useful gifts were given women cus- 
tomers. 

Assisting in the business is Mr. 
Rodgers’ father, Fred Rodgers, well- 
known plumbing and heating con- 
tractor. The senior Rodgers started 
in business 45 years ago in McKees 
Rocks, just opposite the location of 
his son’s new modern hardware 
store. 
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GRAND GDENINS. 


THURSDAY NOV. 15th 


Featuring A Full Line Of 








Hardware — Lucas Paints — Household Needs 
PLUMBING and HEATING SUPPLIES 





Franchised Dealer Of 
GENERAL ELECTRIC APPLIANCES 





Make Our Store Your Headquarters 
For Christmas Toys and Novelties 





RODGERS SUPPLY 
COMPANY 


523 Chartiers Ave., McKees Rocks — FE. 3500 





Be Sure To Stop and See Our New Store Soon. It’s One of The 
Most Modern In Pennsylvania. TAKE ADVANTAGE OF OUR 


MANY OPENING SPECIALS. 
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Fair Trade No Restraint on Commerce 


N his first annual address to Con- 

gress, Thomas Jefferson stated: 
“Agriculture, manufactures, commerce 
and navigation, those four pillars of our 
prosperity, are the most thriving when 
left most free to individual enterprise.” 
It would have seemed elementary in- 
deed to him that a system of business 
conduct, under which a manufacturer 
exercised the option of establishing, at 
prescribed levels, the prices at which 
middlemen might resell his product, 
would prosper to the degree that it was 
unimpeded by Government interference 

Your brand, appearing on your prod- 
uct, is property, representing the ac- 
cumulated good will from your adver- 
tising and marketing practices, from 
which you may reasonably anticipate 


future sales. Your trade-mark is prop- 
erty in which you have a rightful mo- 
nopoly, so Jong as it distinguishes, in 
the public mind, goods of your own 
manufacture. Let no one cajole or 
threaten you into believing the contrary. 

Fair Trade has as its primary aim 
the protection of that property right. 
The Supreme Court of the United 
States, in a unanimous decision, states 
that concept in just those words. 

The most fundamental right which 
the manufacturer possesses is the right 
to sell or to refuse to sell as he pleases. 
That right is guaranteed by the Con- 
stitution of the United States. Fair 
Trade recognizes the right to sell when 
certain conditions are met by the buyer. 
How or why it was ever felt that Fair 


Trade was a restraint upon commerce 
is something which I shall never un- 
derstand. 

Fair Trade protects the trade-mark 
against those who would destroy the 
manufacturer's commercial signature. 
With Fair Trade laws upon the books, 
the honest manufacturer, whose objec 
tive is to serve the public interest, can 
join with the late Justice Holmes in re- 
straining “the knaves who cut reason- 
able prices for some ulterior purpose of 
their own and thus impair if not destroy 
the production and sale of the articles 
which it is assumed to be desirable that 
the public should get.” 


—Isaac W. Dicces, 
General Counsel, American Fair 
Trade Council and Association 
of National Advertisers. 
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Export-Import Prospects 
For Hardware Products 


United States invites 14 foreign countries to discuss 
foreign trade as prelude to International Trade Con- 
ference. Suggests a general reduction of tariffs, the 
abolition of control and preference systems and strict 


in recent renewal of 


the Reciprocal Trade Agreement Act, 
which authorizes a further reduction 
in tariffs of 50 per cent, highlights 
official foreign trade discussions in 
the Nation’s capital. With this as a 
lever, the State Department has 
called a conference of 14 leading 
commercial countries to be held dur- 
ing the spring on tariff reductions as 
a preliminary to the International 
Trade Conference which will be held 
later in the year. : 

Proposals which have been sub- 
mitted to the nations invited, include 
such subjects as a general reduction 
of tariff rates; the abolition of quotas 
and other systems of trade control; 
strict supervision of cartels, and the 
dissolution of preference systems. 

Government experts expect imports 
of items handled by the hardware 
trade to fall below pre-war levels dur- 
ing the immediate post-war years. 
However, on a long-term basis, hard- 
ware imports are expected to regain 
their pre-war levels and may increase 
substantially if the conferences are 
successful and the level of world in- 
come remains high. 

Exports of hardware products 
should increase greatly during the 
next few years due to deferred world 
demand and the inability of other 
countries to produce though the do- 
mestic backlog may cut into the ex- 
port trade for some time. On a long- 
term basis, a high level of exports 
is dependent upon the international 
trade meetings. 

The following summary gleaned 
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cartel supervision. 


Washington Bureau 
of Hardware Age 


* * * 


from a tariff commission report sub- 
mitted to Congress, gives a general 
picture of what can be expected of 
foreign trade in hardware products. 
While the listing does not include all 
hardware exports and imports, it does 
cover the major lines, the imports of 
which in 1939 had a value exceeding 
$100,000 or which are likely to ex- 
ceed that figure in the post-war 
period. 
What Can Be Expected 


Hand Tools—Current tariff rate is 
45 per cent ad valorem. In 1939 the 
value of exports was $3,003,000 
against total production of $44,030,- 
000. Post-war exports may amount 
to $4,000,000 if the per capita in- 
come is at 1939 level and $5,500,000 
if per capita income increases 75 per 
cent. 

Imports of these tools in 1939 was 
exceptionally small, accounting for 
only 0.6 per cent of total consump- 
tion. Measuring tools were the pre- 
dominant items imported in 1939, 
accounting for approximately two- 
thirds of the total value of all cate- 
gories. 

The effect of reductions or in- 
creases in the duties would likely be 
confined largely to the utility and 
lower quality articles. The imports 
of some high-grade tools produced 
from special steels might also be in- 
creased by a lowering of the duties. 
However, during the immediate post- 


war years, imports will be much 
smaller due to the increase in domes- 
tic production and the -inability of 
German manufacturers to get started. 

Screen Cloth—Imports rarely ex- 
ceeded 1 per cent of domestic con- 
sumption. Imports are expected to 
be less in the immediate post-war 
year as it seems reasonable to expect 
that foreign wire mills will require 
several years to return to peacetime 
production. Over a period of years, 
it does not seem likely that imports 
will total more than 4 per cent of 
domestic production under the most 
favorable conditions. 

With a pent-up world demand, ex- 
ports should be at least 40 per cent 
greater than in 1939. 

Wire Nails—The United States is 
the world’s leading producer and 
consumer. Imports in 1939 supplied 
only [.1 per cent of U. S. consump- 
tion. The present tariff rate is 4/10 
and %4 cents per pound. 

It is doubtful whether a change of 
duty would alter the position of im- 
ports in the domestic market to any 
great extent. Should German pro- 
duction remain curtailed, imports 
would be negligible in any case. 

United States exports are usually 
somewhat greater than imports but 
represent only a small part of domes- 
tic output. If Germany’s ability to 
supply this trade is reduced material- 
ly over a period of years, the United 
States would be in a better competi- 
tive position and may increase its 
exports, particularly in areas outside 
Europe where European producers 
would not have the advantage of 
lower transportation costs. 
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Saws—Imports of all types of saws 
have never been very important in 
the domestic market, amounting to 
only 1.5 per cent of domestic con- 
sumption in 1939. Even with a 50 
per cent reduction, imports would not 
exceed 3 per cent of consumption on 
a long-term basis. 


Greater Demand Expected 


Demand for saws is expected to be 
much greater during the immediate 
post-war years than in 1939 with a 
substantial increase in domestic pro- 
duction, possibly 50 per cent, but to- 
tal imports will likely be much less 
than in 1939. 

Hacksaws accounted for 57 per 
cent of the total value exported in 
1939; woodworking hand saws, 30 
per cent, and machine saws, 13 per 
cent. Because of the dearth of pro- 
duction in other countries, the value 
of post-war exports at 1939 income 
levels may be 30 to SO per cent 
larger than before the war or about 
$2,500,000. If world income in- 
creased, exports might jump an addi- 
tional one-third. 

Files—The United States is in a 
strong competitive position with re- 
spect to both home and foreign mar- 
kets in standard sizes of files and 
certain manufacturing specialties. 

Imports consist chiefly of precision 
files which are supplied mostly by 
two Swiss firms and have a duty-paid 
value of 50 per cent or more above 
the average for all sizes in domestic 
production. In the period 1936-39, 
imports averaged 52,000 dozen a year 
valued at $103,000. Imports of the 
precision type files are likely to in- 
crease considerably on. a long-term 
basis if the current tariff rate is re- 
duced the -allowable 50 per cent. 

The United States is one of the 
leading exporters of files, about one- 
third of the annual output being ex- 
ported. In the period 1936-39, an- 
nual exports averaged 1,900,000 
dozen valued at $2,200,000. In 1941 
exports amounted to 2,600,000 dozen 
valued at $3,900,000. Under the 
most favorable conditions, United 
States exports might rise to 3,000,- 
000 dozen. 

Shotguns — Imports in 1939 
amounted to 19,000 guns as com- 
pared with exports of 43,000 guns 
and total domestic consumption of 
about 460,000. Imports in the 1927- 
39 period were largely an American 
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patented automatic gun made under 
contract by a Belgian concern which 
in 1939 accounted for 99 per cent of 
the total number. 

Imports will probably be insignifi- 
cant during the immediate post-war 
years since it is doubtful whether the 
Belgian producers can resume pro- 
duction for some time. Even with a 
full reduction in duty, it seems un- 
likely that imports will rise above 5 
per cent of domestic consumption 
under the most favorable conditions. 

United States exports of sporting 
firearms were for a number of years 
twice as great as the number im- 
ported and largely in the lower price 
brackets so that the total value has 
been about the same as the value of 
imports. Changes in exports may 
parallel changes in domestic con- 
sumption and may be about 45,000 
to 50,000 guns with per capita in- 
come at 1939 level. With a higher 
income level, about 60,000 guns, in- 
cluding a number of higher priced 
models, may be exported. 

Household and Kitchen Utensils— 
Domestic manufacturers are in a 
strong position with respect to most 
of these items. Imports are largely 
limited to ornamental wares and oc- 
casional specialties. 

The current average rate of duty 
is 39 per cent ad valorem, and the 
ratio of imports to consumption in 
1939 was 0.8 per cent. This ratio is 
not expected to increase greatly even 
if the duty is lowered by 50 per cent 
because of U. S. mass production 
potentialities. 

Exports of these commodities be- 








A Fair Price 
THINK we have got to a point after 
the war where there must be real 
justice. We must not be animated by 
anti-business prejudice. I think we must 
lay down rules in the law itself to see 
that people are entitled to a fair price 
for their product, that an industry is 
entitled to a fair price for its product 
even if it does not result in an increase 
in retail prices. I think an increase in 
retail prices, we will say, up to 10 per 
cent today would do no one any harm 
and would leave people perfectly able 
to go ahead and stimulate a far greater 
production than anything we have to- 

day. 
—Senator Rosert A. Tart 
Before N.A.M. 





fore the war were substantial but 
they constituted only about 1 per 
cent of domestic production. A simi- 
lar situation is likely in the post-war 
period. Most countries manufacture 
utensils, but many of them also im- 
port, but not ordinarily from the 
United States. 

Cutlery—Domestic manufacturers 
hold practically the entire domestic 
market and are substantial exporters 
of many items. Imports amounted to 
only 1.4 per cent of domestic con- 
sumption. About 25 per cent of the 
total quantity and about 50 per cent 
of the total value of imports in 1939 
consisted of relatively high-priced 
table cutlery and trade specialties 
whereas the remainder consisted of 
ordinary, butcher, and similar cut- 
lery with considerably lower unit 
values. 


Imports Will Be Small 


Imports are not likely to reach any 
appreciable volume for several years, 
and if the experience after World 
War I should be repeated, there will 
be a substantial demand from for- 
eign countries for household and 
trade cutlery of American manufac- 
ture. On a long-term basis, with the 
full reduction in duty, imports in the 
lower-priced lines, in which competi- 
tion is most keen, might double. 

Exports have expanded consider- 
ably during the war. Until European 
producers again become active in for- 
eign trade, it is possible that U. S. 
exports may rise to a high level. In 
the long run, however, exports are 
likely to return to pre-war levels and 
amount to $400,000 to $500,000 an- 


nually. 


Incandescent Electric Lamps—The 
future is difficult to forecast because 
of the rising competition of fluores- 
cent lamps. 

Imports have consisted mostly of 
Japanese low-priced miniature lamps 
of inferior quality. On a value basis, 
they have supplied less than 2 per 
cent of consumption. The current 
rate of duty is 20 per cent ad valorem 
and in 1939 the ratio of imports to 
consumption was 9 per cent. 

A 50 per cent increase or decrease 
in the duty is not expected to have 
an appreciable effect on the level of 
consumption, production, or imports. 
Given a pre-war status, exports would 
probably rise, owing to an increase 

(Continued on page. 130) 
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Percolators and glass ovenware are given mass display without crowding the table. 





Mass Displays Boost Chinaware Sales 


es is the profit 


by-word for the hardware store of 
La Crosse Lumber Co., Columbia, 
Mo. The city’s population is 18,399. 
Taking full advantage of the old mer- 
chandising maxim “What can be seen 
can be sold,” this company has rung 
the cash register bell loudly and con- 
sistently by using attractively ar- 
ranged, eye-level display tables for 
its dinnerware, chinaware, heat-re- 
sistant ovenware and utensils. 

Focal point for this emphasis on 
display technique is a long three- 
level table replete with dinnerware 
and so placed that all customers will 
notice it immediately. Other display 
tables are situated in strategic posi- 
tions elsewhere in the store, and all 
merchandise on them is easy to see. 
This is especially true of the dinner- 
ware table, where most of the dishes 

(Continued on page 135) 
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The La Crosse Lumber Co. features 
plenty of merchandise where they 
can't miss seeing it—up go sales 





This dinnerware display has the eye-appeal needed for increased sales. 
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JAMES G. KRAUSE 


L, is my endeavor to 
describe to you a method of material 
handling which has been in wide use 
in many industries and warehouses 
for a number of years and has un- 
dergone a pronounced development 
through its use by our armed ser- 
vices during World War II. 

I shall also attempt to show how 
this system can be modified to be- 
come a basic part of the handling 
operations in the wholesale hardware 
trade. 

The system, namely, the fork 
truck pallet system of unit loads, in- 
volves the use of industrial type fork 
trucks to load and unload, move and 
store uniformly packaged lots of 
goods on pallet type skids. The unit 
loads are assembled for shipping at 
the péfnit of manufacturé and remain 
en the pallets until final distribu- 
ion, when it becomes necessary to 
move the particular item in quanti- 
ties less than that required to make 
up an individual pallet load. . 

Some of the advantages to be 
gained by full or partial use of the 
pallet system are as follows: 

1. Lower Handling Costs—Sub- 
stantially lower handling costs are 
immediately achieved by adoption of 
the unit load ‘system. Goods are 
moved more rapidly with consider- 
ably’ less labor and fewer handling 


operations. As an example, consider 





*Mr. Krause is also president of the 
George Krause Hardware Co. and assistant 
treasurer of the Pennsylvania Wholesale 
Hardware and Supply Association. This 
paper was presented at the fall meeting 
of the association on Oct. 24, 1945. 
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This method of materials handling 
has undergone marked development 
during the war and can be modified 
so that it will become a distinct 
aid to the wholesale hardware trade 


your present method of unloading 
and storing a carload of nails—that 
is, manual hand trucking, two kegs 
per load, and placing and storing one 
keg at a time. This method requires 
approximately 18 to 20 man-hours 
per car. If the shipment arrived, 8 
kegs on a pallet, and was moved and 
stacked by a fork truck, this would 
be reduced to 21%4 or 3 man-hours. 
In addition, similar savings would 
be realized in movement from stor- 
age for distribution. 

2. Maximum Utilization of Storage 
Space—One of the greatest advan- 
tages of the fork truck system is the 
complete utilization of storage space, 
often to ceiling height. This advan- 


‘ 


tage quite naturally depends on floor 
capacities. 

On one hand, there are many 
bulky loads of average unit weights 
that are not stored more than a sin- 
gle layer high because of the diffi- 
culty in handling them or because of 
their lack of adaptability for safe 
stacking. Some examples of this type 
of items are shovels, scoops, sleds 
and many other unpackaged items. A 
considerable number of these mate- 
rials could be suitably palletized for 
storage and stacked to the ceiling. 
On the other hand, many of our first 
floor warehouses and basement stor- 
age spaces have floors of very high 
load ratings. Much of this space is 





Nearly all types of construction materials lend themselves to palletization 
and mechanized handling. Here 24 kegs of nails comprise a compact unit load. 
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By JAMES G. KRAUSE* 
Chief Engineer, 
Crescent Truck Company, 
Lebanon, Pa. 


correctly utilized for heavier items 
such as paint, drums, roofing, nails, 
pipe fittings and so on. But, unless 
these items are packed in small 
weight units, a great deal of space 
to ceiling height is not utilized—or 
when it is, only at the cost of ex- 
pensive and slow handling. Consider 
the large saving of this most val- 
uable floor space that could be 
achieved in a 10-ft. ceiling area 
where 50-gal. metal drums of various 
liquids are stored. These drums 
usually weigh from 350 to 500 lbs. 
and consequently are now stored one 
high on end or side. A fork truck 
and pallet arrangement would make 
it possible to go three high with 
these materials thus making two- 
thirds of the present space available 
for other items, 

Case histories demonstrate that 
warehouse capacities have been in- 








creased from 20 to 50 per cent by the 
introduction of pallet methods. 

3. Reduced Terminal Time for 
Loading and Unloading Railroad 
Cars and Trucks—Speed in handling 
materials when unloading and load- 
ing cars and trucks is advantageous 
both in reducing costs and smooth- 
ing out labor requirements. Savings 
are achieved by eliminating demur- 
rage in the case of railroad cars, and 
in greatly decreasing the time the 
dealers’ own trucks are stationary. 
Because of the irregular arrival of 
car load shipments and the seasonal 
peaks prevalent in the wholesale 
hardware trade, it is often very diffi- 
cult to maintain an adequate ship- 
ping and receiving force to cover the 
peaks without halting regular opera- 
tions during these periods and to 
operate an economical force during 
the many lulls between. The speed 





Palletizing is particularly adapted to the handling of packaged goods. This 
illustration shows how large cartons of merchandise may be handled easily. 
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Bulky items, such as automohile 
tires are difficult to move but 
palletizing them eases the job. 


of the unit load system and its small 
manpower requirements can largely 
eliminate this problem. 

4. Improvement of Employees’ 
Safety—A review of the compensa- 
tion cases in the wholesale hardware 
business will reveal that a majority 
of injuries occur while moving ma- 
terials. There are many rupture in- 
juries. Flexible mechanical equip- 
ment provided with all modern safety 
devices will minimize injuries of this 
nature, improving employee morale 
and efficiency and reducing com- 
pensation costs. 

5. Ease and Economy in Taking 
Physical Inventory—Uniform pallet- 
ized loads in storage by their very 
nature reduce the time and cost re- 
quired for taking physical invento- 
ries and also improve the accuracy 
of the count. 

6. Less Damage to Merchandise— 
Because it is necessary to handle 
unit loads many times less per piece 
in every operation than required by 
other methods, the chance of dam- 
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aging materials is greatly decreased. 
In addition, the pallets and strapping 
act as protective shields to further 
reduce damage. 

The advantages to be achieved by 
an application of the unit load meth- 
od varies directly in proportion to 
the volume of business in each indi- 
vidual case. It is apparent that it is 
adaptable only on a part time basis 
in our own business. Therefore, we 
must consider several basic factors 
in order to determine whether or not 
the pallet system will prove to be an 
economical method if adopted. 

First, handling merchandise is our 
largest operating cost. Therefore it 
offers the best opportunity for sav- 
ings to meet ever growing competi- 
tion and to increase profits. 

Second, the nature of our business, 
involving the handling of thousands 
of items variable as to quantity and 
physical dimensions, requires ex- 
treme flexibility of any system of 
material handling employed. 

Third, our warehouse facilities are 
of fairly ancient vintage with small 
elevators and limited floor capacities, 
thus restricting the size and weight 
of mechanical material handling 
equipment. 

Fourth, because of peaks and in- 
termittent operations, the opportu- 
nity for maximum savings is re- 
duced. It is therefore necessary to 
obtain an extremely economical type 
of machine. 


Primary Operations 


The three primary operations in 
conducting a wholesale hardware 
business are sales, purchasing, and 
material handling. The increasing 
threat of chain and cooperative en- 
terprises is not going to permit us 
to relax our sales efforts or to stint 
in our purchasing methods. If we 
are to maintain and increase our 
markets, the opposite effect will pre- 
vail, forcing up the costs of these 
operations. In most instances sales 
and purchasing personnel represent 
the highest calibre individuals em- 
ployed by the trade. They, together 
with personnel in related jobs, con- 
stitute a minority of employees. 
They are generally compensated 
through the use of some type of in- 
centive system so that any increased 
effort to improve sales and profits is 
to the advantage of the company and 
themselves. 
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Palletizing galvanized pails and 
cans effects a reduction in time 
and labor needed to handle them. 


On the other hand, the material 
handling personnel constitutes the 
majority of employees in point of 
number. Excepting truck drivers, 
they are paid a fairly low basic wage 
with the result that the trade has not 
been able to attract many competent 
people into this important operation. 
Consequently, there is considerable 
lost time due to the lack of incentive. 
The adoption of a fork truck system 
will enable management to hire one 





capable employee to replace the 
three or four no longer required, and 
to pay him a basic wage compcvable 
to the road truck operators. The job 
itself will be more attractive in the 
sense that a man takes considerable 
pride in the care of his equipment 
and his ability to operate it efficient- 
ly. The way is opened for possibie 
incentive compensation in the han- 
dling operation. It is much more 
reasonable to expect a man to in- 
crease his efforts where physical 
fatigue is small and pride in the job 
is high. 


Adequate Equipment 


In considering the volume of busi- 
ness of the average wholesale hard- 
ware establishment it is evident that 
a single fork truck would be ade- 
quate equipment to operate the pallet 
system in every instance. Fifty to 
eighty car load shipments annually 
represent a conservatively estimated 
saving of 600 to 960 man-hours. 
That in itself is not sufficient to war- 
rant the investment required to in- 
stall the method. However, the 
extreme flexibility of the fork truck 
opens the opportunity for many new 
methods other than pure unit load 
operations. 

For example, it is possible to re- 
place the fork in a few moments with 
a goose neck crane attachment which 
can successfully be used to handle 
bar steel, pipe and the larger sizes 
of fence and glass. The forks can be 
used for handling crated stoves, re- 
frigerators, other home appliances 
and reels of wire rope. A single fork 
used as a ram is a practical method 
for handling heavy coils of wire and 
rope as well as large sizes of terra 
cotta pipe. The truck itself is actual- 
ly a movable elevator and offers op- 
portunities for the improved stacking 
of nested galvanized ware and many 
similar items. In conjunction with 
live skids and pallets, it can be used 
to expedite making up loads for de- 
livery to retailers. Inexpensive snow 
plow attachments are available for 
those firms with open docks and 
drives. 

The fork truck can readily be 
hauled between various buildings by 
a 114-ton road truck where distances 
are great—or can be driven where 
they are small. 

(Continued on page 187) 
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The American Patent System — 






Record and Present Status 


By CASPER W. OOMS 


Commissioner of Patents, 
U. S. Department of Commerce, 
Washington, D. C. 


EDITOR’S NOTE: — Commissioner Ooms pro- 
vides here a competent and sympathetic ap- 
praisal of the American Patent System, its 
great contribution to the American System of 
Free Enterprise because it is a fundamental 
protection for incentive competition based on 
accomplishment. It has weaknesses, too, and 
the Commission frankly admits these and dis- 
cusses them freely. To all who make or dis- 
tribute hardware and allied products this is an 
important article and an outstanding contribu- 





tion to business thinking. 


N, national institution 


that has stood for more than 150 
years has had such a critical press 
as that directed at the Patent System 
for the past 10 years. Some of the 
criticism comes from an incomplete 
understanding of the Patent System, 
some arises because of the technical 
awkwardness of the procedures into 
which the administration of the Pat- 
ent System has fallen, and some of 
the criticism has been earned because 
of the fact that patents have occa- 
sionally been used as devices in 
schemes to restrain the free competi- 
tive system. 

If the Patent System is to enjoy 
a more friendly press and is to merit 
the appreciation and endorsement of 
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the American people, what can be 
done to correct and cure the objec- 
tionable features which lend them- 
selves so readily to use by those who 
would condemn the Patent System 
entirely ? 


Fundamentally Sound 


Fundamentally the American Pat- 
ent System is sound. It offers to 
anyone who makes a contribution of 
inventive character within the fields 
covered by the Patent Statute the 
opportunity to procure a patent and a 
resultant 17-year monopoly of the 
use of that contribution. This has 
several important effects: (1) As a 
reward for the invention and dis- 
closure by the patentee, the grant of 
the patent stimulates many by offer 





(Harris & Ewing) 


CASPER W. OOMS 


of material rewards to invent and pub- 
lish; (2) As a power to exclude com- 
petitors from the use of the patented 
invention, the patent permits many 4 
small enterprise making a unique 
product to overcome some of the dis- 
advantages of competing against larg- 
er enterprises with better access to 
markets and other favorable operat- 
ing conditions; (3) As a prohibition 
against the use of the invention by 
those not licensed under the patent, 
the patent dictates to those who would 
compete in that field the necessity for 
developing a better or different prod- 
uct, thus increasing developmental 
activity and the variety of enterprises 
and products in our economy. 

For the Patent System to produce 
these beneficial results without re- 
straints upon our free enterprise that 
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will outweight these readily recog- 
nizable benefits it is clear that the 
administration of the Patent System 
must offer to the inventor a quick, 
inexpensive and easy means of pro- 
curing a patent when he is entitled to 
one. Some countries meet this need 
by permitting the grant of a patent 
to anyone who applies for it. We did 
that in the United States from 1793 
to 1836. The result was that many 
of the patents granted were utterly 
worthless and merely presented ob- 
stacles to the development of indus- 
try and expensive nuisances in the 
conduct of business. Out of that dif- 
ficulty has developed our system for 
the examination of patent applica- 
tions to determine whether the appli- 
cant for a patent is in fact the inventor 
of something new and patentable. 
The process of search and examina- 
tion has become rather complex: 
first, because of the tremendous 
growth of the published patents and 
literature against which each appli- 
cation must be examined, and second, 
because of the safeguards and admin- 
istrative devices which have been de- 
veloped in the growth of the examina- 
tion process. 

Nothing can be done to reduce 
the volume of literature against which 
each patent application must be exam- 
ined. This volume is growing today 
at a pace far more rapid than at any 
time in the history of the world. 
Much can be done, however, to classi- 
fy this material to make it more 
readily available and to reduce the 
extent of the field in which each 
search must be conducted. That re- 
quires a study of our classification 
procedures and schemes to assure 
that we are doing everything we 
can in this direction. It demands 
that the competency of the staff which 
works with these materials shall be 
adequate to meet the more difficult 
problems of our new technologies. 


Must Enlarge Staff 


These conditions dictate that the 
Patent Office staff must be enlarged 
to care for this pressing need, and 
the compensation of the staff must 
be made adequate to attract men of 
ability to perform increasingly dif- 
ficult work. 

Even with an adequate staff to 
handle the problems of examining 
patent applications against the ac- 
complished and published disclosures 


126 


to determine the novelty of the in- 
vention offered for patenting, we are 
confronted with the necessity that 
the procedures to which each applica- 
tion is subjected shall be efficient and 
economical, both to cut down the 
time of the pendency of the patent 
application in the Patent Office, thus 
to hasten the disclosure to the public, 
and to reduce the cost of administer- 
ing the Patent System to the inven- 
tor, whose fees cover a substantial 
part of that cost, and to the United 
States, which maintains the Patent 
Office as a public service. The pro- 
cedures now in use in the Patent 
Office are being studied and examined 
for every possible opportunity to in- 
crease the efficiency of Patent Office 
operation. 


A Difficult Problem 
One of the difficult problems which 


arises in the consideration of each 
patent application is the determina- 
tion of the question of whether the 
contribution disclosed in a patent ap- 
plication constitutes invention as dis- 
tinguished from a mere mechanical 
innovation within the skill of any man 
proficient in the field in which the 


asserted invention is made. The de- 


termination of this question of inven- 
tion is probably the most difficult 
single problem in the administration 
of the Patent Office and in the con- 
duct of patent litigation in the courts. 


Raising Standards 


The courts have, for years, been 
raising the so-called standard of in- 
vention and have been compelled, 
therefore, to hold invalid many of the 
patents issued by the Patent Office 
on the mere ground that the con- 
tribution disclosed in the patent was 
a mere mechanical development or 
alternative which a competent man 
in that field of endeavor would have 
produced in the routine consideration 
of the problem presented to him. The 
courts have been criticized for this 
critical attitude toward patents. There 
is this to be said for it: This is a 
generation of people educated in a 
world in which the volume of tech- 
nical literature published is probably 
exceeded only by the volume of comic 
books. The same boys who read the 
comic books are very likely building 
radio sets and developing machines 
that would have been quite incom- 
prehensible to their grandfathers. 

(Continued on page 144) 








Packing or Packaging? 


By CHARLES DOWNES 
Editor of Distribution Age 
A Chilton @ Publication . 
Affiliated with Hardware Age 


E have been asked whether we 
make a distinction between pack- 
ing and packaging. 
We do. 


Packing is the act of preparing a 
shipping container for shipment. Pack- 
aging is the act of preparing an in- 
dividual unit of merchandise for resale. 

To pack is to dispose with orderly ar- 
rangement in secure and compact shape, 
within a shipping container, or vehicle, 
packages or other things that are to be 
transported and handled in commerce. 
To package is to dispose appropriately 
in individual containers, designed pri- 
marily for sales appeal, articles or ma- 
terials that are to be merchandised. 

An expert packer is one who is skill- 
ed in preparing shipping containers for 
shipment. A packaging expert, on the 
other hand, may be an industrial de- 


signer, a merchandising specialist, a 
box manufacturer, an advertising man 
or a lithographer. 

We believe that a contained designed 
chiefly for sales appeal should be de- 
signated as a package because it is an 
item intended to be merchandised, usu- 
ally through a retail outlet; and that a 
container, whether it holds consumer 
goods or products for industry, if it is 
designed chiefly for the protection of 
commodities in transit should be desig- 
nated as a packing case or shipping 
container. 

In brief, packing is concerned with 
shipment; packaging with sales. A 
packing case, whether of wood fibre 
board or metal, is intended primarily 
for the protection of merchandise in 
transit; a package, whether of paper, 
metal or glass, is intended primarily 
for sales appeal. 
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NOW IS THE TIME 
TO PLAN YOUR FALL SHOT 
SHELL REQUIREMENTS 


BRIDGEPORT, CONN., January 17, 
1946. This year, millions of hunters will 
once again take to the fields. When the 
hunting season opens next fall, there will 
be a big demand for Remington shot 
shells. 

In all probability, the demand will be 
greater than ever before, and it is not 
too early now to start making plans for 
the various gauges, loads and quantities 
of Remington shot shells that you will 
require. 

Most shooters prefer Remington am- 
munition, because they know from ex- 
perience that “If It’s Remington—It’s 
Right!”” Remington Express shells give 
them the power they need for those long, 
tough shots. For upland game, they know 
they’ll get plenty of wallop, at low cost, 
with Remington Shur Shot shells. 

In addition to maximum power, they 
want the justly famous Kleanbore prim- 
ing and corrugated, Wet-Preof bodies 
which they get with all Remington shells. 
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“I think Junior is old enough now to have 
a Remington Fieldmaster rifle!”’ 








THE 
THRILL 
OF A 
LIFETIME 


’Most any man will tell you that 
one of the greatest thrills in his 
life was the day his Dad handed 
him a rifle. And isn’t it natural? 
We Americans seem to be born 
with the natural desire to shoot 

. .an inheritance from our fore- 
fathers. And when a father buys 
his son a rifle, he is indirectly 
telling his boy he has confidence 
in him. 

Every year, sportsmen spend 
approximately $100,000,000 on 
firearms, ammunition and shoot- 
ing equipment. And a big slice 








of that figure is the amount boys 
spend on 22 rifles and ammu- 
nition. 

So take an interest in the boys 
of your community. You can 
build up a profitable business 
supplying 22 rifles and ammu- 
nition to the younger set in your 
neighborhood.And tocompletely 
satisfy customers, supply them 
with Remington products. Rem- 
ington customers keep coming 
back because they know through 
experience, “If It’s Remington 
—It’s Right!” 








EVERY DEALER SHOULD STOCK THE 
REMINGTON MODEL 121 RIFLE 





BRIDGEPORT, CONN., January 17, 
1946. Satisfying all the needs and re- 
quirements of shooters makes it de- 
sirable to stock a wide assortment of 
rifles and shotguns. And one gun every 
dealer should stock is the Remington 
Fieldmaster Model 121, slide action, re- 
peating 22 rifle. The Fieldmaster is de- 
signed to satisfy the most discriminating 
buyer. It cannot be excelled in appear- 
ance, performance and reliability by 
any rifle at or near its popular price. 
Mechanically the Fieldmaster repre- 
sents perfection in gun design. The long 
barrel provides accurate sighting radius 
and steady holding. The large tubular 
magazine hoids 20 short, 15 long, or 14 





long rifle cartridges which may be used 
interchangeably without adjustment. 
The semi-beavertail fore-end is long 
and well rounded, permitting fast han- 
dling for quick shots at running game. It 
has a lightning-fast, short-stroke action, 
cross-bolt safety, pistol grip designed 
for better control, shotgun-style steel 
butt plate, and easy takedown. The 
Fieldmaster is a light-weight, easy- 
handling, straight and fast-shooting, 
hard-hitting repeater that your cus- 
tomers will recognize as tops in quality 
for so moderate a price. 





Fieldmaster, Kleanbore and Express are Reg. U. S. 
Pat. Off.; Shur Shot and Wet- Proof are trade marks 
of Remington Arms Co., Inc. 








The plant of the Russell, Burdsall & Ward Bolt & Nut Co. in Port Chester. N. Y. The inset 
shows the little factory in Pemberwick, Conn., from which the present plant has grown. 


Russell, Burdsall & Ward Co. — 
Active in Business for a Century 


Js: an idea in 1844, a 


small shop in 1845 and now a big 
company with plants in Port Chester, 
N. Y.; Coraopolis, Pa., and Rock 
Falls, Ill., that’s Russell, Burdsall & 
Ward Bolt & Nut Co., which passed 
its century mark last year. 

A conversation in a_ boarding 
house in Mott St., New York City— 
now a part of the big city’s China- 
town, started it all. Two young 
Quakers—William E. Ward and EIl- 
wood Burdsall—became friends and 
eventually partners with a small room 
and a lathe in the Russell, Mackay & 
Beach button shop at Pemberwick, 
Conn. Young Ward had ideas for 
radically improving the making of 
bolts and screws and his friend 
Burdsall was the possessor of modest 
savings from his $600 per year book- 
keeper’s salary. Together they had 
courage and determination. Isaac 
D. Russell, brother-in-law of Mr. 
Burdsall joined the firm in 1851, the 
company then becoming Russell, 


Burdsall & Ward. 
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For a while business flourished, the 
product being wood screws. Intro- 
duction of a patented gimlet-pointed 
screw superior to the product of the 
young men made necessary a search 
for new products. Young Burdsall 
got the idea of making iron bolts with 
nuts to fit from a New York stove 
manufacturer. He designed and built 
machinery to make the new fastener 
and the little company began to pros- 
per again. It’s a far cry from the 
Pemberwick plant to the three present 
plants having a total capacity of more 
than 15,000,000 pieces a day and re- 
quiring the use of enough processed 
metal to stretch 400 miles. 


New Methods Used 


The old and cumbersome hammer 
and anvil method of producing hot 
forged bolts was supplanted by the 
firm in 1850 with the invention by 
Mr. Ward of a patented, automatic 
cold-heading machine. This machin- 
ery wizard—William E. Ward—add. 
ed numerous other inventions to the 
equipment of the concern. Stove and 


tire bolt machines of his invention 
were used by the Port Chester Bolt 
& Nut Co., organized by Mr. Ward, 
his son, William L. Ward and Samuel 
Comly in 1882. By 1901 the Pem- 
berwick and Port Chester plants were 
part of the Russell, Burdsall & Ward 
Bolt & Nut Co., with William L. Ward 
as president. 

With the passing of Ellwood Burd- 
sall in 1889, his sons, Richard and 
Ellwood, Jr., became treasurer and 
secretary of the company respec- 
tively. With the death of the first 
of the Wards in the organization, 
Ellwood Burdsall, Jr., who had work- 
ed closely with the inventor continued 
designing machines. Founder Ward 
had also passed on his mechanical 
genius to his son, William L., whose 
sons, Evans and Warren L., entered 
the business. William E. Ward, of 
the fourth generation of that family 
to be in the business joined his father 
in managing the company. Another 
family having fourth generation de- 
cendents in the business is the Com- 
ly family. Samuel Comly joined the 
company in 1863. Vice-president of 
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|) 1944-45, Union Pacific paid tribute to American 

« industry on its radio program “Your America”, broadcast 
each week over a nation-wide network. Representatives of 70 
major industries were given the opportunity to present the 
dramatic story of their respective industry’s contribution to 
the welfare of the nation. 


PAZ SZ ZAI ANI 
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For example, on one program which featured 
the hardware industry, our guest speaker was 
Charles J. Heale of New York City, editor of 
Hardware Age. 


Union Pacific—along with other railroads—was then engaged 
in moving vital wartime materials. Your industry and the 
nation generally knows what a tremendous task that was and 
how efficiently it was accomplished. 


Today, Union Pacific is prepared to continue its assistance 
to your industry by speeding the distribution of peacetime 
commodities. Equipment, facilities and personnel are geared 
to provide unexcelled service. 


A staff of trained traffic men stand ready at all 
times to cooperate with you. ' 
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For fast, dependable service ... . 


he- ppt 
lai 


*% Union Pacific will, upon re- 
quest, furnish information 
about available industrial 
and mercantile sites in the 
territory it serves. Address 


Union Pacific Railroad, 
Omaha, Nebraska. 
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The Progressive 
UNION PACIFIC RAILROAD 
The STralegic Middle Route 
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As New As 


Tomorrow! 


Set in a Brand New, eye-catching 
Orange & Black display of 
special design, the GREAT 
NECK Red-and-Black PLASTIC 
Handle Wood Chisel is as 
popular as ever! 


See Your Jobber! 





Creer NECK 
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New Display of 
No. 22 Unbreakable Handle 
Wood Chisel 


Each Chisel is of sci- 


entifically tempered high grade 
alloy steel. 


Each Handle is of Rea- 


ond-Black Plastic that is 
% Unbreakable! 
% Shatterproofl 
% Splinterproof! 
% Warp-proofl 


THE GREAT NECK 
SYMBOL OF QUAL- 
ITY & SERVICE 





GREAT NECK SAW 
MANUFACTURERS, INC. 
MINEOLA, L. |. 





| the company when he died in 1923, 
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his son, Walter, had earlier entered 
the business and became sales man- 
ager. Walter Comly’s son, Samuel 
N. Comly, is now vice-president and 
treasurer. 

The present Port Chester plant 
dates back to 1882 and the Rock 
Falls, Ill., division was purchased in 
1907. Originally supplying mostly 
agricultural equipment manufactur- 
ers the Rock Falls unit has expanded 
to supply fasteners for automotive 
and tractor and other newer indus- 
tries. The Coraopolis plant was com- 
pleted in 1928. Of 1600 employees 
in the company’s three plants, last 


year, 846 had been with the com- 
pany five or more years and records 
of from 25 to 63 years were the 
proud possessions of 126 members 
of the organization. 

Officers of Russell, Burdsall & 
Ward Bolt & Nut Co. include Evans 
Ward, president and Warren L. Ward, 
vice-president, both of the third gen- 
eration of that family in the busi- 
ness. S. N. Comly, vice-president 
and treasurer, is a member of the 
third generation of his family to be 
active in the management. H. 0. 
McCully is general manager of sales 
and R. L. Burdsall, secretary, is a 
grandson of founder Burdsall. 





Quality Is His Slogan if Selling Paint 


(Continued from page 115) 





; 


Another view of the paint department where neatness is the watchword. 


times. Brushes, paint scrapers and 
other accessories are shown in close 
proximity, the brushes stacked with 
handles toward the customer, induc- 
ing him to inspect the line. 


Store window displays of paint are 
shown regularly during the year and 
feature partly painted furniture, Qual- 
ity paint advertising in newspapers 
is consistent. 





Export-Import Prospects for 
Hardware Products 


(Continued from page 120) 


in demand throughout the world to 
about 25,000,000 lamps as compared 
with exports of 18,000,000 in 1939. 

Dolls and Toys—Imports in 1939 
were abnormally low amounting to 
only 5 per cent of domestic consump- 
tion. In the period 1936-1939 the 
average was 9 per cent. Imports 


during the immediate post-war years 
will be considerably smaller than in 
normal pre-war years. Reductions in 
duties would result in more profit to 
importers who would then push sales 
resulting in greater importance than 
if the duty remained at the 1939 rate. 

Exports of toys and dolls are also 
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expected to increase in the long- 
term post-war period as much as 40 

r cent. 

Athletic Balls (rubber)—In 1939, 
on the basis of quantity, about 2 per 
cent of the golf balls; 13 per cent of 
the tennis balls, and 50 per cent of 
other balls were imported. Imports 
of golf and tennis balls consisted 
largely of low-priced balls. Imports 
will probably be somewhat greater 
than they were in 1939, perhaps con- 
siderably greater if adequate supplies 
are available in England. Full re- 
duction of the present duty would 
very likely double the import rate. 

It is probable that there will be a 
substantial increase in exports to 
Latin-America as well as to many 
other parts of the world. 

Ice Skates—Imports in 1939 ac- 
counted for 31 per cent of domestic 
consumption. Imports have consisted 
mainly of low to medium-priced 
Canadian skates, most of which are 
attached to American-made shoes in 
the United States. Imports and do- 
mestic production will probably sup- 
ply about the same proportions of 
consumption as they did before the 
war. 

If the duty is reduced 50 per cent, 
imports would probably increase 30 
to 40 per cent with a corresponding 
decrease in domestic production, and 
might conceivably amount to close to 
1,000,000 pairs. Exports have al- 
ways been negligible. 

Christmas Three Ornaments—Be- 
fore World War II about 90 per cent 
of tree ornaments consumed in the 
U. S. were supplied by imports. It 
is not likely that this high ratio of 
imports to consumption will be 
reached in the post-war year. The 
annual consumption of Christmas 
tree ornaments may amount to as 
much as $2,750,000 or 75 per cent 
more than was consumed in this coun- 
try in 1939 and will be supplied in 
large part by domestic manufactur- 
ers. Even with a 50 per cent tariff 
reduction, it is estimated that the 
ratio of imports to consumption will 
not exceed 25 per cent. Tree orna- 
ments have not been exported. 








Latest News on 


RECONVERSION 
on page 176 
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New Low Rates 


Air Expr press 


ippers 22% Over 43 


HERE’S HOW LITTLE IT COSTS 






















Over 40 Ibs. 


AiR 
2 tbs. | 5 tbs. | 25 lbs.|40 tbs. | OP Oe. 





$1.00 | $1.00} $1.00; $1.23 3.07 
1.02] 1.18] 2.30} 3.68 9.21 
1.07} 142] 3.84) 6.14 15.35 
1.17] 1.98] 7.68) 12.28 30.70 
145 | 3.53] 17.65 | 28.24 70.61 


3.68 73.68 









































More Economical Than Ever to Ship 


the Fastest Way 


Another drastic cut in Air Express rates now makes this high speed 
transportation more important to American business and industry 
than ever before! 

Where, in the whole economy of business, do you get so much for 
your transportation dollar: 


SAME DAY delivery between many airport towns and cities as far as 
1,000 miles apart. (Less than 6 hours by air.) 


SPECIAL HANDLING. Special pick-up and delivery (no extra cost) 
promotes speed of Air Express delivery. 


GOES EVERYWHERE. In addition to 375 airport communities, Air 
Express goes by rapid air-rail schedules to 23,000 other important 
points in this country. Service direct by air to and from scores of 
foreign countries in planes of American manufacture and reliability 
giving American service, flying the American Flag! 


WRITE TODAY for “Jig Saw Puzzle.” It contains illuminating facts 
to help you solve many a shipping problem. Air Express Division, 
Railway Express Agency, 230 Park Avenue, New York 17. Or ask 


for it at any Airline or Express office. 


GETS THERE FIRST——— 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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EQUIPMENT FOR THE 


HOME 








CLOTHES DRIERS 


LAUNDRY 














HOME LAUNDRY 
EQUIPMENT 


MERCHANDISE: Washing mc- 
chines, automatic washers, 
































— am automatic clothes driers, elec- 
tric irons, ironing board pad 
and cover sets. 

TSIETE BACKGROUND: Center panel 
of silver corrugated board or 
painted wallboard. Side pan- 
els of bright blue material. 

0 Cut-out letters of bright blue. 

1946 i BRAND 
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Home Laundry Goods, Floor Wax and 
Maple Syrup Equipment in February 


HARDWARE AGE Original Window Display IDEAS 


FLOOR WAX 
WINDOW 


MERCHANDISE: Self-polishing 
floor wax, liquid floor wax. 
paste floor wax. wax remov- 
ers, furniture polish, wax ap- 
plicators, electric floor waxers. 


MAPLE SYRUP 
EQUIPMENT 


MERCHANDISE: Syrup cans. 
galvanized sap pails, sap 
spouts, sugar thermometers. 
BACKGROUND: Center panels 
of buff corrugated material or 
painted wallboard. Side strips 
of dark brown material. Cut- 
out letters of bright red ma- 
terial. 








PROTECT YOUR 
FLOORS WITH 


FLOOR WAX 


RENT OUR FLOOR 
WAXER NOW 
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TO MAKE 
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TRIMZ ADS are among the best-read 


by women...in America’s Magazines! 











zo 
“SO Tly : 
Aecret Seve ? 


\ 
Charm 












— 2 
oe 
cone te bebe 
oan, Boe 
 paane os oe 
ran oe 









eer ant 
serene OP an Oe 
f 















SURVEYS SHOW: 
82% More Women Read Trimz Ads Than 
Read Average Home-Supplies Advertising 


RESULT: 


Trimz Ready-Pasted ‘Wallpaper and decorative 
products are national best-sellers ... paying consist- 
ently good profits to retailers. 


MORAL: 
Tie-in to cash-in. Feature Trimz in your store. 
Write today for complete details. 


RIM 


REG. VU. Se PAT. OFF. 


| REapy-PASTED 
— WALLPAPER 


TRIMZ CO., CHICAGO 54, ILLINOIS 
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“The Farmer Is Often the Equal 
3 Of Three to Five City Customers’ 


’That’s why the Taylor 
Hardware, Decorah, 
Iowa, cultivates his trade 
and friendship. It’s a 
worth while policy. 


Poultry waterers are shown on the 
floor where they can’t be missed. 


DITCHING 


WITH 


DYNAMITE 


See a Demonstration on the farm known as the 


Louis Loesch Farm 


Lecated 3 12 miles southwest of 
SPILLVMAB, IOWA 


If interested in any kind of ditching — see 
this demonstration 


Wednesday, July 25 


Taylor's Hardware 
Decorah, lewa 


ad gives one an idea of the 
of demonstrations sponsored 
the firm. This one attracted 
large number of local farmers. 





pil 
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HE .farmer is often 


the equal of three to five city cus- 
tomers.” With these words, Clyde 
B. Taylor of Decorgh, Iowa, explains 
the reason for devoting more than 
half his space to farm items in this 
town of 5303. 

Briefly, in this, “The Store That 
Has It”—company motto—most of 
the “it” favors the farmers. After 
they are attracted by window displays 
and weekly newspaper ads (usually 
4 by 8 in.), they find predominant 
arrangements of hog, cattle and 
poultry equipment. . . at reasonable 
prices. 

The hog waterers, for example, 
have a 74-gal. capacity and sell for 
$31.85. Many hog raisers, reports 
the management, use at least two of 
these. Ten-hole hog feeders are pop- 
ular, too. And for good«reason. 
Iowans have found thatséientific 
feeding brings a hog to market 


weights in six months; formerly, it 
took a year. 

Other lines—tank heaters and V- 
belts—are apparent throughout the 
store and many are kept in a ware- 
house. “As a matter of fact,” says 
Mr. Taylor, “we have a large collec- 
tion of V-belts that are up to one 
hundred inches in size. Farmers 
know of this stock, come in to buy 
and often pass the word along that 
we have them on hand.” They are 
kept on a special five-foot rack near 
the front door, and can be seen from 
the outside because the store has 
backless windows. 

“When I said ‘the farmer is often 
the equal of three to five city cus- 
tomers,” explains Mr. Taylor, “I 
mean in terms of what he buys, of 
course.” This is evident, he pointed 
out, when it comes to volume sales of 
tools, small anvils, poultry _equip- 
ment, barn tracks, fencing, roofing, 
insecticides and lanterns, 

And stoves, pulleys, motor oil, tar- 
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paulins and nuts and bolts. All 
these are needed by the farmer—and 
he can buy them at Taylor’s. 

Mr. Taylor, who believes the im- 
mediate future is promising for the 
hardware business, is happy the 
farmers can be accommodated at his 
store, for he is convinced they hold 
an undisputed edge on trade in his 
part of the country. 

As he expresses it, “His future 
needs in farm hardware and other 
merchandise may even increase 
rather than decrease as farming be- 
comes more scientific, and so our 
merchandising program is going to 
continue to be keyed closely to this 
trade.” 


Mass Displays Boost 
Chinaware Sales 
(Continued from page 121) 


are displayed at waist-level. In this 
position, women have better opportu- 
nity to inspect them closely. 

This mass display method of the 
La Crosse company seems to appeal 
to both city and rural patrons, who 
spend from $7.95 and up for sets of 
dishes. The latter class of customers 
can invariably be counted on to pur- 
chase replacement stock, since dishes 
used on farms receive strenuous 
workouts these days and breakage is 
frequent. Their preference in dishes, 
cups and saucers is for a plain white 
pattern. They are quick to buy col- 
ored pottery, too, says a company 
representative, who explains that tea- 
pots and cookie jars—starting at 
$1.50—are constantly sought. 

Equally prominently displayed is 
the glass ovenware, spread out gen- 
erously on a large table which has 
display levels that are even lower 
than those on the chinaware table. 
Each item is arranged for maximum 
see-ability. The surplus ovenware 
stock is carried below the counter- 
top level. 

Utensils—pots and pans—round 
out the display parade. Thanks to 
the farm trade, members of whom 
are doing more cooking than ever be- 
fore, these items are selling at a fast 
rate in every size and description. 








Latest News on 


RECONVERSION 
on page 176 
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MANUFACTURERS REPRESENTATIVES 
NEW YORK 

HaRey C “mee, 154 Eost 23rd St. 
DETROIT, MICH 

JOHN C. WHITE AND ASSOCIATES, 93 Seword St. 

EVANSTON. ILL 

JK. —— 2601 Noyes St. 
KANSAS CITY, MO. 

. SPEED SWIFT, 1501 W. 85th Terroce 

sears w ASH 
McCUNE MERIFIELD CO., 72 Morion St. 
SAN FRANCISCO, CA 

mcCUNE gro CO., $1 Freemont St. 
LOS ANGELES, CA 

Mc rg — aD CO., 2627 South Figueroe Se. 
TAMPA 

LM ica SALES CO., Twigg ond Jefferson Sts. 
MIAMI, 

iM xrney SALES CO., 400 S. W. Second Ave. 
NASHVILLE, TENN, 

JACK WADDELL, P. a Bon 1316 
DURANT, OKLAHO 
SHERMAN L. toro. 23 West Evergreen &. 


RAIN-BEAU PRODUCTS CO., CANTON, MASS., Division of INTERNATIONAL Brain Co., Provioence, R. 1. 
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The 
eah’s Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


= 18 was a 


great day for the hardware men of 
New York. It was a double header. 

First the Remington-Peters pre- 
view sound movie at the Jam Handy 
studio at five o’clock and then the 
Hardware Boosters Christmas party 
at the Roosevelt Hotel at seven. It 
was a clear, cold night and the string 
of Christmas trees on Park Avenue 
made an inspiring and _ cheerful 
picture. 

But the day after—-what a snow 
storm! New York surely was tied up 
and sealed. But what a day to write 
about our hardware Christmas while 
the spirit of good will and warm 
hardware greetings is still fresh with 
us—So here goes! 


“The Swing to Sports” 


“The Swing to Sports.” This is 
the name of this year’s sound movie 


of Remington-Peters. The Dean was 
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greeted at the door by J. J. Calla- 
han, manager of the promotion 
division. Then came a brief moment 
for introductions and refreshments. 
It's Different 

Mr. Callahan stood in front of the 
white sheet and made a short ad- 
dress. The name of Peters or Rem- 
ington was not mentioned once. Not 
a word about their outstanding war 
record. Not a word about the “su- 
perior quality” of their goods. Not a 
picture of their plant. Not a picture 
of any of their officials or managers. 
To me, the modesty and reserve of 
Mr. Callahan’s address and the movie 
that followed was unusual and 
worthy of comment as a commend- 
able example of dignity and good 
taste in sales promotion as compared 
with the blatant self laudation that 
some advertisers—who should know 
better—pass out to the trade. still 
under the old impression that they 
were addressing an audience with 


the mentality of persons of 14 years 
or less. This movie is evidently ad- 
dressed to a trade audience of grown 
men with minds of their own. 

The idea of this movie is that there 
will be a great swing to sports in 
the national business in the future. 
The reasons being, in part, shorter 
work hours and more time for 
sports and the greater love of the 
out-of-doors developed in our mil- 
lions of returning veterans. There is 
no doubt that this conclusion is 
correct. 


What Is Stressed 


The movie stresses the fact that 
hardware stores to grasp their share 
of the business should do several 
things. 

First, have a clerk or clerks in 
charge who know sports from per- 
sonal experience and who with their 
knowledge will command the respect 
of buyers. 

To carry an adequate assortment 
of sporting goods suited to the 
neighborhood. 

To so arrange goods that custom- 
ers can easily see and handle them. 

Also, to devote particular attention 
to show windows and advertising so 
the local public will be fully and 
favorably informed upon the fact 
that the hardware store has a com- 
plete and satisfactory sporting goods 
department. 

All this is logical and self evident 
but all of us need more to be re- 
minded than informed. 

The photography is excellent. The 
store arrangement of goods convinc- 
ing. The talks are brief and to the 
point. The full time of the movie 
takes 17 minutes. My one criticism 
is that the run off is too rapid. A 
little slower tempo would give more 
time for look-see. This is particularly 
the case where shots are given of 
out-of-door sports. I would suggest 
that when store arrangements are 
shown the movie be held a moment 
for a more careful view. 

As opportunity offers at state hard- 
ware conventions and elsewhere the 
dealer will do well to see this movie. 
You may say some of it is old stuff- 
to the more progressive dealers 
but this movie as a_ reminder 
will make many a dollar for the 
dealer who goes home and carrics 
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grown Filling those hair-line cracks in plaster was a tough job— 

before Plaster-Stik. You just rub the stick across the crack 
there like a crayon—smooth off with your finger — and the job is Two years ago, un- 
} = done, ready for paint as soon as dry. No mixing — no muss. eown @ F oday, ot ta wel 
ts im Just a quick, one-handed process. Test it yourself — just once 
uture. and you'll understand why Plaster-Stik is already one 
horter of America’s unique merchandising successes. 
» for That, in brief, is the record already established 
yr * by Plaster-Stik— a record based on the funda- 
, me. mental merit of the product itself. 


ere is <<} And why could Plaster - Stik 
a | achieve nation-wide distribution 

in one year? Because it is the 

new, easy way to do what used 

to be a tough job: 

fill hair-line cracks in plaster. 
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re. will be reading PLASTER-STIK’S half-column advertisements 
in one or more of these five great magazines. 
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when customers call for it. Order NOW from your jobber. 
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BRIGGS & STRATTON ENGINES 
* PREFERRED POWER ° 
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rte-Covled [ewer 


E Briggs & Stratton as been the largest pro- 
ducer of single cylinder, 4-cycle, air-cooled 
gasoline engines. This continued demand for 


more and more of these engines is a tribute, 


to their dependable and economical operation 
— from users, dealers and producers of pow- 
ered equipment the world over — and also an 
appreciated tribute to the men and women of 
Briggs & Stratton who build them. You can buy 
Briggs § Stratton powered equipment confident 
of receiving the utmost in engine performance. 


BRIGGS & STRATTON CORPORATION 
MILWAUKEE 1, WISCONSIN, U.S. A. 


A 


BRIGGS &STRATTON 








out—or polishes up—the several 
very practical ideas so well presented. 

One might say in conclusion that 
this movie especially demands atten- 
tion as it is evidently'a plan to help 
hardware dealers expand their sales 
and profits in a direction that is in 
line with their logical development. 


The Boosters’ Party 


Whenever I venture out to any of 
these hardware gatherings I always 
find myself being cared for by Ken- 
neth Heale. He carefully helps me 
into taxicabs and sees that I don’t 
fall down stairs. So my next move 
was with him and others to the hotel 
where the Boosters were to celebrate. 
May I say casually just en passant 
that the young Boosters have very 
good manners. There were a goodly 
number of white haired, old time 
members present and it was hearten- 
ing to see how the younger members 
looked after them. 

The party was held in the grand 
ballroom—a very beautiful and well 
proportioned room. Probably few 
noticed the mural decorations painted 
in the French manner of Puvis de 
Chauvanne. They represented the 
story of Cinderella and her lost slip- 
per. These murals were painted 23 
years ago by a gifted American 
artist named White at the time the 
hotel was opened. He died three 
years ago. 

The food and the service was 
excellent. That is remarkable in these 
days and worthy of comment. 

There was a speakers’ table, but 
God bless the committee on arrange- 
ments for there were no_ speeches. 


| Both would-be speakers and the 


| members could eat their turkey with- 


out fear of indigestion. 
August C. Flamman, as president, 
was master of ceremonies. He was 


| ably assisted by Thomas J. Crofton, 
| ex-president. 


The Boosters were organized in 
1913 and Seymour Sears was pres- 
ident five years. In those early days 
it was a small group meeting in small 
restaurants and later in the Hardware 
Club opposite the New York City 
Hall. What they lacked in numbers 
they made up in enthusiasm. Among 
the 27 past presidents—in 32 years— 
were such notables as Charles J. 


| Heale, M. E. Wyckoff, Harry J. 


' 


Strugnell and Charles Pincus. 
The Boosters’ program this year 
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is a small directory of leading man- 
ufacturers and their representatives 
in New York. It makes a valuable 
souvenir. 

The floor show was dignified and 
clean. One of the most awesome 
performances was by a team of roller 
skaters that was _breath-taking— 
especially when they took two husky 
hardware men and gave them a 
whirl. This was no game for heart 
disease! The fan dance was some- 
what revealing but in good taste. 
Most ballet dancers look like grand- 
mothers but this lot had a high 
average for pulchritude. Were they 
picked by a committee or an indi- 
vidual selection? 

Gifts were generous and many a 
Booster’s family will find useful hard- 
ware articles on their Christmas trees. 


Old Acquaintances 


To give a list of old acquaintances 
that were revived and refreshed 
would use up more than my space. 
As in 1944 Henry “Al” Cornell sat 
next to me at the guest table. He is 
now retired from the hardware 
business but is as full of pep as ever. 

One of the pleasantest events of 
the evening was meeting Rudolph S. 
Wild, associate editor of HARDWARE 
AcE, looking well and cheerful after 
his war experiences and being’ a war 
prisoner. He has just recently re- 
turned home. 

And last but not least a recent 
Christmas letter. About a year ago I 
gave an interview in HARDWARE AGE 
with a naval lieutenant. In parting 
he informed me on his way to his 
Pacific ship he would stop and marry 
an old school girl sweetheart in Des 
Moines, Iowa. 

It seems my interview was sent to 
his wife. The letter in a woman’s 
hand-writing, dated November 5, 
1945, started as follows—“Dearest 
Dean: I was born this morning at 
2:52 and weighed 8 lbs. 3 ozs. I 
thought you would like to have me 
write you telling what I think of this 
new strange world.” Then this letter 
from a miss one day old proceeded 
to tell me all about the hospital and 
the nurses. So I wrote back to 
“Gail Marie” and welcomed her into 
this troubled world. 

Well, I think this is enough for a 
stormy day. Hope all my readers had 
a Merry Xmas. Now for 1946 and 
all its problems. 
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BURGESS Hearing fia BATTERIES 


THIS 


DEPARTMENT-IN-A-PACKAGE 


offers you new profits from a big, growing market! 


Every hearing aid user is a battery buyer! And Burgess makes it easy 
for you to sell and resell these new customers with this 
minimum stock assortment of the popular hearing 
aid battery types. Attractive counter merchandiser takes only small 
space... simplifies reordering ... makes it easy 


for you to stock and sell profitable hearing aid batteries. 


Ready-Packed Assortment includes 24 No. 2ES, 30 No. 1ES, 
12 No. TE, 6 No. XX30E, and 1 No. XX22E. 


YOU GET THESE FREE SALES HELPS 


Your Burgess “Department-In-A-Package” includes 
eye-catching display card for counter or window— 
battery guide chart to quickly show you correct 


Burgess types for leading hearing aids—ad mat for 





newspaper or handbill advertising. 


;----BURGESS BATTERIES jamin 
EMR. DISTRIBUTOR: 
i ( ) Send us one of the new Burgess “Department- nas Package” hearing aid , 
; battery assortments. , 
P ( ) Send us full particulars on this new promotion. 1 
a ae ae en a a ee eee Oe ee i 
ge 
i Bo ce cnmaceedbsdonsunsswacccnsonnbseensdénsscessuescedoscecenseee ' 
Nik ark cipiaialeliencneilide abit aigiminnaatetaahas , ee DNR cieccacasiasacncees 


OR WRITE TO: BURGESS BATTERY COMPANY e FREEPORT, ILL. 
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SAVE TIME AND COST 

BY ORDERING FERRY CAP PRODUCTS BY NAME 
—_ 
You can save time, effort and cost by ordering Shinyheads and 
Hi-Carbs by name. No need to write up the order the long 
way giving unnecessary details. The Ferry Cap trade name, 
as indicated below, is its own specification and your guarantee. 


Simply specify— 
Shinyheads NC Shinyheads NF 


Shinyheads mean hexagon head cap screws of high carbon 
C-1038 steel—full finished —bright, shiny heads—NC or NF 
thread. 


Simply specify— 
Hi-Carbs NC Hi-Carbs NF 


Hi-Carbs mean hexagon head screws of high carbon C-1038 
steel, double heat treated, black satin finish, NC or NF thread. 





These Ferry Cap products are carried in stock in popular 
catalog sizes in bulk and in attractively labeled packages. 












































The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD . ° 


CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS - SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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WHY IT PAYS 
8 OUT OF 10 DEALERS 


TO CONCENTRATE ON CORBIN 


One single brand of goods 
to display, think about and 
sell. 

One catalog and price book 
for easy ordering. 

One system of numbers and 
finishes to remember. 
(Standardization) 

One single source of supply 
with ample stock. (Prompt 
service) 

Greater customer satisfac- 
tion. (Increased volume, 
increased repeat business, 
increased profits!) 
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IN WAR IT MEANS 





“Gelling there justest with the mostest” 
IN RETAILING IT MEANS 
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A single brand to think about and sell! 


Victory in combat comes from concentrating overwhelming 
fire power at the enemy. “Victory” in hardware retailing comes 
from concentrating on one line of quality merchandise for the 
customer to choose from. 

When you standardize on the broad, comprehensive, balanced 
Corbin line you have a single brand of quality, high-profit goods to 
think about and sell. You KNOW the merchandise — the customer 
KNOWS the name. Result: you make it easier for him to buy — 
easier for you to sell! 


CORBIN CABINET LOCK DIVISION 


THE AMERICAN HARDWARE CORPORATION 


NEW BRITAIN, CONNECTICUT 


“"“Sarety ferst.. « « Oa tast ube Corbintocked’™’ 












“TRUNK LOCKS © CABINET LOCKS ° 
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ROGRAMS of store meetings 
Pree generally discontinued 

during the war period in most 
hardware stores. Now that men are 
coming back to their old jobs, and 
many new employees are replacing 
older persons who are anxious to 
retire, store meetings and training 
available through them once more be- 
come of paramount importance to 
both store owner and salesmen. 


Follow a Plan 


The owner or manager of the 
store should make up the general 
plan the store meetings are to fol- 
low, decide on the time they are to 
be held, where held, and the length 
of each session. The meetings should 
each have a definite goal which must 
be envisioned by the owner or man- 
ager. The employees should be aware 
of this objective. 


Any business with two or more em- 
ployees can hold store meetings. Em- 
ployees should be charged with some 
of the responsibility of the undertak- 
ing. They should be encouraged to 
plan and present programs or to have 
a part in each program if this is 
more advisable. Outside speakers 
add greatly to the prestige of the 
meeting and provide some change of 
pace. However, employees are going 
to benefit in proportion to the extent 
of the activity they can be encour- 
aged to take in the meetings. 


Types of Questions 


Questions posing problems that oc- 
cur in the operation of the hardware 
business should be considered in a 
portion of the meeting. Examples of 
the type of questions that might be 
used each session may be found in 
the feature “Test Your Hardware 
Sense” which appears in the Harp- 
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Store Meetings 


WARE AGE Retail Sales Idea Club in 
each issue. The correct answers to 
the questions are also included in 
each issue. 


Can Be Rewritten 


Questions and answers of this type 
cover the broad operation of the 
hardware business and inform as well 
as test the information and knowl- 
edge of the personnel. In many cases, 
the problems can be rewritten using 
actual figures of the business to 
bring the points and the lesson more 
closely home. 


New lines will be coming into the 
hardware field from time to time and 
the store meeting offers an excellent 


opportunity for the personnel to 





familiarize itself with these types of 
merchandise. This applies to the old 
timers on the staff as well as to the 
newcomers. New articles can be 
shown, their construction discussed 
and their uses commented upon. 
Knowledge of these new items will 
be of great value to the staff of the 
store and should lead to better and 
easier selling. The meeting is the 
place for discussing them. 


Social Activities 
Certain social activities should be 
included to round out the program. 
Dances could be developed in large 
companies, dinner parties on certain 
occasions, picnics, and special trips 


to visit nearby factories or other sup- 
pliers. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. Each 
question correctly answered is worth 20 points. A grade of 100 is excellent; 
80 is good; 60 is fairs 40 is poor, and 20 is very poor. The correct answers 
to these questions will be found on page 210. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Inlaid linoleum sells for $1.50 per sq. yd. Figure cost of linoleum to 


cover bath room floor 6 ft. by 9 ft. 


2—A dealer sells hand force pumps for wells up to 100 ft. deep. Using this 
pump in a drilled or curbed well, will cylinder work best below or above 


water line? 


3—A dealer buys No. 6 horseshoes by the 100-lb. keg at $8 per cwt. These 
shoes weigh 5 lb. per pair. He sells them at 80 cents per pair. Figure margin 


in per cent of selling price on the item. 


4—Size No. 1 game traps retail at 25 cents each. What should a dealer pay 
per dozen to secure a margin of 30 per cent of the selling price? 
5—Paraffin coated cloth used in poultry houses sells for 8 cents per running 


ft. 36 in. wide. Customer needs enough material to cover ten 5-ft. windows 
and two 7-ft. doors in his poultry house. Figure the cost of the material for 


the job. 


(Answers on page 210) 
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ips PROFESSIONAL STANDARDS 
all IN A USE-AT-HOME | Le 
BECAUSE IT WAS DESIGNED ESPECIALLY to meet the exacting 
h demands of sickroom use, the SAMSON Hospital Type Heating 
“a Pad belongs by its very nature in your therapeutic department. 
PTs But SAMSON has done more than just incorporate professional 
standards in a heating pad for the home. For by putting this pad 
in an eye-catching box that illustrates its various applications ... 
that depicts the professional use of heating pads with wet- 
compress medication . . . that sells as it educates, SAMSON offers 
” your therapeutic department another self-selling “‘natural’’! 
™" We are steadily overcoming the unpreventable reconversion 
ve holdups that have repeatedly tried your patience and ours. Soon, 
without sacrifice of quality, we hope to provide SAMSON appliances 
se in quantities to meet all your demands. 
in 
‘ @=r ok 
1g 
vs SAMSON UNITED CORPORATION, ROCHESTER 10, N. Y. 
or Samson United of Canada, Limited, Toronto, 
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HOLTITE 


SCREWS & BOLTS 








A complete line of rugged, accurate SF 
fastenings for every use and purpose. 
Precision-made to strict standards of 
accuracy, HOLTITE engineered fastenings are universally used tor any 
ication in any material. Attractively packaged with large-lettered 
colored labels for quick identification and time-saving inventory. Stock 
the complete HOLTITE line, and meet every demand for dependable 


fastenings. 
HOLTITE-Phillips 


the modern recessed head screws and bolts that improve ap- 


pearance while adding strength to any ication. A 
quarter-turn lines up the decorative a Mh werner from 
backing up. Post-war advertising of new product designs has 
made your trade conscious of improved appearance. Meet 
their oat sees work shop and repairing demands with these 
modern decorative. enduring screws. 


~ CONTINENTAL 
SCREW Company 


New Bedford, Massachusetts, USA. 



















The American Patent 
System—lIts Record and 
Present Status 


(Continued from page 126) 


Not only is this generation one born 
into an awareness of technical de- 
velopment but the most elementary 
education leads into it, and almost 
everybody before he reaches maturity 
has worked with machines and been 
exposed to mechanical and technical 
problems that would have baffled an 
earlier generation. We cannot con- 
tend that the skill of this generation 
is to be measured by the same tests 
that would have measured the skill 
of their fathers. We must recognize, 
therefore, that we are working above 
a base of general technical proficiency 
much higher than that prevalent a 
few decades ago. 


Depends on Enforcement 


The value and power of a patent 
depend upon how well it is respected 
or can be enforced if it is violated. 
Few patents that have been brought 
into litigation in the last few years 
have been sustained. The result has 
been that there has been a growing 
disrespect for every patent. Improve- 
ment of the searching process and 
of the examination in the Patent Of- 
fice should result in a greater assur- 
ance that the patents issued by the 
Patent Office are valid and can be 
enforced. 

One of the difficult problems that 
arises in patent litigation is that the 
great variety and difficulty of the 
scientific fields with which our cur- 
rent patents deal are beyond the un- 
derstanding of even the most exten- 
sively trained expert. Nevertheless, 
any of these patents may be brought 
before a judge for determination of 
its validity, and the judge is expected 
to deal intelligently with each of the 
many sciences represented by the dif- 
ferent patents brought before him. 
Frequently the federal judges before 
whom patent cases are tried are men 
of wide education and good scientific 
training. Many of them are deeply 
interested in the scientific questions 
with which they are compelled to 
deal in patent cases. Others find 
patent litigation forbiddingly dif- 
ficult. Nevertheless, it is brought 
before them and they valiantly strug- 
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Assure MORE Sales 


because 


They Give You 


More to Sell 
Lock BOTH Sides of Shackle 


DOUBLE LOCKING — DOUBLE SECURITY 


“Chicago” Locks—with their exclusive, patented mechanism gives you sO 
MUCH MORE PROTECTION to SELL—you'll make quicker, easier sales and 
WIN more Customer Good Will with EVERY Sale! 

















ALL Chicago Padlocks Lock 
BOTH SIDES of Shackle 
No. 742 Shown here 


a 
Two Keys with Every Lock 


Meet — BEAT 
Price Competition 
on a Quality 
Basis with the 
Popularly Priced 
Better Built 
CHICAGO 




















LOocKs 
a 
Lowest Priced Popular Seller in Medium Priced Popular Seller. 11 
Chieage Line. Lecks BOTH Criss-Cross Tumblers Lock BOTH 
eB SIDES of Shackle. SIDES of Shackle. 


No. 190! 
Double Bitted. For Desks, Cup- 
beards, Wardrobes, etc. Shown 
Actual Size. 


SUDING 
sour, 


cannor 

ee opened 
bY sHimm 

OR TAPPI 





FREE—with each one dozen locks. bey on color, Collapsible Easel Counter Display. Accommodates 
HICAGO Padlocks. sleiaiiiie 


"Remember—There’s a “CHICAGO” room 
Lock for EVERY Need! ee! 











DRAWER Lock f= 
No. 1978 
SINGLE BITTED 





Locks . . . for new equipment and 
replacements . . + for metal or 
wood cabinets, for ALL types of 
coin operated devices . . . Famous 
Chicago "Ace" Locks, Single or 
Double Bitted Locks . . . Locks for 
EVERY NEED. 


& 
Remember—ALL “CHICAGO’ 
Locks Assure— 

“UTMOST Security" 


e 
a Manufacturers of Ace 
7-Pin Tumbler Locks 


CHICAGO LOCK co. Sune: 11, 2024 N. Racine Ave., Chicago 14, Ill. 
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THE NAME IN 
COLD ROOFING ADHESIVES 


FOR NEW ROOF CONSTRUCTION, 
FOR RE-COAT WORK AND PATCH- 
ING, ABESTO PRODUCTS GIVE 
CUSTOMER SATISFACTION THAT 
MAKES THE DEALER REAL TURN- 
OVER WITH SOLID PROFIT. 


PLENTY OF QUALITY— 
years of field use and lab- 
oratory testing have de- 
veloped extreme adhesion, 
a "cured elasticity," and a 
high resistance to oxida- 
tion in our materials. 


PLENTY OF SERVICE TO 
THE DEALER — national 
advertising, well-organized 
distributors’ service, and 
factory field men. 


PLENTY OF PROFIT— 
Abesto materials are 
priced to you so that your 
price to the customer 
meets competition with a 
substantial solid profit. 


Write for detailed infor- 
mation and our free speci- 
fication sheets which show 
your trade just how to use 
Abesto materials. 








STRUCT IO 
ABESTO MANUFACTURING CORP. 


Dept. H Michigan City, Indiana 
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| gle with problems with which they 














have no previous experience. 

Some way must be found to bring 
competent help in the trial of these 
cases. It has been frequently pro- 
posed to furnish the courts with in- 
dependent expert help so that the 
scientific questions involved in each 
case may be dealt with by unbiased 
experts in the field. This is an ex- 
ceedingly promising expedient that 
some courts have voluntarily adopted. 
No study has been made of the suc- 
cess of these trials, but one should be 
attempted. 


Special Courts 


It has also been proposed that spe- 
cial courts be set up to try patent 
cases and that the members of these 
courts be selected for their special 
qualifications to deal with the difficult 
fact questions that arise in patent 
trials. The membership of these 
courts could be selected from federal 
judges now sitting who are particular- 
ly interested in this type of litigation, 
and further appointments to the court 


| could be based in part upon the scien- 


tific qualifications of the candidates 
for membership on this bench. 

Another difficulty with the litiga- 
tion process is that it is exceedinglv 
protracted, and if the patent is sus- 
tained results in a long contest over 
the amount of liability which the in- 
fringer may be called upon to pay. 
Some way should be found to shorten 
the litigation process and to fix more 
specifically the grounds upon which 
liability can be determined, so that 
no manufacturer who upon the advice 
of counsel undertakes an enterprise 
that is subsequently held to be an 
infringement will be tormented for 
years by the uncertainty of his liabil- 
ity and the contingency that his enter- 
prise may be destroyed ih spite of his 
honest efforts to abide by the law. 

Many proposals are under consider- 
ation for meeting these problems of 
patent litigation. All will require 
legislation. One of the bills now 
pending would meet the problem of 
patent accountings by permitting the 
trial court to fix the question of dam- 
ages without following the elaborate 
and uncertain procedures of a cost 
accounting process. 

The most frequently recurring crit- 
icism of the Patent System is that 
directed to alleged abuses by the re- 


fusal to use patented inventions or to 





make them available to others, and 
by agreements made restricting the 
production and sale of patented in- 
ventions by licensees under a patent. 
That these abuses have never been 
as extensive as the criticisms indicate 
is evident from the fact that few 
actual situations can be proven in 
which patents have been misused in 
this manner. Where the proof is 
available the courts have refused to 
enforce the patents. Legislation is 
now before Congress which would 
subject patents so misused to for- 
feiture. Compulsory licensing of 


_ these patents has been frequently 


suggested and efforts to subject such 
patents to compulsory licensing will 
doubtless re-appear. 

Obviously, if the abuses are not 
extensive the remedies of forfeiture 
and compulsory licensing will not be 
invoked except infrequently. The 
presence of the remedy of compulsory 
licensing on a restricted basis has 
this merit, that the very presence of 
the possibility of forfeiture will de- 
ter the practices which might justify 
the penalty. 


Bad Features 


Any program for the compulsory 
licensing of all patents involves the 
denial to small manufacturers of the 
exclusive character of a patented 
product which the small manufac- 
turer may be dependent upon for his 
survival in business. It will also 
permit any manufacturer to sit by 
and await the developments of his 
competitors which he may thereupon 
purchase at a small royalty and thus 
deprive us of the great variety of 
developments which are now induced 
by the diversification of effort made 
necessary by the presence of pat- 
ents. 

Of course, if any patent is issued 
of such scope that it commands ac- 
cess to an entire field of endeavor 
and cuts off progress in that direc- 
tion, or if a necessary patented in- 
vention is denied to the people, strong 
reasons exist for some legislation to 
overcome these barriers by a restrict- 
ed form of compulsory licensing 
which will insure all of the benefits 
of the Patent System and still pre- 
vent the use of important patents in 
such a manner that the interests of 
the people suffer therefrom. 

One of the devices now in use by 
the Patent Office to reduce the num- 
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; YOUNGSTOWN MANUFACTURING, INC. 
: 66-76 S. PROSPECT ST. + + YOUNGSTOWN, OHIO 
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POSITIVE ACTION 
SPIRAL SCREW DRIVERS 

Built for years of lasting service. 
Special phosphor bronze drive 


nuts, precise stufdy construction 
throughout. 










PLAIN AND SETFAST 
EXPANSIVE BITS 


For fast, uninterrupted cutting 
+. wide, open throat for posi- 





tive chip clearance. 





When you sell GREENLEE tools you know that you are dealing in true | 
quality . . . backed up by this kind of guarantee: ‘We guarantee every tool 
bearing the GREENLEE name to be free from imperfections of materials or 
workmanship, and superior in quality and service.” Just another reason why 


so many of the really fine woodworking craftsmen choose GREENLEE! 


Vox. 


‘ 


REGISTERED TOOLS 


GREENLEE 


FAST SERVICE IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits « Expansive Bits « Socket Butt Chisels e Socket Firmer Chisels e Cor Bits e Razor Blade 
Draw Knives ¢ Automatic Push Drills e Spiral Screw Drivers e Bit Extensions « Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1801 Herbert Avenue, Rockford, Illinois, U.S.A. 
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ber of patented inventions which 
remain unused is the public register 
upon which any owner of a patent 
may have his patent published for li- 
censing or sale. This register has been 
availed of by a large number of 
individual patent owners, educational 
institutions, and even large corpora- 
tions which have offered thousands 
of patents for licensing. 

One of the important needs for a 
proper appraisal of the Patent Sys- 
tem and the determination of possi- 
ble devices for its improvement is a 
thoroughly objective study of patent 
utilization. A large number of patent 
cases have been tried which involve 
questions of the manner of use of 
patents, and some evidence has been 
adduced in Congressional hearings 
of practices which are condemned as 
improper uses of patents, but the 
actual data produced by these in- 
quiries has been so limited and so 
abnormal in character that no true 
picture of the Patent System in nor- 
mal operation can be projected there- 
from. It is important that an under- 
taking be made at some time of a 
study sufficiently comprehensive and 
specific that we may learn how pat- 
ents are used normally by their own- 
ers and to what extent the Patent 
System is serving the needs of the 
people and performing its constitu- 
tional objective “to promote the 
progress of science and useful arts.” 





Salutes 


N the United States, the character- 
istic salutation is “Hello” or “How 
do you do?” 

The Arabs say on meeting, “A fine 
morning to you.” 

The Turk says, with much gravity, 
“God grant you His Blessing.” 

The Persian says, “May your shadow 
never grow less.” 

The Egyptian is a practical man. He 
has to earn his taxes by toil under a 
burning sun. Accordingly he asks, 
“How do you perspire?” 

The Chinese loves his dinner. Hence 
he says, “Have you had your rice?” 

The Greeks, who are keen men of 
business, ask one another, “How are 
you getting on?” 

The Spaniards say, “How are you 
passing it?” 

The Germans, “How goes it?” 

The Dutch, “How do you travel?” 

The Swedes, “How can you?” mean- 
ing, “Are you in good vigor?” 

The Russians, the simple, “Be well!” 

—The Hanson Weigh 
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STRENGTH 


ALL THE WAY THROUGH 





@ A padlock can be no stronger than its case. 
Master's fine precision mechanism deserves the 
strongest case modern engineering can devise. 
Master laminated construction provides exactly 
this .. . superior strength, built plate upon plate 
upon plate ... all solidly united under pressures 
up to 300,000 pounds. @ The very appearance 
of a Master laminated padlock proclaims the 
matchless protection it provides. @ Keep in touch 


r Master Padlocks 


EVERY ONE AMZLOUISTANDING VALUE 


Master [ock Company. Milwaukee. Wis. « Worlds Leading Padlock Manufactures 
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Sven feature 


YOUR CUSTOMERS WANT 





CORRECT TEMPERATURES 
Constant Sub-Zero cold for safe frozen food 
storage—with control thot provides 45° be- 
low zero on Hibbard “Snap-Freezer” shelf! 












LARGE CAPACITY 


10.3 Cubic Feet actual sub-zero storage 










of fresh frozen foods. 






FOODS VISIBLE AND 


ACCESSIBLE Four convenient shelves 
—with “cold-saver" doors of strong, trans- | i” 
porent Lustron. 










DEPENDABLE PERFORMANCE 
Permanently lubricated hermetically ~< 
secled motor and compressor unit with 
fon-cooled condenser. 







FOOD FREEZER 
AND LOCKER 





Here it is—the home food-freezer and locker 
designed for convenience —efficiency—and sen- 
sible economy! 

This Hibbard Sub-Zero Freezer will win the 
instant approval of practical home-makers— 
with its generous capacity, its “easy-reach” food 
shelves, and its quiet, hermetically sealed mech- 
anism. 

Here are new but proved features of engineering 
and design for efficient “quick-freezing” and 
safe food preservation. Here is top quality in 
construction and finish, at a price that will startle 
competition! 

Product of a company famous for reliability 
and integrity, the Hibbard Sub-Zero Food 
Freezer and Locker will be easier to sell than 
to sell against! 

Good dealer franchises are now open for rep- 
utable and aggressive retailers. - 





Write, Wire or Phone for Complete Details of Profitable Dealer Franchise 
HOME APPLIANCE DIVISION 


HIBBARD, SPENCER, BARTLETT & Co. 


CHICAS 
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You do more lamp business and make more money when you sell Champion Fluorescent 
and Incandescent Lamps. 


Your wholesaler offers them to you strictly on that basis. It’s easy to see why, once you 
know the facts. 


Champion is an AAA] organization concentrating on quality lamps and nothing else 
but . . . Champion Lamps get to you at lowest possible cost — a straight wholesaler-to- 
retailer set-up; no red tape, no restrictions, no contracts, no hindrances to volume or 
profit of any sort. 


Champion packaging and point-of-purchase display material attracts the business and 
Champion lamp performance brings in the steady repeat volume. 


Why not put in a trial order and see for yourself. 


ASK YOUR WHOLESALER FOR CHAMPION LAMPS 











Lynn, Massachusetts 


A OIVISION OF CONSOLIDATEO ELECTRIC LAMP 
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Corbin Screw Corp. Names 
Two Northeast Representatives 


An announcement of interest , 
| 


in the northeast is the appoint- 
ment of Carl M. Heller by the | 


Corbin Screw Division, Ameri-| 


ment & Pond and before the war 
was district sales manager for 
the Gulf Oil Corp. of Connecti- 
cut. He recently spent a lengthy 


| period of training at the Corbin 





CARL M. HELLER 


ain, Conn., as the sales repre- 
sentative of their standard prod- 
ucts in the territory embracing | 
eastern Massachusetts, Rhode | 
Island, Maine, New Hampshire | 
and Vermont, effective Jan. lst. | 
Prior to joining the Corbin Screw 
Division, Mr. Heller had a rich | 


background of sales experience. 


} 
can Hardware Corp., New om 
| 


He was engaged in important 
sales work with the Pratt & 
Whitney division of Niles Be-! 


plant in preparation for assum- 

ing his new work in the nut, bolt 

and screw machine business. 
Raymond M. Maloney has been 


/ named N. E. sales representative 
| for 


the solicitation of screw 
machine products primary and 
secondary operations and other 


| contract jobs of a special nature. 





R. M. MALONEY 


He has been with Corbin Screw 
Division since 1941 as foreman 
of the multiple spindle auto- 
matics. 








SOLVENTOL CHEMICAL 
PRODUCTS ANNOUNCES 
APPOINTMENTS 


C. A. Campbell, chairman of 
the board and president of Sol- 
ventol Chemical Products, Inc., 
Detroit, Mich., has announced 
that Dr. Willard B. Howes has 
been named a vice-president of 
the company and that Jas. Rowan 
Ewing has been elected secre- 
tary and also appointed a di- 
rector to fill a board vacancy 
caused by the recent resignation 
of Albert J. Kleffman, formerly 


a vice-president. 
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Dr. Howes has been a director 
since organization of the com- 
pany in 1935. S. A. Dodge, execu- 
tive vice-president and treasurer 
and a director since the forma- 
tion of the firm, was re-elected 
to these positions, while George 
Colman Booth, Edgar S. Sells 
and W. G. Gordon were also re- 
elected as directors. 


ELECTRONIC LABS. 
GETS WOOD PRODUCTS 


Electronic Laboratories, Inc., 
of Indianapolis, which recently 


introduced some electronic toys 
to the public, has added a wood 
products division at Harbor 
Springs, Mich. it was an- 
nounced by Norman R. Kevers, 
chairman of the board. The new 
division will manufacture radio 
cabinets and special wood prod- 
ucts as well as cabinets and 
housing for the firm’s ElecToy 
division. Toys recently intro- 
duced were the Black Light 
painting kit; an electric game; 
a toy intercommunications sys- 
tem, and an electric cannon. 


L. J. SMITH HEADS 
SALES FOR TUBULAR 
RIVET AND STUD CO. 


L. J. Smith was recently ap- 
pointed sales manager of the 
Tubular Rivet & Stud Co., Wol- 
laston 70, Mass., having previ- 
ously been assistant sales mana- 
ger for the past three years. He 
joined the company in 1927 as 





L. J. SMITH 


sales engineer in the Detroit 
office, later becoming New York 
area district manager. 





NEW HARDWARE STORE 
REQUESTS CATALOGS 


Alton Hardware, 209 E. Alton 
St., Independence, Mo., a new 
store of which C. B. Hunt is pro- 
prietor, desires catalogs, and 
price sheets on hardware and re- 
lated lines. Display material is 
| also desired. 





SARGENT NAMES 
BOURNE, GIESE 
VICE-PRESIDENTS 


As part of its post-war exten- 
sion of marketing and manufac- 
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HENRY T. BOURNE n 

< 

t 

New Haven, Conn., builders’ 0 

hardware manufacturers, has b 

elected Herman R. Giese and t 

Henry T. Bourne as vice-presi- t 

dents. t 
Mr. Bourne was appointed gen- 

eral sales manager of the com- = 
pany in Oct., 1943, and Mr. 
Giese has been works manager of 
the company since Oct., 1942. In 
addition to their added responsi- 

bilities, both men will retain their r 

former responsibilities. . 

HERMAN P. GIESE 
HARDWARE AGE ; 
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Over Half Million Water Systems 
Needed Annually for Several Years | 


The anticipated demand for 
water systems is from 500,000 to 
600,000 a year and it is belived 
that the demand will continue at 
this level for several years. This 
is what C. D. Leiter, sales man- 
ager of The F. E. Myers & Bro. 
Co., Ashland, Ohio, told members 
of The Central Supply Associa- 
tion at their recent fall meeting 
in Chicago. Mr. Leiter spoke as 
the representative of the Na- 
tional Association of Domestic 
and Farm Pumping Equipment 
and Allied Products Manufac- 
turers. 

Mr. Leiter said that the ex- 
pected production of water sys- 
tems for 1946 is a minimum of 
500,000. “The plant capacity of 
those now producing water sys- 
tems, with anticipated improve- 
ment in the general labor and 
material situation next year, is 
estimated at 700,000 water sys- 
tems per year,” he stated. “Both 
of these estimates, of course, are 
based on uninterrupted produc- 
tion. The demand for water sys- 
tems can readily be supplied by 
the present producers, the qual- 


product is well known to distrib- 
utors, dealers, and users.” 
Mr. Leiter said that few if any 


turers have serious reconversion 
problems. It is believed that all 


production. 


ures for water systems were 


055; 1942, 239,072; 1943, 154.- 
rent rate of production based on 


Department of Commerce re- 


1945 is 371,412 water systems for 
the year 1945. The labor and 
material situation at the present 
time, however, indicate that the 
total for the year will be under 
371,412. 

Water systems were considered 
essential equipment for the in- 
creased production of food for the 
fighting forces, our allies, and 
the civilian population during the 
war. For this reason, limited 
production was continued 
throughout the war years. 











CHRISTOPHER, V.P. 
OF MULTI PRODUCTS 
R. J. Christopher, sales mana- 

ger of Multi Products, Inc., 1914 
South Western Ave., Chicago, has 





CHRISTOPHER 


R. J. 
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been elected vice-president and a 
director of the company, accord- 
ing to an announcement just re- 
ceived. In his new capacity, Mr. 
Christopher will still retain ac- 
tive direction of all sales and 
merchandising activities. Multi 
Products, Inc., manufactures, 
Aristocraft and Multicraft gift- 
ware lines. 





HARRY FOX HEADS 
STAR EXPANSION 
BOLT CO. SALES 


Harry Fox has been appointed 
general sales manager of Sta 
| Expansion Bolt Co., Inc., 147 
| Cedar St., New York, N. Y. Mr. 
| Fox joined the company in 1920, 
| as secretary to the present presi- 
dent, became salesman in 1922 
| and three years later was made 
|New England branch manager. 
| He was appointed eastern sales 
‘manager in 1929. He succeeds 


560; and 1944, 316,385. The cur- | 


ports for the first eight months of | 


ity and dependability of whose | 


| 


of the water system manufac- | 


pre-war producers are now in | 
The following production fig- | 


given by the speaker: 1941, 347,, | 








HARRY FOX 


Roy A. Armie who has retired. | 


The new eastern sales mana- 
ger, Walter Langhauser, will 
shortly leave Atlanta, Ga., as 
manager of that branch to take 
up his duties as eastern sales 
manager with headquarters in 
New York. 


J. J. MCDONALD NOW 
WITH McKINNEY MFG. 


James J. McDonald now repre- 
sents the McKinney Mfg. Co., 
Pittsburgh 12, Pa., in the District 
of Columbia, Maryland and Vir- 
ginia. He was formerly chief of 
the Hardware Section, War Pro- 
duction Board and is a member 
of the American Society of Archi- 
tectural Hardware Consultants. 
His home is at 820 S. Barton 
St., Arlington, Va. 


REEVE NOW PRES. 
OF KINNEY ALUMINUM 


The Kinney Aluminum Co., 


| 5900 S. Boyle Ave., Los Angeles 


11, Calif., has been purchased in 
its entirety by Arthur T. Reeve, 
Chicago, IIl., and Charles W. 
Collom, Philadelphia, Pa. Mr. 
Reeve is now president of the 
company and Mr. Collom is vice- 
president. The company will con- 
tinue manufacture of cast alumi- 
num cooking utensils under its 
present name and operating man- 
agement. 

Considerable expansion of fa- 
cilities and increases in produc- 
tion are planned. 


| 
| 








ROCKWELL SUBSIDIARY 
SHORTENS NAME TO 
EDWARD VALVES, INC. 


The Edward Valve & Mfg. Co., 
E. Chicago, Ind., was recently re- 
named Edward Valves, Inc. The 
company, which manufactures 
cast and forged steel valves, is a 
subsidiary of The Rockwell Mfg. 
Co., Pittsburgh, Pa. The change 
in name was a matter of simplifi- 


| cation for marketing purposes, 


with no personnel or sales policy 
changes. W. F. Crawford con- 
tinues as president of Edward 
Valves, Inc. An expansion of 
manufacturing facilities is plan- 
ned at the Edward plant, the first 
of several additional buildings 
now being under construction. 


PHILLIPS, NOW ASS’T 
PITTSBURGH STEEL 
SALES MANAGER 


Thomas C. Phillips has been 
appointed an assistant genera) 
manager of sales of Pittsburgh 
Steel Co., effective Dec. 18, 1945; 
his duties will be concerned 
chiefly with sales of the com- 
pany’s Monessen- Works steel and 
wire products. Mr. Phillips, ex- 
cept for a few years with Johns- 
Manville handling certain Pitts- 
burgh Steel Co. products, has 





THOMAS C. PHILLIPS 


been associated with Pittsburgh 
Steel Co. in production and sales 
capacities for the past thirty 
years, and since 1941 was dealer 
sales manager of construction 
products. 
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IT TAKES 
TIME 





RECONVERSION OF MACHINES... 
_.. RETRAINING OF EMPLOYEES 


The simplest alarm clock requires just so 
much hand labor which calls for the skill 
brought only by careful training and prac- 
tical experience. 

Those things take time. 


Cloch makers to the nation since 1807 


True, war production taught new manufac- 
turing techniques and Gilbert learned much 
from that experience. 
But, thru temporary disuse, hand crafts 
manship in clock making may have become 
a bit rusty. Skilled clock assemblers and 
adjusters have needed a little time to match 
the speed with which their new machines 
turn out clock parts. 


Clock production is beginning to increase 
and allocations to Gilbert distributors will 
soon become larger and more frequent. 


ASK YOUR WHOLESALER 





THE WM. L. GILBERT CLOCK CORP. 


Fifth Avenue 
New York 17, N. Y. 


WINSTED, CONNECTICUT 
Laconia, N. H. 


141 W. Jackson Bivd. 
Chicage 4, Ill. 
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| ed The H. B. 
| Haven, Conn., builders’ hardware 


BERNARD SALTWICK 
JOINS H. B. IVES 


Bernard Saltwick recently join- 
Ives Co., New 





BERNARD SALTWICK 


manufacturer, and will cover the 
southern territory. For the past 
six years he had been assistant 
manager of the builders’ hard- 
ware Department of The J. B. 
Kendall Co., Washington, D. C. 





LAWRENCE W. FLAGG 
SUCCEEDS HYDE FOR 
HENRY G. THOMPSON 


After more than 20 years with 
The Henry G. Thompson & Son 
Co., New Haven 5, Conn., 
Thomas A. Hyde has requested 
retirement under a pension plan. 
It is his intention to represent 
several tool companies in the 
New York metropolitan area, 
with which he is well acquainted. 

The new direct factory repre- 
sentative in the New York ter- 
ritory for the company will be 
Lawrence W. Flagg. 





CONLON HAS CONTROL 
OF MOORE CORP. 


The Conlon Corp., Chicago, 
Ill., manufacturer of electric 
household appliances has pur- 
chased control of the Moore 
Corp., Joliet, Ill, Bernard J. 
Hank, president and chairman 
of the board of Conlon has an- 
nounced. Mr. Hank will become 
chairman of the board of the 
Moore organization. E. K. Priest, 
Joliet, who has headed the com- 
pany for six years, continues as 
its president. Louis R. Peyla, 
president, Illinois Securities Co., 
Joliet, continues as Moore vice- 
president and director, 

Plans call for expanding the 
production of the Moore plant 
and for production of additional 
lines. The Conlon plant has 
been equipped for four times its 
former capacity and some new 


Conlon lines will also be pro- 
duced in the Moore plant. 
Conlon directors who will serve 
on the Moore board are: E. J. 
Morrissey, Chicago Rivet Ma- 
chine Co.; L. J. Schneider, 
Schneider Metal Mfg. Co., Chi- 
cago, Ill.; E. J. Seifert, Pettibone 
Mulliken Corp. and Mr. Hank. 
Moore directors remaining on the 
newly constituted board are Mr. 
Peyla, John McCowan, plant 
foreman and C. F. Spicer, vice- 
president in charge of sales. 





POWERS NOW BLACK. 
STONE DISTRICT SALES 
MGR. 


The Blackstone Corp., James- 
town, N. Y., manufacturers of 
washers and home laundry equip- 
ment, have announced the ap- 
pointment of Geoff Powers as dis- 
trict sales manager for the north- 
eastern district which embraces 
New England and northeastern 
New York State. 

Mr. Powers has been active in 
major appliance sales for many 
years and joins Blackstone after 
serving, prior to the war years, 
as sales manager, Holland-Rie- 
ger Division, Apex Electrical 
Mfg. Co. 

Previous to his connection with 
Apex, Mr. Powers had been vice- 
president and sales manager for 
the Sweeper-Vac Co. and prior to 
that had been identified with the 
Western Electric and Curtis Pub- 
lishing companies in both Bos- 
ton and New York. 





ALBERT PFEIFFER 
JOINS WORTH HDWE. 


Albert Pfeiffer, Media Line 
Road, Newton Square, Pa., has 
joined the sales organization of 
the Worth Hdwe. Co., Inc., 108- 
110 Worth St., New York City, 
wholesale hardware firm. He will 
travel in the territory comprised 
of eastern Pennsylvania, North 
Jersey, Delaware and part of 
Maryland. Mr. Pfeiffer formerly 
covered that territory for Shields 
& Bro., Philadelphia, Pa., with 
whom he had been associated for 
26 years. 

WAHLE HEADS SALES, 

STAR EXP. PRODUCTS 


William C. G. Wahle has been 
named general sales manager of 
Star Expansion Products Co., 
Inc., 147 Cedar St., New York. 
manufacturer of form ties and 
accessories for concrete construc- 
tion, electronic devices and other 
die cast specialties. He had pre- 
viously been with Star Expan- 
sion Bolt Co., for 10 years, Star 
Expansion Products Co., Inc., be- 
ing an affiliate of the former con- 
cern. 
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WINTER ASST. SALES 
' MANAGER FEDERAL 
TOOL CORP. 


Richard A. Winter has been 
named assistant sales manager of 
Federal Tool Corporation, Chi- 
cago, Ill., according to an an- 
nouncement by Stuart H. Sin- 
clair, sales manager of the firm. 
Following his graduation from 
Northwestern University, Mr. 
Winter gained wide experience in 
sales and sales promotion work 
through his association with A. 
B. Dick Company, and the Ne- 
braska Sales Book Co. In his new 
position, he will assist Mr. Sin- 
c‘air in the promotion of an ex- 
panded line of housewares and 
specialty merchandise. 

He was recently discharged as 
a lieutenant in the U. S. Naval 
Reserve, and during the war 
served at sea for three years 
aboard destroyers. 





KENNEY REPRESENTS 
HOOF PRODUCTS 


The Hoof Products Co., 6543 
S. Laramie Avenue, Chicago 38, 
manufacturer of the new Fleet- 
wind Class “C” model gas en- 
gine, has announced the appoint- 
ment of Hugh D. Kenney to 
represent it as manufacturers’ 
agent in the hobby and toy field. 
Mr. Kenney’s territory will cover 
Minnesota, Wisconsin, Illinois, 
Michigan, Kentucky, Iowa, Ohio, 
Missouri, Indiana, and the cities 
of Lincoln and Omaha, Neb. 





STANLEY WORKS MAKES 
PERSONNEL AND 
TERRITORY CHANGES 


The Stanley Works, New 
Britain, Conn., has announced 
the retirement of Sheridan Mc- 
Clelland, district manager of the 
Cleveland, Ohio, office. Mr. Mc- 
Clelland, who retired as of Jan. 
1, had spent 38 years of active 
service with the company. 





SHERIDAN MeCLELLAND 
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FRANK E. MARVIN 


Announcement has also been 
made that the Cleveland territory 
will be combined with the New 
England territory, the entire area 
to be known as the eastern ter- 
ritory. Frank E. Marvin, long 
time district manager of the New 
England territory, will expand 
his duties to direct sales for the 
new district. Working under his 
direction accounts will be ser- 
viced by J. B. Kiely for New 
England; A. O. Gustafson for 
New York State and western 
Pennsylvania, and H. H. Hurt for 
Ohio, Kentucky, western Virginia 
and Pittsburgh. 





LU JAN REPRESENTS 
MOTOROLA LINE 


The Galvin Mfg. Corp., Chi- 
cago, IIl., maker of Motorola 
Home and Auto Radio, announces 
the appointment of William Lu- 
Jan as sales representative in 
charge of activities in the Rocky 
Mountain area. 

Mr. LuJan, though new to the 
Galvin organization, has had 
previous experience in the field 
of radio sales and merchandising. 
From 1935 through 1938 he was 
employed by the Western Auto 
Supply Co., where he supervised 
radio sales in its retail stores 
throughout five states. From 
1939 through 1944 Mr. LuJan 
was sales manager of the radio 
department of the Central Supply 
Co.. Denver. 

Mr. LuJan will have his head- 
quarters in Denver. 





TO DISCONTINUE 
RETAIL SALES 
IN BIRMINGHAM 


Long-Lewis Hardware Co., 
Fifth Ave. and Ninth St., Bir- 
mingham, Ala., wholesaler, re- 
cently announced that hereafter 
its Birmingham branch will 
operate on a strictly wholesale 
basis only. At Bessemer, Ala., 
the company will continue both 
wholesale and retail operations. 


























From beginning 
to end... 


From the raw steel—produced by 
the world’s largest manufacturer of eut- 
ting steels—to the finished, packed 

product, Camillus knives are made to 
top-quality standards...quality in 
every part of the knife . . . quality that 

is essential to long-lasting service, 
satisfied customers and repeat bust- 
ness. Get the greatest return from 
your pocket knife business—look for 
the fine quality line made by one 
of the oldest and largest manufac- 
“turers of knives in America— 
Camillus Cutlery Company, New 
York 17, New York—a business 
founded in 1876 by Adolph 


Kastor.- 
Cx 


CAMILLUS 
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Eversharp, Inc., Acquires Control 
Magazine Repeating Razor Co. 


Eversharp, Inc., Chicago, IIl., 
has acquired from the American 
Chain & Cable Co., York, Pa., 
the control of the Magazine Re- 
peating Razor Co., Stamford, 
Conn., manufacturer of the Schick 
Injector razor and blades. The 
York firm however will continue 





manufacture of the Schick prod- 


uct for a period of five years. 


Ralph A. Bard is chairman and 
Martin L. Straus, 2nd, is presi- 
dent of Eversharp, Inc., manu- 
facturer of fountain pens and 
automatic pencils. No change in 
the management of the Magazine 
Repeating Razor Co. is contem- 
plated. 











RICHARD F. BERRY 


BERRY IS SECRETARY, 
AMERICAN HDW. CORP. 


Richard F, Berry was recently 
elected secretary of The Ameri- | 
can Hardware Corp., New Brit- | 
ain, Conn., succeeding George 
Hildebrandt who has resigned 
that office but who continues as 
vice president. A member of the 
bar he was with the legal firm 
of Day, Berry & Howard, Hart- 
ford from 1938 to January, 1942, 
then becoming counsel for the 
Manufacturers Association of 
Connecticut. In June. 1943. he 
became associated with The 
American Hardware Corp. as 
assistant general counsel and as- 
sistant to the president. 

During the war he was con- 
nected with the New England 
War Labor Board as industry 
panel member and was an indus- 
try member of the New England 
management -labor committee, 
War Manpower Commission. 








HANNAH HEADS HDWE. | 
SALES IN EAST FOR 
CYCLONE FENCE 


John P. Hannah has been ap- 
pointed district manager, hard- 
ware product sales of the eastern 
district of Cyclone Fence Divi- 
sion, American Steel and Wire 
Co., Waukegan, Ill. He will con- 
tact the hardware trade from 
Cyclone’s district office at 
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Newark, N. J., Mr. Hannah, 
who succeeds J. E. McIntyre, re- 
signed, has been with Cyclone 
Fence for more than 23 years, 
during which he has served in 
various responsible capacities in 
the sales departments at Cleve- 
land, Ohio, Newark, N. J., St. 
Paul, Minn., and in the general 
office at Waukegan. 


FELTON RETURNS TO 
NORFOLK PAINT AND 
E. V. HICKEY IS V.P. 


Norfolk Paint & Varnish Co., 
N. Quincy, Mass., has announced 
that Arthur P. Felton, 2nd, has 
returned to the company as vice 
president and general manager, 
following overseas service with 
Aerial Reconnaisance, Paratroops 
and Office of Strategic Services. 
Prior to his service in the armed 
forces he had been vice president 
and sales promotion of the com- 
pany. 

Edward V. Hickey, who is the 





new director of sales of the com- 
pany, was formerly general sales 
manager of the Gillette Safety 
Razor Co., Bostoa, Mass., and 
later general sales cianager for 
the Electric Shaver Division of 
Remington-Rand. In 1941 he 
served as New England regional 
manager for O.P.M. and later 
W.P.B. Office of Civilian Require- 
ments. 


GEN. MILLS APPOINTS 
H. K. DEWEES CO. 


The H. K. Dewees Co., Mort- 
gage Guarantee Bldg., Atlanta. 
Ga., owned and managed by H. 
K. Dewees, has been named to 
represent General Mills, Inc., 
Minneapolis, Minn., home appli- 
ance department, for the south- 
east district. 


ORGILL BROS. TO 
ENLARGE QUARTERS 


Orgill Bros. & Co., 32 W. Cal- 
houn Ave., Memphis, Tenn., 
wholesale hardware distributor, 
now in its 99th year, is expanding 
its plant with the addition of a 
one-story steel warehouse and a 
75 foot addition on the west side 
of its present four-story and base- 
ment building. A bridge across 
Tennessee St. will connect the 
new warehouse to the six-story 
section of the main building. 

In addition to better shipping 
and receiving facilities there will 
be an extensive recreation room 
for employees and enlarged ware- 
housing facilities. 


ATWATER PACIFIC 
COAST MANAGER FOR 
COLUMBIAN ROPE CO. 
Columbian Rope Co., Auburn, 

N. Y., has recently announced 
the appointment of Kenneth R. 





KENNETH R. ATWATER 


Atwater as Pacific Coast man- 
ager. Mr. Atwater, who has been 
Pacific Coast representative for 
16 years, is a native of Auburn, 
N. Y., and has been with the 
company since October, 1921, 
shortly after his release from 
overseas duty in World War I. 
After three years at company 
headquarters he went to the New 
Orleans office. Two years later 
he was transferred to Houston, 
| Tex., and in 1929 went to the 
| Pacific Coast. 














PREMIER VACUUM CLEANER DISTRICT MANAGERS MEET: A greatly expanded 1946 
advertising and sales promotion program for Premier vacuum cleaners was shown 
at the Cleveland national sales meeting held last month by managers of the 17 Premier 
B. Wilson, manager, Premier Vacuum Cleaner Division, 
General Electric Co., emphasized that aggressive selling of vacuum cleaners will be far 
more necessary and important later on than will be the case in 1946. C. R. Pritchard, 
general sales manager, Appliance & Merchandise Department, General Electric Co., 
emphasized that Premier Cleaners will continue to be distributed as in the past, through 
independent electrical appliance distributors. He said the division will function under 
direction of R. B. Wilson as a separately operated division of the G.E. Appliance and 
A. Thompson, Premier sales manager, outlined the size and 
scope of the 1946 advertising program. Dealer advertising and sales helps were previewed 
by E. A. Hamala, advertising manager and J. A. Buckley, administrative assistant, placed 
special emphasis on the repair and conditioning of cleaners during the year because of 
the fact production will fall short of demand. 


sales districts in this country. 


Merchandise Department. C. 
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THE MODERN METHOD FOR APPLYING 


include. Meyercord Decals are durable, easily applied at 
production speeds and can be produced in any colors, 
size or design for application to all commercial surfaces. 
Investigate their use on your product. Free technical 
service. Address inquiries to Department 11-1. 


Decal men like to wager they can find 20 decals in your 
home or office in half as many minutes. They seldom 
lose because more trademarks, instructions, patent data, 
wiring diagrams, etc., are made from Decalcomania 
than any other material. And Meyercord Decals lead 
the field. In the home—radios, pianos, washers, heaters, 
stokers, tools, furniture, even toilet goods. In the office 
or factory—desks, typewriters, filing cabinets, safes, 
machinery are but a few of the items your count will 


THE MEYERCORD CO. 


World's Largest Decalcomania Manufacturers ae 
§323 WEST CAKE STREET © © © CHICAGO 44, ILLINOIS 
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GLUE TO CIVILIANS 


W. Robert Goepel, manager, 
Industrial Adhesives Div., United 
States Plywood Corp., Weldwood 
Bidg., 55 W. 44th St., New York 
18, has announced that supplies 
of Weldwood glue are again 
open to unlimited civilian use. 
Now that most government con- 
tracts, which called for 90 per 
cent of the Weldwood glue pro- | 
duced, have been cancelled, says | 
Mr. Goepel, “we are promising | 
immediate shipment from stock.” | 


RELEASE WELDWOOD | 





The company has announced 
its willingness to replace goods 
packed, during the war, in war- 
time substitute containers if such | 
goods have deteriorated. Weld. | 
wood is again being packed in | 
metal containers. 

| 





L. M. BEIL JOINS 
THE CROW COMPANY 


Larry M. Beil, former buyer for 
The May Co., Cleveland, Ohio, 
department store has joined the 
merchandise department of the 
Crow Co., 118 St. Clair Ave., 
N. E., Cleveland 14, Ohio, manu- 
facturers agents. Prior to his as- 
sociation for 12 years as a buyer 
of small appliances, housewares 
and sundry lines for May he had 
been merchandising hard lines 
for Sears, Roebuck & Co., pre- 
vious to which he was china, 
glass and housewares buyer for 
Powers Mercantile Co., Minne- 
apolis, Minn. 








RICHARD T. BYRNES 


BYRNES REPRESENTS 
SMALL MOTORS, INC. 


Richard T. Byrnes, manufac- 
turers’ agent of West Chester, 
Pa., has been appointed to repre- 
sent Small Motors, Inc., in east- 
ern Pennsylvania, Delaware, 
Maryland, Washington, D. C., 
and southern New Jersey. Small 


Motors manufactures electric 
grinders and _ fractional hp. 
motors. 


DEMING CO. FILM ON 
PUMP BUILDING 


A new 16 mm., 1000 ft. motion 
picture in technicolor, produced 
by The Deming Co., Salem, Ohio, 
for jobber-dealer sales meetings, 
shows the various steps in the 





manufacture of the company’s 
pumps and concludes with visual- 
izations of some of the numerous 
and varied markets in which they 
are used. The film starts with a 
trip through the Deming foun- 
dry, through the various proc- 
esses of machining, assembling, 
testing and finishing. Of the 
silent type, the film is loaned 
with a related script, when a 
Deming district representative is 
unable to attend an exhibition 


of the film. 


LOUDEN DISCONTINUES 
ST. PAUL BRANCH 


R. W. Loudon, farm line man- 
ager of The Louden Machinery 
Company, Fairfield, Iowa, has 
announced the discontinuance of 
the company’s St. Paul Branch, 
effective Feb. 1. 

Mr. Louden stated, transporta- 
tion companies soon will be able 
to give 24 to 48-hour service from 
Fairfield to most parts formerly 
served by the St. Paul branch. 
In addition, when conditions be- 
come normal, Louden jobber 
representation strategically loca- 
ted throughout this area will af- 
ford dealers the quickest possible 
service on all Louden items. 

Direct factory trained Louden 
representatives will continue to 
serve the Louden dealer organiza- 
tion in the St. Paul territory 
and will be available to assist 
dealers in planning installation 
of modern barn equipment. 








CONGOLEUM-NAIRN 
SHOWS NEW LINE 
TO EDITORIAL GROUP 


New patterns of Veltex and 
Veltone were recently shown to 
a group of editors by the Con- 
goleum-Nairn, Inc., Kearny, N. J., 
office at 295 Fifth Ave. New 
York City. 

Seven new patterns of Veltex, 
keyed to basic colors of the Basic 
Home Furnishing Group were ex- 
hibited as well as four patterns 
of Veltone, with new simulated 
twist weave patterns. The Vel- 
tones combine pattern and color 
for new and unusual decorative 
effects. 

The company’s line includes 35 
new patterns, some with duplex 
felt backing, some with burlap 
backing and the range covers 
everything from % in. Veltones 
through to standard gage inlaid 
linoleum and will include Nairn 
wall linoleum. 

In printed felt base, there will 
be 60 new patterns and designs, 
spreading from Gold Seal Con- 
goleum rugs through 8/4, 12/4 
and runners, with entirely new 
lines of patterns in both Excello 
mats and utility mats, and many 
new and striking effects in Congo- 
wall. 

Congoleum-Nairn also has Con- 
gotred and Congoflor, two new 
mastic surfaced felt base prod- 
ucts. Congotred has the ribbed 
effect of rubber runners, while 
Congoflor will have the smooth, 
colored surface. 
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DECATUR & HOPKINS HONORS D. J. COFFEY ON HIS RETIREMENT: In honor of Daniel J. Coffey, who is retir- 








ing after completing 58 years of association with Decatur & Hopkins Co., Boston, Mass., wholesale hardware distributors, 28 
salesmen and executives of the company recently honored him with a banquet at the Hotel Statler in that city. Mr. Coffey 
started in the hardware business as a stock boy in 1887 and became a salesman in 1894. Frank E. Hopkins, president of 
the company, presented Mr. Coffey with a gold watch and his associates presented him with a substantial sum of money. 
Among the salesmen present only one had ever worked for any other concern, their service record totaling more than 750 
ears in the hardware trade. Reading, left to right, outside row: Ralph M. Billings, George F. Kilcoyne, J. F. Clement, John 
ley, Edward Coombes, Albert P. Dodson, sales manager, Gordon W. Farr, assistant general manager, Daniel J. Coffey, 
Frank E. Hopkins, president, James N. Jones, treasurer, Roscoe Chesley, buyer, Raymond C. Evans, buyer, Albert T. Booth, 
Fred Burns, buyer, Walter Kiaunis and Wallace V. Whitman. Reading, left to right, inside row: Edward F. Hammond, Frank 
Gill, Arne Furst, Fred W. Fowle, Frank McIntyre, Rov E. Snowman, Guy B. Snowman, Albert A. Wessling, George B. Whit- 
man, Harold H. Snow, Norman C. Ricker and Lester Nelson. 
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A PRODUCTION MANAGER CAN DREAM 


Cont lee ? 





E ABOVE is an artist’s conception of how the 
Production Manager at Florence Stove Com- 
pany is feeling these days. 

Yes, he’s dreaming of the day when he can “get 
going”’ on the new Florence Ranges and Heaters. 
And how can you blame him. From snooping around 
in our Merchandise Development Department he’s 
learned about the exciting new Florence heating 
and cooking appliances that will come into being 
as soon as new tools and new dies are available. 


FLORENCE STOVE COMPANY... General Of- 
fices and Plant: Gardner, Mass. Western Offices and 
Plant: Kankakee, Ill. Southern Plant: Lewisburg, 
Tenn. Sales Offices: One Park Avenue, New York; 
1459 Merchandise Mart, Chicago; 53 Alabama 
St., S. W., Atlanta; 301 No. Market St., Dallas. 


JANUARY 17, 1946 


Other times he dreams of \getting steel and then 
some more steel for current production. The fact 
is that as fast as we do get steel it is going into 
current models that are shipped out to Florence 
dealers right from the production lines. 

This is our report to dealers now. But there will 
be more news . . . news that will constantly grow 
in importance to you and your profit opportunities. 
So watch for the word from Florence. It will be 
the business-like thing to do. 


FLORENCE 
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Bullock Heads Manufacturers’ Marketing 
To Merchandise for Non-Competing Mfrs. 


Boyd W. Bullock, former man- 
ager of sales promotion and ad- 


| vertising for General Electric Co. 








BOYD W. BULLOCK 


appliances, has resigned as gen- 
eral sales manager of Oakes & 
Co., Chicago. With John H. 
King, formerly sales manager of 
the Tru Test Division of Oakes & 
Co., Chicago, he has announced 
formation of a new company, 
Manufacturers’ Marketing Co., 


| with offices at 20 E. Jackson 
Blvd., Chicago, Ill. The new com- 
pany of which Mr. Bullock is 
president and Mr. King, vice- 
president and general sales man- 
ager, will conduct a complete 
sales and merchandising opera- 





JOHN H. KING 


tion for non-competitive manufac- 
turers of appliances and house- 





wares, 








BAILEY, WILLIAMS III 
REJOINS LOUIS WILLIAMS 


Louis Williams & Co., manu- 
facturers’ agents, 511 Exchange 
Bureau, Nashville 3, Tenn., has 
announced the return of Jack 
Bailey and Louis Williams III to 
the organization. 


ALBERT KESSLER & CO. 
' PLANS EXPANSION 


Post-war plans for expansion 
are under way at the Albert 
Kessler & Co. sales representa- 
tive and distributor, Furniture 
Mart in San Francisco, Calif. The 
firm specializes in the sale and 
distribution of giftwares, house- 
wares and furniture specialty 
items. Offices and large show- 
rooms in the Western Merchan- 
dise Mart are being enlarged, re- 
arranged and redecorated, and a 
concrete building nearby with 
over 20,000 sq. ft. of warehouse 
and shipping space has been 
leased. A specialized export and 
import department has been 
opened, with teletype and mod- 
ern equipment for handling busi- 
ness expeditiously. 

Mr. Kessler and members of 
his staff will be in New York 





early in January to visit the sev- 





eral factories represented, and to 
contact new firms for new types 
of merchandise. 


CONTINENTAL SCREW 
ISSUES 3 BOOKLETS 


The Continental Screw Co., 
New Bedford, Mass., has issued 
two booklets for employees and 
one for visiting salesmen. The 
Employees’ Manual includes 
everything for new employees 
and a handy reference for old 
employees, carefully written to 
avoid “Don’ts,” with a Continen- 
tal character in marginal 
sketches to lighten each page and 
more graphically emphasize the 
more important items. Another 
employees booklet the Safety 
Booklet features a character 
O. P. (Ounca Prevention) to 
avoid preaching. Mostly humor- 
ous illustrations tell effective 
safety stories. Each booklet also 
contains a separate set of safety 
rules for the department in which 
the recipient works. 

The salesman’s booklet wel- 
comes visiting salesmen, gives 
him all possible information con- 
cerning his call, and his con- 
venience in making other calls in 
the community. 
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Electrical Sales Training Program Held 
By Edison Electric Institute, NEWA 


The initial elements in the 
electrical industry sales training 
program will be ready for de- 
livery and use by the electric 
power companies, manufacturers, 
wholesalers and dealers early this 
month, according to the Edison 
Electric Institute, 420 Lexington 
Ave., and the National Electrical 
Wholesalers Association, 500 
Fifth Ave., co-sponsors of the 
program, both in New York City. 

The program, aimed at training 
the industry’s sales personnel, 
will consist of 18 sound-slide 
films, an equal number of silent 


trailer films, with salesmen’s 
manuals and leaders’ guides to 
accompany each film. 

The course is produced by the 
Vocafilm Corp., 424 Madison 
Ave., New York City, under the 
supervision of the Institute’s sales 
training committee and in co- 


operation with the NEWA. 
The first eight basic sales train- 


ing meetings cover the funda- 


mentals of sales technique; then 
the program progresses to the ap- 
plication of these techniques to 
selling specific services. 








U. S. STEEL SUPPLY 
PLANS CLEVELAND 
WAREHOUSE EXPANSION 


United States Steel Supply Co., 
subsidiary of United States Steel 
Corp., soon will begin construc- 
tion of new steel warehousing 
buildings in Cleveland. The com- 
pany has just acquired a nine- 
acre industrial tract on Bessemer 
Avenue in Southeast Cleveland for 
its new structures which will be 
more than double existing facili- 
ties that are to be abandoned 
upon completion of the postwar 
development. E. E. Aldous 
president of U. S. Steel Supply, 
said the construction of the new 


warehouse is being rushed for. 


operation by the 1946 year-end. 
Mr. Aldous explained that ade- 
quate stocks for the Cleveland 





trade territory will be carried, 
consisting of merchant bars, 
plates, structural steel, hot and 
cold rolled strip, hot and cold 
rolled and galvanized sheets, cold 
finished bars, alloy bars and stain- 
less steel, as well as allied prod- 
ucts. 


McCUNE MERIFIELD 
MOVES SEATTLE OFFICE 


McCune Merifield Co., factory 
representative, announce the re- 
moval of its Seattle, Wash., 
office to 909 Western Avenue or 
Feb. 1. 

This move is part of plans 
formulated several years ago to 
provide greater space and ship- 
ping facilities for its rapidly ex- 
panding business. 











REMINGTON’S SOUTH AMERICAN MANAGER: Roberto 


Chagas (standing), recently appointed as the new manager 


of Remington Arms 


o.’s Brazilian subsidiary, Companhia 


Brasileira de Cartuchos, discusses South American market 
prospects with W. R. Scott, manager of the foreign sales divi- 


sion. 
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faster with a Cheney Nail Holding 
hammer. A Cheney saves hands and 
if saves time, not alone in igelie lal 
nailing but in places hard to get at 
Carpenters, millwrights and main 
tenance men will do a better job 

with a Cheney Nail Hold 


easier 
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HENRY CHENEY 
HAMMER CORP. 
Factory: Little Falls, N. Y. 
Sales Office: 
217 Broadway, New York City 
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Noma Electric Corp. Purchases 
Estate Stove Co. Business 








Henri Sad president, Noma Electrie Corp., and David Kahn, presi- 
dent, Estate Stove Co. 


Noma Electric Corp., 55 W. 
13th St., New York City, Christ- 
mas tree light and novelty light- 
ing effects and toy producer, has 
purchased the Estate Stove Co., 
Hamilton, Ohio, manufacturers 
of gas and electric cooking 
ranges and one of Ohio’s oldest 
industries, according to an an- 
nouncement by Henri Sadacca, 


* president of Noma. David Kahn, 


president and general manager 
of Estate since 1942 continues 
in that capacity. Other officers 
of the company will continue 
since no changes are planned 
either in the management or 
policies of the Estate company. 


Mr. Kahn said that as part of 
the Noma organization, Estate 
expects to produce in addition 
to Estate Heatrola cooking and 
heating appliances, the Noma 
modern air convection electric 
heater. Expansion of existing 
plant facilities for increased 
production and added lines is al- 
ready underway. 

Estate Stove Co. has been in 
existence, under different names 
since 1842. Originally located in 
Hanging Rock it was a small 
stove foundry known as Peebles, 
Wood & Co., later being known 
as Martin, Henderson & Co. In 
1882 it was purchased by Felix, 
Lazard and Sol Kahn, immi- 
grants from Alsace, who changed 
the company name to F. and L. 
Kahn & Bros. The business was 
moved to Hamilton in 1884. In 


1905 the company was incorpo- 
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rated under the name of Estate 
Stove Co., including sons of 
Felix and Lazard Kahn, David 
Kahn, president of Estate and 
Albert Kahn, vice-president, are 
sons of Felix Kahn. Bertrand 
Kahn, vice-president in charge 
of manufacturing, and Lucian 
Kahn, treasurer, are sons of 
Lazard Kahn. 





PTTSBG. SCREW & BOLT 
PROMOTES STAYMAN 


The Pittsburgh Screw and 
Bolt Corp. has appointed Alex- 
ander I. Stayman as manager of 
sales, Pittsburgh and southeast- 
ern districts, with headquarters 
at the general office in Pitts- 
burgh, Pa. 

Mr. Stayman has been a sales 
representative of the Pittsburgh 
office for 11 years und is well- 
known throughout the district in 
which he has served. 





LINDSAY NAMED 
GENERAL STAFF MGR. 
FOR AMERICAN STEEL 
& WIRE SALES DEPT. 


Paul L. Lindsay has been 
named general staff manager for 
sales of the American Steel & 
Wire Co., a U. S. Steel subsidi- 
ary, effective January 1. Mr. 
Lindsay, in addition to other 
duties will assume the responsi- 
bilities of V. H. Farr, assistant 
general manager of sales, who 











retired December 31 after 45 
years of service with the com- 
pany. 

Mr. Lindsay first came to the 
wire company in 1934, as an in- 
dustrial engineer at Worcester 
Mass., having been previously 
employed as works industrial en- 
gineer at the Clairton, Pa., works 
of Carnegie-Illinois. He came to 
Cleveland as chief industrial en- 
gineer in the operating depart- 
ment in February, 1936. In May, 
1938, he was transferred to the 
office of the president and in 
April, 1943, became general as- 
sistant to the president which 
position he now leaves to become 
general staff manager in the 
sales department. 





W. F. UTHE JOINS 

GENERAL MILLS 

APPLIANCE DEPT. 
Roscoe E. Imhoff, manager, 


Home Appliance Department, 
General Mills, Inc., 400 Fourth 





WILLIAM F. UTHE 


St., S., Minneapolis, Minn., has 
announced appointment of Wil- 
liam F. Uthe as eastern Pennsyl- 
vania_ district manager, with 
headquarters in Philadelphia. He 
was formerly a regional sales 
manager for the Cory Glass Cof- 
fee Brewer Corp., Chicago, IIl.. 
and during the war was personnel 
director of industrial relations 
for the Joyce Machine Co. of 
Philadelphia. 


———_— 


GREEK FIRM SEEKS 
HARDWARE LINES 


Word has been received from 
Odysseys & Constantin Econo- 
mou, 82a & 86 Hermes St., 
Athens, Greece, that it is inter- 
ested in locating tool and hard- 
ware lines for representation in 
Greece. D. Economou is import 
manager of the firm which is an 
importer and wholesaler of tools, 
machinery and general hard- 
ware. 





MITZELFELT HEADS 
FRIGIDAIRE BRANCH 


J. A. Mitzelfelt, a veteran of 
20 years with the Frigidaire sales 
organization, has been appointed 
branch manager of the Baltimore- 
Washington branch of the Frig- 
idaire Division, General Motors 
Corp., Dayton, Ohio. 

,Mr. Mitzelfelt began his as 
sociation with Frigidaire as a 
salesman for J. J. Pocock, Inc., 
Frigidaire distributor in Phila- 
delphia. He held the positions 
of retail representative, district 
representative, provincial sales 
manager, educational director 
and metropolitan sales manager 
with the Pocock organization pri- 
or to being transferred to the 
Frigidaire factory in Dayton in 
1937. During the past eight years 
he has been Southwest zone man- 
ager, on special assignments for 
the appliance sales department, 
in charge of the farm replace- 
ment and the new building mar- 
kets; and assistant appliance 
sales manager. Prior to joining 
Frigidaire, Mr. Mitzelfelt was 
manager and buyer for American 
Stores in Pennsylvania. 

L. W. Curl, former branch 
manager of the Baltimore-Wash- 
ington district, has been assigned 
to Birmingham, Ala., where he 
served as branch manager prior 
to the war. 


Cc. J. CAMPBELL NOW 
WITH CONLON CORP. 


C. J. Campbell, long known in 
the appliance field has been ap- 
pointed district sales manager for 
Conlon Corp., Chicago, Ill., wash- 
ing machines and electric ironers 
in western Pennsylvania. He had 
previously been associated at dif- 
ferent times with Westinghouse 
Electric Corp., Bendix lume Ap- 
pliances, Inc., Easy Washing Ma- 
chine Corp. and Meadows Corp. 





Cc. J. CAMPBELL 
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Kryocide D-50 (ready-mixed) 
lib. shaker can 
Also in 3 Ib. bags 
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> he Kryocide—Natural Greenland Cryolite such as 


eal government agricultural authorities recommend 
for pest control—has proved its economy, effec- 
tiveness—proved its worth for years with large 
truck growers from coast to coast... proved its 
st worth to thousands of victory gardeners. NOW LET 
ap- KRYOCIDE PROVE ITS SALABILITY TO YOU! 


for 


ash. Twice as many large growers used Kryocide in 
1ers 
had °45 as used it in °44, And a brand new market— 


dif- the home gardener—has “discovered” Kryocide. 
~ Finally Kryocide is backed by hard-hitting, per- 
Ma- sistent advertising. Kryocide ads appear regularly 
- in farm and garden sections of metropolitan 
newspapers—in state farm papers—in ten lead- 
ing garden magazines reaching nearly 4 million 


readers. 


So stock up with this fast-selling garden insecti- 
cide. Don’t delay...order your supply of 
Kryocide early. Write to Dept. HA. 


PENNSYLVANIA SALT 
M AN U/F TURING C PANY 
1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 2 


New York © Chicogo « St. lovis © Pittsburgh © Cincinnati * Minneapolis *« Wyandotte + Tacoma 
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You'll be a “Doctor of 
Water Closets” with a stock of 
FIT-ONE-FIT-ALL Tank Balls! 
Designed with a tapered seat to assure 
proper operation on all size flush valves. 


Made of a tough, black synthetic 


compound for top-notch performance. 


98.414 
ao 


< 
Baul 


TANK 


COMPACT, COLORFUL 
COUNTER DISPLAY 


12 individually pack- 


Ke So aged FIT-ONE-FIT-ALL 
' f Tank Balls to the handy 
“4 4 counter unit. SEE 

> YOUR JOBBER TODAY. 





















LUCKY STRIKE 


Lavelle Rubber Companys Chicago 
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| dinate the manufacturing activi- 
| ties of the department, has been 
| with the company since 1917 and 


G. E. LAMP DEPT. MAKES 
ADMINISTRATIVE 
APPOINTMENTS 
Announcement has been made 
by M. L. Sloan, vice-president 
and general manager of the lamp 





R. H. HUMBERT 


department of the General Elec- 
tric Co., Nela Park, Cleveland, 
Ohio, of the appointment of R. 
H. Humbert, K. G. Reider and 
M. J. Hamner to administrative 
positions in that department. 

R. H. Humbert, who will as- 
sume administrative responsibility 
for sales activities of the lamp 
department, joined the engineer- 
ing division of the department in 
1924. In 1927 he was transferred 
to the Michigan sales district 
and was named assistant man- 
ager of the Buckeye sales dis- 
trict in Cleveland in 1937. He 
went to Nela Park in the admin- 
istrative division a year ago. 

K. G. Reider, who will coor- 


was made manager of the glass 
manufacturing division in 1941. 
M. J. Hamner has been identified 
with the lamp department for 25 
years and will coordinate re- 
search activities for the depart- 
ment. He was formerly manager 
of the lamp development lab- 
oratory. 


CROSLEY PREVIEWS 
1946 LINE 


A preview of some of the 
products to be produced in 1946 
by The Crosley Corp., Cincin- 
nati, was given Jan. 4, to about 
150 Crosley distributors and their 
key-men by a group of Crosley 
executives at a one-day confer- 
ence at the Stevens Hotel, Chi- 
cago. The showing was for Cros- 
ley distributors only and it was 
pointed out that no announce- 
ment of the forthcoming products 
would be made to the public at 


still in the development stage. 

R. C. Cosgrove, vice-president 
and general manager, manufac- 
turing division, The Crosley 
Corp., and _ vice-president in 
charge of sales of The Aviation 
Corp., spoke to the distributors 
on “The Crosley-Avco Picture 
and Prospects for 1946.” Mr. 
Cosgrove also is president of the 
Radio Manufacturers’ Associa- 
tion. S. D. Mahan, vice-presi- 
dent and general sales manager, 
The Crosley Corp. who presided 
at the conference and talked to 
the distributors on “The Crosley 
Advertising and Promotion Pic- 
ture.” Crosley product, service, 
and credit managers also ad- 
dressed the distributors on vari- 
ous phases of the Crosley sales 
and merchandising program for 
1946. 





EMENY HONORED FOR 
HALF CENTURY WITH 
DEMING CO. 


Frederick J. Emeny, vice-presi- 
dent and secretary of the Deming 
Company, Salem, Ohio, was re- 
cently honored by a dinner by 
the Foremen’s Club in commem- 
oration of his 50th year with the 
company. Mr. Emeny joined the 
company as a pump designer on 
Nov. 1, 1895. In 1902 he was 
elected a director and the follow- 
ing year was made chief engineer. 
He became vice-president in 1921 
and secretary in 1922. He is an 
authority on hydraulics and is 
well known throughout the pump 
industry. 


SCREW & BOLT FIRM 
APPOINTS SIVERD 


The Pittsburgh Screw and 
Bolt Corp., Pittsburgh, Pa., has 
announced that Percy D. Siverd 
has become special representative 
of the corporation’s Pittsburgh 
sales office. His new duties will 
include the corporation’s recon- 
version problems. 





CENTRAL STATES PLANS 
ATLANTIC CITY PARTY 
FOR MARCH 10 


Ben Leve, The Carborundum 
Co., secretary, Central States 
Hardware Club, La Salle Hotel, 
Chicago, Ill., has announced that 
the club will hold its fifth an- 
nual dinner and entertainment, 
Sunday evening, March 10, at 
Hackney’s Restaurant, Atlantic 
City, N. J. This is the evening 
prior to the opening of the triple 
hardware convention of the 
American Hardware Manufactur- 
ers Association, National Whole- 
sale Hardware Association and 
the Southern Hardware Jobbers 
Association. 
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Trine Mfg. Corp. to Make Some Former 
Francis Keil Lines — Manch Is Pres. 


The mail box and electrical 


specialties lines of the former | secretary. 


Francis Keil & Sons, Inc., organi- 
zation are now being made by 
Trine Mfg. Corp., 401 E. 163d 
St., New York City. The Trine 
company plans further expansion 
of its activities at a later date. 
Officers are: Howard Munch, 
president; Gerard Feuerbacher, 
vice-president and treasurer and 


| L. J. Kalwo, vice-president and 

| Mr. Munch was formerly sales 
manager of the Keil company 
and Mr. Feuerbacher was as- 
sistant sales manager. Mr. Kalwo 

| had been production manager for 
Keil. 

| The Trine plant occupies part 

| of the former Francis Keil plant. 








NEW INTERESTS OWN 

TORO MFG. — GOIT 

ELECTED PRESIDENT 
A group of Twin City business- 
men headed by R. C. Lilly, 
chairman of the board of the 
First National Bank of St. Paul, 
has acquired a working interest 
in the Toro Mfg. Corp., 3042 
Snelling Ave., Minneapolis, 
Minn., manufacturer of power 
mowing machinery. The former 


president, H. C. McCartney, one | 
of the original founders of the | 
company, retired together with | 


several of the older stockholders. 

Associated with Mr. Lilly are 
Kenneth E. Goit, formerly vice- 
president, who was elected presi- 
dent to succeed Mr. McCartney 
—John M. Parker, president of 
the Northwestern Aeronautical 
Corp. of St. Paul, and partner in 
Auchinloss, Redpath & Parker 
of Washington, D. C.—Algot M. 
Johnson, president, Al Johnson 
Construction Co., of Minneapolis 
—together with David M. Lilly 
of St. Paul, Robert W. Gibson of 
Minneapolis, and C. Whitney 
Miller of Kansas City—all of 
whom have heen elected to the 
heard of directors. 


Mr. Lilly was named chair- 
man of the board, and it was an- 


nounced that he and several asso- | 


ciates had bought an interest in 
the company “because not only 
does the company enjoy a very 
excellent standing in the mowing 
machinery industry, but we feel 
its future can be best expanded 
from its present Twin City loca- 
tion.” 








BASSICK-SACK NOW 
MAKING FURNITURE 
TRIM IN SOUTH 


Production and deliveries of 
furniture trim are now being 
made from the plant recently 
opened in Winston-Salem, N. C.. 
by the Bassick-Sack Division. 
The Bassick Co., Bridgeport. 
Conn. William A. Kendall is 
general manager of the Bassick- 
Sack unit and Richard G. 
Brooks, assistant sales manager. 
Bassick company acquired the 
former Sack, Inc., plant last 
year for the manufacture of 
authentic reproductions of fine 
period furniture trim. Modern 
style designs are also being made 
by the plant. 
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LET THIS IMPROVED RENTAL 
FLOOR SANDING EQUIPMENT 
WORK FOR YOU! 


Here is the “post war” equip- 
ment you have been waiting 
for—designed exclusively for 
Clarke MV-8 


Heavy Duty 


rental business by the leaders 
Sander 


in the rental field! 


Attractive—Easy To Handle 
Perfect Balance—Low 
Maintenance—Guaranteed 


THE “CLARKE PLAN” MEANS 
MORE PROFITS . . . Yours for 
the asking — complete infor- 


Clarke LV-8 
Light Weight 
Sander 


mation on how to operate a 
successful Rental Department. 


Clarke 
Polisher, 
Scrubber 

Steel Wooler 







plete details 
on Clorke 
Equipment. 








CORY SALES STAFF SEES 1946 LINE: This showing of its 
products and promotional material on the 1946 line was a 
feature of the recent three day sales convention of district | 
managers and sales force of Cory Glass Coffee Brewer Co., | 
221 N. La Salle St., Chicago |, Ill., at the Hotel Continental, 
in that city. There was a one day discussion devoted to a 
preview of 1946 Cory domestic and commercial products, 
including a new domestic coffee grinder. Sales and advertis- 
ing plans were the main subject the second and third days of 
the meeting. Consumer publication advertising was outlined | 
by representatives of various publications. 





SANDING MACHINE COMPANY 


Pioneers. tn Che Rental Field 
30 CLAY AVE. - MUSKEGON, MICHIGAN 
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United Air Lines Announces 
Coast -to-Coast Freight 
Service Starting February 1 


| 
Of interest to the hardware | 


industry are plans just announced 
by United Air Lines for inaugu- 
ration of air freight service over 
its coast-to-coast and Pacific Coast 
system effective February 1. 


United’s air freight tariff, filed 
with the CAB Jan. 3, shows rates 
as low as 27 cents a lb. on ship- 
ments of 3,000 lbs. from coast to 
coast. Typical examples of the 
new tariffs are: 25 lbs. from New 
York to the Pacific Coast, $8.78; 
100 lbs., $33.63; 25 lbs. from 
Chicago to Los Angeles, $6.46, 
for 100 lbs., $24.35. The tariff is 
based on minimum shipments of 
25 Ibs. 

According to C. P. Graddick, 
the company’s director of air 
cargo, charges are graduated ac- 
cording to volume and distance 
shipped so as to give the lowest 
possible rates to volume shippers 
for long distance hauls. Mr. 
Graddick said United will con- 
tinue to carry air express on all 
planes, with the Air Express di- 
vision of the Railway Express 
Agency serving as a nationwide 
pickup and delivery system. Air 
freight will be designed for the 
heavy package type of cargo, 
moving on less frequent sched- 
ules, with optional pickup and 
delivery. 

“Our freight tariff is the 
simplest yet filed with the Civil 
Aeronautics Board inasmuch as 
we do not have various rates for 
various classifications,” said the 
airline official. “This marks a 
definite break from the traditions 
of rail, truck and earlier air 
freight tariffs.” He announced, 
however, that a separate tariff 
had been filed for the experi- 
mental movement of fruits and 
vegetables from west coast grow- 
ing areas to the east at a rate of 
15 cents a ton-mile for trans- 
continental plane-load shipments. 

United’s air freight service will 
be inaugurated with use of three 
daily round trip flights which the 
company currently is operating 
from coast to coast with a fleet 
of twin-engined Douglas DC-3 
Cargoliners. 

The service will apply to all 
cities on United’s system, either 
through direct flights of Cargo- 
liners into those cities or through 
connections of these all-cargo 
planes with the company’s com- 
bination passenger-cargo Main- 
liners. 

Through contract arrangements 
with motor carriers, pickup and 
delivery service will be provided, 
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at the option of air freight ship- 
pers or receivers, in the metro- 
politan areas of Boston, New 
York, Newark, Philadelphia, De- 
troit, Cleveland, Chicago, Denver, 
Los Angeles, Oakland and San 
Francisco. Such service will be 
extended to other cities. This 
will be separate from the air ex- 
press pickup and delivery system 
provided by Railway Express. 

United’s air freight tariff is 
based on airport-to-airport ser- 
vice, with pickup and delivery 
charges being additional. These 
will be based on actual trucking 
costs to United, amounting to 35 
cents per 100 lbs., for either pick- 
up or delivery. Any shipper or 
receiver can use his own facilities 
to deliver or pickup air freight 
shipments. 


G-E BUYS PLANT 
IN ALLENTOWN 


¥ FOR APPLIANCES 


The General Electric Co., 
Bridgeport, Conn., has purchased 
from the RFC a 58,000-square 
foot factory in Allentown, Pa., 
for the manufacture of electric 
appliances. 

According to present plans, 350 
persons will be employed in the 
plant. The factory, on South 
12th Street, Allentown, was built 
in 1921. Later acquired by the 
RFC, it was operated during the 
war by Consolidated Vultee Air- 
craft Corp. 


J. R. HURLEY BACK 
WITH HURLEY MACH. 
DIV. AS PRESIDENT 


John R. Hurley, after serving 
three years with the headquar- 
ters Army Service Forces, has re- 
sumed his duties as president of 





JOHN R. HURLEY 








the Hurley Machine Division of 
Electric Household Utilities 
Corp., Chicago, lll. Mr. Hurley 
has been associated with that 
firm since 1929. He entered the 
United States Army in 1942, and 
rose to the rank of major. E. N. 
Hurley continues as chairman of 
the board of the company. 





REYNOLDS ACQUIRES 
ALUMINUM PRODUCTS 


Reynolds Metals Co., Utensil 
Division, Louisville, Ky., recently 
announced its purchase of the 
Aluminum Products Co. La 
Grange, IIl., manufacturers of the 
Lifetime line of aluminum kitchen 
utensils. Marketed to a limited 
extent before the war stopped 
production, these utensils will be 
distributed through normal re- 
tail channels as the Reynolds 
Lifetime line. 


COLEMAN SERVES ON 
RED CROSS COMMITTEE 
Sheldon C. Coleman, executive 


vice-president and general mana- 
ger of the Coleman Company, 


eS 





‘ SHELDON COLEMAN 


Inc., Wichita, Kan., has been 
elected to a three-year term on 
the Central Committee of the 
American Red Cross. Announce- 
ment of Mr. Coleman’s election 
followed the annual meeting of 
chapter delegates in Washington 
earlier this month. 

The Central Committee is the 
top policy group of the Red 
Cross and is made up of 18 
members. 


POLK’S BUYS MID-WEST 
HOBBY BUSINESS 


Polk’s Model Craft Hobbies, 
314 Fifth Ave., New York City, 
distributors in the model field, 
has announced acquisition of the 
entire hobby activities of the 
Central Camera Co., 228 S. Wa- 
bash Ave., Chicago, III. 





KELLEY HEADS SOUTH 
CENTRAL DISTRICT 
FOR GENERAL MILLS 
The appointment of Robert P. 
Kelley as south central district 
manager has been announced by 





ROBERT P. KELLEY 


Roscoe E. Imhof, manager of the 
new home appliance department 
of General Mills, Inc., Minneap- 
olis, Minn. Mr. Kelley began 
operations Jan. 1 with headquar- 
ters in Cincinnati, Ohio. 


Mr. Kelley attended Notre 
Dame University and was gradu- 
ated from Ohio State University 
in 1936. After receiving his 
Bachelor of Science in Com- 
merce degree, he joined the West- 
inghouse Electric Corporation 
and became field supervisor for 
trafic appliances in the New 
England and central districts. 
Later, he served as section adver- 
tising manager for ranges, water 
heaters, and dishwashers. 


National distribution of new 
home appliances will begin in 
the spring of 1946. In prepara- 
tion, General Mills is currently 
opening 13 district sales offices 
throughout the country. The in- 
itial distribution to retail dealers 
will include electric irons and 
pressure saucepans. 


KELVINATOR PLANS 
ARGENTINE PLANT 


The formation of a company to 
construct a new plant at Buenos 
Aires, Argentine, for fabrication 
of Kelvinator refrigeration prod- 
ucts, ranges and other household 
appliances for distribution 
througout that republic was re- 
cently announced by George W. 
Mason, president, Nash-Kelvina- 
tor Corp., Detroit, Mich. The 
company will be known as Dar- 
kel, S.A., according to E. H. 
Wilcox, Kelvinator export man- 
ager. 
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First in PRODUCTION: within 24 hours after 


V-J Day. “Toastmaster” had begun to reconvert... 
a flying start whose pace has been maintained—and 
will increase as “Toastmaster” swings into the job 
of producing many more toasters than ever be- 
fore. Get set to sell plenty of them. 


First to DELIVER: Because a toaster on your 
counter is worth ten on paper. “Toastmaster” hustled 
out the industry’s first shipments of new models. 
Not in large quantity at first but enough to provide 
samples for display, to help you obtain orders for 
future delivery. 













ToOASTMASTER 


TOASTER 


First in ADVERTISING: “Toastmaster” toaster 


advertising has always done the biggest, most con- 
sistent, best selling job—for you. It’s doing that 
now with millions of messages monthly in Life, 
Post, Collier’s, Good Housekeeping, True Story, Par- 
ents’ and Bride’s Magazine. 


First in ACCEPTANCE: On the word of men like 


you, “Toastmaster” makes the ove toaster that folks 
ask for by name. From the record, more “Toast- 
master” automatic toasters have been sold than all 
other makes combined! Such strong, active preference 
is half the battle as you know. 


First in PROFIT POSSIBILITIES: Put the fore- 


going firsts together and you have the basis for more 
“Toastmaster” toaster sales. Sell more quality toast- 
ers at the price that quality earns and that adds up 
to more profit! Any way you look at it, the outlook 
is bright for “Toastmaster’’* dealers. 


TOASTMASTER ZicecZcc 


= ee is a registered trademark of McGraw Electric C 
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Toastmaster Propucts Division, McGraw Electric C S., igi in, I. 
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TOP YOUR COUNTER-SALES 
WITH AN 


ACE KNIFE-SHARPENERS 


Are back ... 


profits. Packaged for attractive counter-display, 


all set to help you cut-in on the 


the Ace Knife-Sharpener sells itself. It’s an aid 
to brighten the eye of any housewife . . . one 
quick look and it’s gone! 


BOTH POPULARLY PRICED MODELS 


are made with sturdy precision-ground cutters 
that are guaranteed to sharpen the dullest knife. 
They cut-down the sharp remarks about dull 
blades in any household. They carve-out big 
profits for you. 


TABLE MODEL SELLS FOR 75¢ 





Can be mounted on any surface . . . table, cabi- 
net, or wall. Packed one-half dozen to a display- 
box. Shipping-weight, 21% lbs. per box. 


HAND MODEL SELLS FOR $1 






For those who prefer a portable 
sharpener. Brightly enameled 
green or red handle. 
Packed one-half dozen 
to a display-box. 

Shipping-weight, 31% 
lbs. per box. 

WRITE FOR 

JOBBER DISCOUNT 


ACE MANUFACTURING CORPORATION 


ACE KITCHENEEDS 
1202 E. Erie Ave., Philadelphia 24, Pa. 

















OBITUARIES 





C. A. Musselman, Board Chairman of 
Pablishers of Hardware Age Passes 


Calvin A. Musselman, chair-| he had devoted his entire busi- 


man of the board of the Chilton 
Co., publishers of HARDWARE 
Ace, and other business publica- 





Cc. A. MUSSELMAN 


tions, passed away Jan. 3 at 
Presbyterian Hospital, Philadel- 
phia, Pa., following a long ill- 
ness. Seventy-three years of age, 





ness career to the business paper 
field. He enjoyed a nationwide 
reputation and acquaintance 
among publishers and editors of 
the trade press. Last year he 
retired as president of the Chil- 
ton Co. to become chairman of 
the board. A man of high ideals 
and intellect, he was of a re- 
served nature. 

At one time secretary and 
treasurer of the Chilton Co., he 
became president of its automo- 
tive unit in 1923 and was elected 
president of the company in 
1934. 

Long a leading figure in the 
Associated Business Papers, trade 
association of the business paper 
field, he was a past president of 
that group and served on many 
of its important committees. He 
had been a member of the board 
of directors of the National Pub- 
lishers Association and a mem- 
ber of the Society of Automotive 
Engineers. 

Mrs. Musselman and a daugh- 
ter, Mrs. Mary Acton survive. 





DAVID H. FULTON 


David H. Fulton, owner of the 
Plantabbs Co., 1 W. Biddle St., 
Baltimore, Md., manufacturer of 
plant food, passed away last 
month in his office at the age of 
62. Until his passing he had 
been in good health. He was a 
32nd degree Mason and was ac- 
tive in the Advertising Club in 
that city. Mrs. Fulton, a son and 
a daughter survive. 


T. F. DORN 


Theodore F. Dorn, 66, adver- 
tising and catalog manager with 
the John Pritzlaff Hardware Co., 
Milwaukee, Wis., wholesaler, 
died Dec. 8 in that city. Mr. 
Dorn had served the company for 
33 years. 


OLIVER G. DONALDSON 


Oliver G. Donaldson, formerly 
associated with his brother, Wil- 
liam J., in a hardware business 
in Seneca Street, Buffalo, N. Y., 
died recently in his Buffalo home 
after several years illness. He 
was 84 yeare old. Later in life 
he started a stove and furnace re- 
pair company, now known as the 
0. G. & D. H. Donaldson Com- 
pany, 50 South Division St. 





Another brother, David H., was 
a partner in this firm. 

Beginning in 1905, Mr. Donald- 
son helped develop several min- 
ing areas in Ontario, Canada, and 
from 1917 to 1942 was a Wright- 
Hargreaves director. He was a 
megeber of the Park Country 
Club of Buffalo, the Orchard 
Park Country Club and the Coun- 
try Club of Buffalo, as well as 
the Buffalo Club. 





JOHN T. EVERETT 


John T. Everett, president, 
John T. Everett & Co., Memphis, 
Tenn., manufacturers’ agent, died 
recently at the age of 60. Special 
representative in a wide terri- 
tory in the south, for several 
hardware manufacturers he had 
made his headquarters in Mem- 
phis for the past 45 years. Mrs. 
Everett, two sons, two daughters 
and a sister survive. 





RALPH McLENDON 


Ralph McLendon, 64, presi- 
dent of the former McLendon 
Hardware Co., Waco, Tex., at the 
time of its liquidation, passed 
away Dec. 9 in a hospital in that 
city. Mrs. McLendon, a daughter 
and two grandchildren survive. 


HARDWARE AGE 
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JAMES J. DONNELLY 


James J. Donnelly, vice-presi- 
dent and sales manager of the 
Sheffield Bronze Paint Corp. 
Cleveland, Ohio, died sunddenly 





JAMES J. DONNELLY 


Dec. 19th, 1945, at his home, 
17920 Winslow Road, Shaker 
Heights, Cleveland, Ohio, after a 
heart attack. Mr. Donnelly, 60 
had been prominent in the paint 
business for more than 27 years. 
He was sales manager for the 
Ohio Varnish Co. from 1918 until 
1929 when he became associated 
with Sheffield Bronze. He is sur- 
vived by his widow, Beatrice, and 
a daughter, Mrs. Joan Augustine. 
A solemn requiem mass was held 
for him Sat., Dec. 22nd at St. 
Cecelia’s Catholic Church, Cleve- 
land, Ohio. 


*| manufacturers’ agent, 





MARSHALL G. WHITE 


Marshall G. White, secretary- 
treasurer of Stratton-Warren 
Hardware Co., Memphis, Tenn., 
wholesale hardware distributors, 
died recently at the Methodist 
Hospital, Memphis, following a 
heart attack. He was 57 years 
of age. 

Widely known in hardware 
circles, Mr. White joined the 
L. M. Stratton Co. in 1906 and 
went with the Stratton-Warren 
Company when it was organized. 
He was an elder in the Idlewild 
Presbyterian Church and had 
been active in its work for many 
years. He was also a member of 
the University Club and the Oak 
Donic ene Club. 


D. w. MACOMBER 


Donald W. Macomber, sales 
representative with the Lufkin 
Rule Co., Saginaw, Mich., died 
Dec. 12 in his room at the Noel 
Hotel, Nashville, Tenn. 





J. T. EVERETT 
John T. Everett, southeastern 
died Dec. 
13 in Memphis, Tenn., after an 
illness of several weeks. 





R. N. WALLACE 


Reuten M. Wallace, 64, hard 
ware merchant in Gould, Ark., 
died at his home in that city on 
Dec. 16. Mr. Wallace went. to 
this city several years ago after 
residing in Hamburg and Mc- 
Ghee, Ark. 








COMMERCE DEPT. HAS 
SMALL BUS. CREDIT 
SOURCES BOOKLET 


How small businesses may ob- 
tain credit and capital for sound 
business ventures is explained in 
a bulletin on “Credit Sources for 
Small Business” issued Jan. 4 by 
the U. S. Department of Com- 
merce. Available at 15 cents per 
copy from the Superintendent of 
Documents, Washington 25, 
D. C., or from Department of 
Commerce field offices it dis- 
cusses in detail the types of 
credit extended by a wide vari- 
ety of institutions. Included are 
banks, industrial banking com- 
panies, small loan companies, 
factors, sales finance companies, 
miscellaneous finance companies, 
insurance companies, equipment 
manufacturers, wholesalers, RFC, 
Federal Reserve Banks, FHA 
and various other types of insti- 
tutions. 

In general, the bulletin says, 
the business man is justified in 


seeking a loan when he can use| 
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it to cut costs or otherwise in- 
crease efficiency by more than 
the cost of obtaining the addi- 
tional funds, but he should not 
forget that “other things being 
equal the company that gets the 
credit it needs at the least ex- 
pense wins.” 


—_— 


ALL BOND DRIVES 
CALLED OFF 
BY TREASURY DEPT. 


The Treasury Department has 
announced that there will be no 
more bond drives but E, F, and 
G Bonds will continue to be sold. 
These securities, known succes- 
sively as Defense Bonds, War 
Bonds, and Victory Bonds, will 
now be called U. S. Savings 
Bonds. 

The Treasury’s goal for 1946 
is about 6 billion dollars’ worth 
of Savings Bonds, as contrasted 
with over 20 billion dollars’ in all 
types of government bonds sold 
by the Treasury to all individuals 
in 1945, the last war year. 
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BUILT WITH NEW METALS! 





POSTWAR “WATERHOUSE” 
DRYER AVAILABLE NOW! 


“WATERHOUSE” 


for more than 30 years the finest and 


Yes, we are delivering our 
Dryer... 
best-built revolving clothes dryer on the market! 
Again with galvanized steel] post and steel ground 
socket. 

NOW with new postwar improvements . . . new 
aluminum formula castings and brace arms. Pounds 
more durable than ever! 


lighter... stromger... 


@ EASY TO HANDLE. Opens automatically! 
@ SAVES STEPS. The line comes to you! 


@ COUNTERBALANCED. An exclusive 
HOUSE” feature. 


@ SAVES SPACE. Comes down in a jiffy! 
AVAILABLE IN THREE SIZES: 
#1 — 100 ft. of line #2 — 125 ft. of line 
#3 — 160 ft. of line 
JOBBERS! Our postwar plans call fer op g new itories 
in various sections of the United States. Interested jobbers 
are invited to write for details. Your dealers will be asking! 


“WATER- 
Revolves at slightest breeze. 


For prices and full details contact your necrest 
lebber or write direct. 





CLOTHES aevte: 


REG u. PATENT OFF 


BUTTS MANUFACTURING CO. 


CALIFORNIA 


AARELCES «23, 


PREORARE Ro et aa 
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BROWNELL 


ADON H. 


A. H. BROWNELL TELLS 
CHURCH CLUB ABOUT 
LOCKS AND HARDWARE 


Adon H. Brownell. 
sales manager, Lockwood Hard 
ware Mfg. ( o., Fite hburg, Mass., 
and author of the book “Taking 
the Mystery Out of Builders’ 
Hardware,” HaArp- 
WARE AGr, gave an ad- 
dress on locks and hardware be 
fore the Enterprise Club of the 
First Parish church, in that city. 
Exhibiting 


veneral 


published by 


recently 


samples of his com 
pany’s present product he also 
showed some very old-fashioned 
locks, making comparisons be 


tween the size and security of 
those locks and modern locks and 
After 
builders’ hardware in general he 
told of the furnished 
by the company for the Statler 


Hotel in Washington, D. C. 


hardware. speaking about 


hardware 


N. Y. DISTRIBUTOR FOR 
ROYALBILT LINE 


The Royal 


1335 Folsom St.. San 


Engineering Co 
Francisco 
3. Calif. has announced the ap- 
pointment of the S. W. Smith 
Distributing Co., 96 Warren St.. 
New York City. as 
for the “Royalbilt Line” 
metropolitan area of New York. 
New Jersey, 


Vania, 


distributor 
in the 
eastern Pennsyl- 
Philadelphia, 
England. 


and 


FELDMAN HEADS 
HARDWARE SQ. CLUB 


Irving J. Feldman, Keystone 
Bolt & Nut Corp., was elected 
president of the Hardware Square 
Club of New York, Inc., at its 


recent Christmas dinner party at- | 


tended by 80 members and guests 
at the Hotel Cornish Arms, New 
York City. 

Newly elected vice-presidents 
are: Howard Erickson, Ek Hard- 
ware Co.; George Warner, George 
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New } 


| Appliance 





| Long Island Hardware ( - 


Warner Co., and Edward Brandt, 


Long 
Ralph 5S. 


Island City, N.Y. 


| Allen, Diamond Expansion Bolt 


as secretary, and 
Fred S. Scholl, Long Island Hard 
ware Co.,, 


Co. continues 


R 
retiring 


Atkinson, R. J 


as treasurer. 
president oe 


Atkinson, Inc.. 


Brooklyn, was 
elec ted trustee, 
SHANEMAN, PRES. 
PENN. SALT MFG. 
UNIT IN TACOMA 
Fred C. Shaneman has been 


named president of the Pennsy! 
vania Salt Mfg. Co. of Washing 
ton, a subsidiary of the Pennsy| 
Salt Mfg. Co. it was 
Beale, 
president of the parent company. 


vania 
announced by Leonard T. 

Mr. Shaneman, who has served 
as vice-president of the Washing 
ton subsidiary since 1939, joined 
the Penn Salt 


1930 as salesman and assistant to 


organization in 


the manager of the Tacoma, 


Wash., plant. He 


manager in 1931 and in 1933 was 


became sales 
named manager of the subsidiary 


company, then known as_ the 
Tacoma Electro-Chemical Co. 

He is a director of the Puget 
Sound National Bank and of the 
\merican Mail Line, a steamship 


company with offices in Seattle. 


250 AT KEYSTONERS 
CHRISTMAS PARTY 


About 250 hardwaremen were | 
guests of The Keystoners at their | 
annual Christmas party, Dec. 15, 
at the Engineers Club, Philadel- | 
phia, Pa. Details of the festive | 
occasion were in the hands of the | 

committee, Eric | 
Federschmidt, Black & Decker | 
Miz. Co. chairman: Jack Me- | 
Cann, J. H. Williams & Co., and | 
E. A. McKenna, North Bros. | 


Mig. Co. 


entertainment 


GAS APPLIANCE ASS’N | 
CHANGES ITS NAME 


The change in name of the As- 
sociation of Gas Appliance & 
Equipment Manufacturers to Gas 
Manufacturers Asso- 
ciation recently announced 
by H. Leigh Whitelaw, managing 
director of the association which 


was 


has headquarters at 60 E. 42nd | 
St. New York City 17. Funce- 
tions of the association will in no 
way be altered, the name change | 
being for the purpose of simpli- 
fication Membership — in 
the association totals 296 manu- 
facturers of gas appliances and 
equipment, representing approxi- 
mately 80 per cent of the total 


only. 








volume of such equipment made | 
in this country and Canada. 
Harold Massey has been ap- 


pointed assistant managing direc 
tor of the association. He was 


previously associated with the 


American Radiator and Standard 


Sanitary Corp.. New York City 
in the sales, advertising, engineet 
ing and design of automatic gas 
water heaters, boilers, furnaces. 
conditioners and — conyersion 


house-heating burners. 


NEMA BEGINS PROGRAM 
ON THE USE OF FANS 


Starting Jan. 1, the fan section 
of the National Electrical Manu- 
Assn. hegan an educa- 
and 


fac turers 
tional program on the use 
functions of electric fans. 

\ national infermation service, 
through the trade press and con- 
sumer publications, will “explain 
how to get the greatest benefit 
from the many types of portable 
fixed fans now in 


fans and 


servic e.” 


C. L. Harrison, president, Vic- | 


tor Electric Products, Inc., is the 
1946 chairman of the fan section 
of NEM \: the 


merchandising 


committee in charge of the pro- | 


gram is comprised of W. B. Mas 
senburg, John Wright. 


Rafferty and Leslie E: 


George 


Gaut. 


APEX LINE SHOWN 
TO DISTRIBUTORS 


\ meeting attended by 175 dis- 
tributor representatives was held 
Apex Electrical Mfg. 
Co., Cleveland, Ohio, January 3. 
The distributors. 


here by 


who came from 
all parts of the United States and 
talks by C. C. 
and A, C. 
Scott. vice-president in charge of 
sales. The complete current line 
of Apex appliances was pre- 
sented during the meeting, along 


Canada _ heard 


Frantz, president, 


with a new folding electric ironer 
and the Apex automatic 
washing machine which will be 
marketed during late spring o1 
early summer. 


new 


BRIDDELL OBSERVES 
50TH ANNIVERSARY 
Chas. D. Briddell, 
field, Md., recently observed its 
with a tableau 


Inc., Cris- 
50th anniversary 
and musical program which re- 
viewed the growth of the manu- 
facturing firm since its inception 
in 1945. 
sented in four scenes, each por- 


The program was pre- 


traying a time and place which 
was depicted on a large painting 
that formed part of the scenery. 
The company has also issued a 
large, attractive calendar, com- 
memorating its anniversary. 











COL. ARTHUR H. ROGOW JOINS SOUTH END HARD- 


| WARE: Col. Arthur Rogow, 


est Newton, Mass., has re- 


cently joined South End Hardware Corp., 1095 Washington 


St., Boston, Mass., as treasurer and director. 


Col. Rogow is 


shown, left, with Lieut. Gen. Oscar Griswold, First Service 
Command, who recently presented Col. Rogow with a. cita- 
tion for his wartime work as director of procurement at 
Jersey City Depot. Prior to his military service Col. Rogow 
was an executive of Sears, Roebuck & Co., and since 1934 
was in charge of the retail operations of that concern in the 
metropolitan Boston area. He has been a member of Boston's 
Governing Council of the Retail Trade Board, director of the 
Retail Merchant's Credit Bureau and the Boston Rotary Club 
as well as State Controller for the Massachusetts Committee 


for Public Safety. 


HARDWARE AGE 
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: The Autoyre policy of applying 
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blean the best in design and workmanship 
h re- 
pane- to bathroom and kitchen accessories 
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pre- . 
nate every American home can well afford 
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nting is your guarantee of volume sales! 
nery. 
ed a 


com- 


2600 Soap Dish in lustre chrome—one item of matched line 
of 25c sellers. A Sanford Design. 


BATHROOM AND KITCHEN ACCESSORIES 


“Designed to Make the Passer-Buy!” 





THE AUTOYRE COMPANY OAKVILLE, CONNECTICUT 
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Mark of 
... Merl... 


--.ON ATHLETIC 
EQUIPMENT 











The D & M “Lucky Dog” Brand has long 
been nationally known and nationally accepted as a mark of 
merit on quality athletic equipment, Painstaking research and 
product development for the goods marketed under this 
famous brand have kept their quality bigh and have given 
the brand buyer preference wherever athletic equipment is 
sold. D & M “Lucky Dog” Sporting Goods—for baseball, 
softball, football, basketball, volley ball, soccer and other 

sports—are sold only through legitimate jobbers. For com- 

plete information and catalogs, write your jobber, The 


DRAPER-MAYNARD CO., 400 York Street, Cincinnati 14, 
Ohio, U. S. A. 
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EELS and ACCESSORIES 


FISHING RODS 


Light, strong sturdy rods for every purpose. One and 
two piece styles in both 4 and 5 ft. lengths. All steel 
rods, cadmium finish with guides and special new end 
tip. Fine finish wood handles. Wt. 6 oz. List price, $2.00. 


FLY ROD REELS 


“Lord Weldon,” flyweight; precision-built. Center shaft 
steel bearing lapped and ground for free silent casting. 
Aluminum spool. Holds over 50 yards of line. Single 
action; almost silent drag. Fully guaranteed. Green 
baked enamel finish. List price, $3.50. 


Sand Spikes 








Reel Seats 
One piece style. List price Steel; zinc-plated. Tapered ° 
$1.00. DeLuxe 2 piece col- sliding bands to hold large immediate 
lapsible chrome finished or small reels. List price Deliveries 
sand spike. List price $2.00. $2.00 per doz. e 
Write for Catalog and Discounts 


Royalbilt Line 





© 1335 Folsom Street 





© San Francisco 3, California 
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YOU CAN SAY THAT AGAIN, SISTER, 


if you’re exclaiming over H&R quality 
firearms, for we are the only manufac- 
turer of a complete line of .22 caliber 
rifles and shotguns and revolvers—and, 
it is a line! The blending of workman- 
ship and the finest material with the 
“know-how” skill of our veteran gun- 





H&R “LEATHERNECK” 
Model 165 
.22 cal. semi-automatic 


The Army-Navy “E” Award 
ve times for high 
achievement in the 
of training an 


Keeping our pledge to lead the field with the newest 
and best in firearms we invite you to inspect the new 
H&R Targeteer, .22 cal. 10 shot bolt action repeater 
rifle; the H&R Topper single barrel shotgun; the 
H&R Defender, 5 shot .38 cal. revolver; and models 
illustrated below—all quality members of the H&R 
firearms family. 





roduction 
combat 


— QUALITY ARMS SINCE 1871 _ —_ 
HARRINGTON & RICHARDSON ARMS CO. 


335 PARK AVE., WORCESTER 2, 





smiths make every H&K firearm the 
leader in its respective field. Yes, we’re 
proud of the H&R quality firearm family 
with many exclusive patented features 
—proud to invite you to see these guns 
now. Limited quantities of these guns are 


available for shipment NOW. 

















Model 365 


H&R “SPORTSMAN” 
Model 999 
Double action, 9-shot, .22 cal. 


MASS. 
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H&R “REG'LAR” 


Single shot, bolt-action .22 cal. 





















FOR EVERY NEED! 


International makes chain for every 
need: industrial, marine, farm, automo- 
tive. What's more, our manufacturing 
and service facilities are complete in 
every detail, and our engineers are 
ready to help solve any unusual chain 
problems. Ask your distributor to ex- 
plain why this can mean a more profit- 
able chain business for you. 








175 Attend 8th Annual Party 
Of Central States Hdwe. Club 


The Central States Hardware 
Club, Inc., Chicago 9, IIL, held 
its eighth annual meeting and 
dinner party. Thursday, Jan. 3, 
1946, in the Grand Ball Room of 
the LaSalle Hotel, Chicago. 
More than 175 members and 
guests enjoyed an evening of 
professional entertainment. A 
highlight was The Eagle Lock 
Co. quartet which rendered 
several harmoniously vocal num- 
bers. 

Officers elected for the club 
were: president, Walter M. Floto, 


American Steel & Wire Co.; vice- | 
president, William M. Olsen, The | 


Lamson & Sessions Co.; secre- 
tary, Ben Leve, The Carborun- 
dum Co., and treasurer, James 


A. Billings, The Payson Co. | 


Will J. Feddery, Cleveland, Ohio, 
central western manager, Harp- 
WARE AGE, continues as chairman 
of the board. 

Members elected to serve three | 
years on the board of directors | 
were: H. S. Bywater, Ames Bald- 
win Wyoming Co.; R. G. Hol- | 
lingsworth, P. & F. Corbin, and | 
William M. Olsen, The Lamson | 
& Sessions Co. 





WALTER M. FLOTO 


Two members, who retired 
from active duty and were elected 
to life membership are: C. L. 
Clark, formerly with the Green- 
lee Tool Co. and H. A. Hamilton. 
formerly with the American Stee] 
& Wire Co. The club’s present 
membership is 330 and it is 
planning to hold dinner parties 
in Atlantic City in March and a 
golf party in June. 








N. Y. WIRE CLOTH 
CONTEST FOR NAME 
FOR SELVAGE EDGE 


The New York Wire Cloth Co., 
500 Fifth Ave., New York 18, is 
sponsoring a contest for the selec- 
tion of a short, decriptive name 
for its Multi-Strand Selvage Edge 
used on its Opal, Liberty Bronze 
and Aldura wire screening. Multi 
Strand refers to a special edge 
woven in for extra strength which 
earries the brand name and lineal 
footage. This contest is open to 
all hardware and building supply 
wholesalers, their employees and 
their customers. The contest does 
not réquire the purchase of any 
of the company’s products for 
eligibility. It began Jan. 1 and 
will end midnight, March 31. 

Awards, all in the form of Vic- 
tory Bonds, include first prize of 
a $500 bond; second award, $200 
bond; third, $100 and _ four 
awards of a $50 bond. There are 
also 10 awards of a $25 bond 
each. In the event of ties, dupli- 
cate awards will be provided, 
awards to be made whether or 
not the company decides to 
change the name of its selvage. 
All names submitted will be- 
come property of the sponsor. 

Decisions of the judges will be 
final, members of the judging 
committee being: John L. duFief 


Civilian Production Administra- 
tion, Washington, D. C.; M. J. 
Hoover, eastern general manager, 
Sun Chemical Co. and Kenneth 
A. Heale, managing editor, Harp- 
WARE AGE. 





Cc. J. CHRISTOPHER 
HEADS COUNCIL 


C. J. Christopher, manager. 
Minnesota Retail Hardware As- 
sociation, was recently elected 
president of the council in Edina, 
a Minneapolis, Minn., suburb. He 
won the election by a good mar- 
gin, although new in_ local 
politics. 





Cc. J. CHRISTOPHER 
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STAR BRUSH APPOINTS | Star Brush, “grew up” in the 
FOULKROD, JR., EASTERN | business and he will present a 
SALES REPRESENTATIVE | distribution arrangement for Star 
products for the paint brush 


L. Everett Foulkrod, Jr., re- . T _ 
trade. The company is expand- 


cently discharged after 3% 


> 3 ‘ *|ing its services to prewar cus- 
years’ service with the U. S x 


‘| somers, as well as merchandising 
pure bristle and nylon brushes to 
the broad trade field, featuring 
hardware and painting trade dis- 
tribution. 





ROENFELDT HEADS 
ST. LOUIS HDW. 
SALESMEN’S ASSN. 


| Harry Roenfeldt, Tiemann 
| Hardware & Supply Co., St. 
| Louis, Mo., wholesalers, was 
| elected president of the Hard- 
| cane Salesmen’s Association of 
| St. Louis, Inc., at the annual 
| meeting held Dec. 21. Warren 
| R. Becker, Fritz Smith Mfg. Co., 
land M. J. O'Reilly, Socony 
| Vacuum Oil Co., were elected 
L. E. FOULKROD, JR. | first and second vice-presidents 
respectively. Ken. Thein, Benja- 
Army, has been named eastern | min Moore Co., is secretary and 
sales representative of Star| Walter R. Cameron, Soilax Co., 
Brush Mfg. Co., Inc., of Boston, |is treasurer. Joseph Schindler, 
Mass. Mr. Foulkrod, the son of | Crescent Supply Co., is sergeant- 
L. E. Foulkrod, vice-president of | at-arms. 
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ARKANSAS | store in that city for the com- 


The B. W. Thomasson Hard: | P#"Y- 
ware Co. is the name of a new 
firm which will be opened in MINNESOTA 
Rison, Ark., early in January. 
The firm’s store will be located 
on West Second St. 


Fred C. Nuffer retired from the 
Nuffer Hardware store in Hills, 
| Minn., as of Dec. 31, 1945. His 
Mr. and Mrs. Eldor Johnson, | sons Albert C. and Fred are con- 
Park Hill, Ark., recently pur-|tinuing the business. Albert C. 
chased the Besser Hardware, 510- | Nuffer has been a partner in the 
12 Center St., Little Rock, Ark. | firm for the past three years and 
| Fred A. Nuffer, recently dis- 

|charged from the U. S. Navy 

ILLINOIS | succeeds his father in manage- 


: =F | ment of the store. 
Walter Sprinkle has purchased | 


the Ford Mathew hardware store | 

in Talulla, Ill., from Mrs. Mat- | 
hew, following the death of her MISSOURI 

husband, its owner. A. Riggs and sons, A. M. and 

Louis Riggs, have formed a part- 

| nership with A. A. Grugett and 

KANSAS | have purchased the Kirk-McCoy 

Hardware store at Sikeston, Mo.., 

Fred A. Quigg, Elk City, Kan., | Mr. Grugett being manager of 

has sold his hardware business in | the store which is now known as 
that community to Don E. Illian, the G. & R. Hardware. 

Parsons, Kan. The Quigg hard- 

ware store dates ‘back to 1878. 


NEBRASKA 


The S. A. Foster Lumber Co., 
MASSACHUSETTS |recently purchased the Veith 
Harry Lampert, Middlesex | Hardware Co., 909 O St., Lincoln, 
Supply Co., Lowell; Mass., has|Neb., operated by the Veith 
purchased a building at 92-100} family since 1871. Clarence O. 
Central St., Lowell, for a third | Bergstroesser is the new manager. 


| 


JANUARY 17, 1946 











































MADE TO ANY FORMULA, 
TO COMPLY WITH YOUR 
PRICE REQUIREMENTS 


If you have your own brand, or if 
you wish to establish your brand 
and gain extra profits and an im- 
portont new asset, look to Lasting 
for finest quality paints and allied 
products. Our customers include 
foremost jobbers, exporters, chain 
stores and large retailers. Mammoth 
production assures smooth and 
speedy cooperation. Our adver- 
tising stoff will design your labels, 
if you wish. 


QUICK, SMOOTH SERVICE 





LASTING PRODUCTS CO. 


MANUFACTURERS OF QUALITY PAINTS, VARNISHES, 
WATERPROOFINGS AND PLASTIC MATERIALS 


200-212 $. FRANKLINTOWN ROAD, BALTIMORE 23, MD. 





























$51,000,000 Hardware Item 
Inventory Dec. 1, in U. S. 
Gov't Surplus Stock 


War Assets Corp., new Reconstruction Finance Corp. 
subsidiary, will be chief disposal agency for con- | 


sumer goods. 


(Washington Bureau 
of HaRDWaRE Aap) 


Quantities of surplus consumer | 


goods totaled over $1 billion on 
December 1, 1945, according to a 
recent RFC report. Inventory on 
hand amounted to $562 million 
and inventory in transit totaled 
$445 million, RFC said. Inven- 
tory of hardware items is esti- 
mated at slightly over $51 million. 

Surplus declarations, according 
to SPA sources, are expected to 
triple in the first six months of 
1946 compared with the last half 
of 1945. Estimated total sales 
through December, 1945, amount- 
ed to $509 million. 

Hardware items included 
among probable offerings of con- 
sumer goods during January, 
1946, and corresponding dollar 
values are as follows: 


ITEMs VALUE 


Hardware 

Sheet packing $234,449 
Leather belting 17,932 
Barbed wire 250,548 
Log and tow chains 78,163 
Sling chains 125,108 
Padlocks 211,089 
Varnish & paint 

brushes 670,274 
Garbage cans & tops 292,682 
Whitewash brushes 653,312 
Shovels 300,000 
Axes 151,869 
Mattocks 338,557 
Picks, railroad 96,390 
Pliers, side-cut 1,220,000 
Wire cutters 336,000 
Hammers 700,000 
Wrenches, adjustable 

pipe 420,101 
Pliers, round-nose 156,060 
Screw drivers 64,560 
Canned heat & fuel 

tablets 1,495,875 
Whisk brooms 112,768 
Fencing, wire chain 

link 29,512 
Ladders, extension 113,103 
Leather keepers 131,000 
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Fence posts 1,500,000 
Tool handles 218,723 
$9,918,075 


Hardware items that have been 
offered for sale to date are as 
follows: 





| 





Hardware 
Handtrucks, 2-wheel $358,750 
Hunting knives 357,258 
Scissors 779,583 
Pipe threading tools 53,985 
Shotgun shells 1,465,000 
Clay targets 126,400 
Push brooms 169,238 
Floor sweeps 109,522 
Poultry netting 67,150 
Horse brushes 20,892 
Snow fence 40,994 
Wire nails 124,374 
$3,673,446 


The office of Surplus Prop- 
erty, RFC will continue to serve 
as chief disposal agency of con- 
sumer goods until the recently 
formed War Assets Corp. takes 
over around Feb. 1. 








Priorities Regulation 33 
To Assist in Construction 
Of Moderate Cost Housing 


CPA predicts 400,000 homes 
under this program in 1946 


A new Priorities Regulation, 
No. 33, contains CPA’s plan of 
priorities assistance for moderate- 
cost housing so desperately 
needed now, and to which vete- 
rans of World War II, including 
merchant seamen, will be given 
preference. This rating will be 
awarded by the Federal Housing 
Administration, operating through 
its 52 field offices. Application 
forms were first available until 
Jan. 15, when P. R. 33 became 
effective. 

Under the terms of the new 
regulation, an HH rating is es- 
tablished for 10 housing ma- 
terials which are critically short. 
These ratings will be awarded 
either to individual veterans who 
wish to build for themselves, or 
to builders who will erect dwell- 
ings, in the sale or rental of 
which preference will be given 
to veterans. 

A further requirement is that 
each unit shall be built to sell 
for not more than $10,000 
(finished price, including land 
and improvements) or to rent 
for not more than $80 per month. 
Housing already under way may 
be brought within the program, 








if it meets these standards. The 
materials to which priorities 
will apply are: common and face 
brick, clay sewer pipe, structural 
tile, gypsum board, gypsum lath, 
cast iron soil pipe and fittings, 
cast iron radiation, bathtubs, lum- 
ber, and millwork. 

During the period of construc- 
tion and for 30 days thereafter, 
builders will be required to offer 
these “priority” homes exclu- 
sively to veterans. After that they 
may be offered to non-veterans 
but at no increase in the sale 
price or rent agreed upon before 
construction. When these homes 
are resold, no more than the 
original price paid may be 
charged. Also, veterans will have 
a 30-day option to buy in the 
case of resales. CPA predicts 
that 400,000 homes will be built 
under its new program in 1946, 
and believes a “substantial num- 
ber” of them will sell for less 
than $10,000 or rent for less 
than $80. It is prepared, if 
necessary, to establish quotas to 
see that a fair share of the homes 
built are in the lower price 
ranges. 





CPA REMOVES SOME 
IMPORT CONTROLS 


CPA has removed import con- 
trols on bristles; cattle tail hair; 
congo gum copal; industrial dia- 
monds; soft hemp (cannabis 
sativa); horse mane and _ tail 
hair; jute fiber and butts; 
meshta, punga and urena lIcbata 
fibers. This action was by re- 
vision of general imports order 
M-63, and follows termination of 
allocation of these materials by 
the combined raw _ materials 
board. 


TIGHTEN LEAD RULES 
—ONLY 61 USES ARE 
NOW PERMITTED 


Following a Dec. 17 amend- 
ment of Lead Order M-38, a new 
amendment quickly followed, on 
Dec. 19, to take effect Jan. 1. 

The restrictions on uses of lead 
are re-written, itemizing only 61 
permitted uses, and it is again 
made clear that these uses are 
authorized only when substitutes 
are unavailable or not service- 
ably efficient. Also “secondary,” 
or remelted scrap lead, must be 
used wherever possible, in place 
of new lead. 

Faced with an expected lead 
deficit of 60,000 tons in the first 
quarter 1946, the government 
will have to release 25,000 tons 
from its stockpile, leaving only 
about 50,000 tons held. 

Annual use of lead is now 
about 1,000,000 tons, compared 
with a pre-war production rate of 
600,000 annually. The CPA ex- 
pects to curtail authorized uses 
between 12 and 15 per cent as a 
further conservation necessity. 





REVOKE ALLOCATION, 
PAPER, PAPERBOARD 


Revoking order M-241, CPA 
ended allocation controls on 
paper and paperboard, effective 
Jan. 1. Inventory controls, how- 
ever, will be maintained through 
P. R. 32. Order M-241, previ- 
ously had established reserve per- 
centages of paper mill production 
“for the fulfillment of govern- 
ment and essential needs.” 

In the latest month reported 
(October), production of paper 
and paperboard reached a record 
level of 1,572,692 tons. 
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is here now! 


DEVELOPED BY U. S. RUBBER CO. 
FOR FIREFIGHTERS’ SUITS! 
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| NEW Art Litho Embossed Mats with Washable 
| Plastic Lacquer Finish 


: _* NEW All Plastic—Non-Breakable Mats 
€ | * NEW Aluminum Leather Grain Mats 
V4 | * NEW Panel Mats in Exquisite Patterns 


Ste (PSN ee BOE 


This is going to be a big year for Betty 
Brewer Table Mats, so be among the 
first to stock the full 1946 line. Order 
from your favorite wholesaler or direct 
from the Brewer representative serv- 
ing your city. See 
distributor list 
below for address. 


See ate 


wn ee Tee 
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SEND FOR 1946 
CATALOG-FOLDER 
Write at once for new 1946 
Catalog-Folder. it shows 
complete new line of Betty 
Brewer Mats—gives full por- 
ticulars on sizes—displays— 
advertising help, etc. It gets 








you acquainted with the 
money - making ossibilities 
Betty Brewer's 1946 line of 
gorgeous table mats offers. 





Le ee ee ee a ee ne ae 


| All matscome 
| | transparently 
wrapped and 
packed in 
attractive 
Betty Brewer 
display boxes 





No. 55—3 Pes. No. 59—3 Pes. 


BREWER & SONS “‘hicaco 21, muinois 


Betty Brewer Sales Representatives: 
The asbestos ironing board Better-looking ironed work. R. H. BARKER, Route 2, Sand Lake, Michigan 
cover housewives dream Elastic binding for easy fit. LEWIS C. BRADY CO., 483 S. Race St., Denver 9, Colo. 
about! Actually burnproof! For the present, only a lim- B. A. BROMWELL, 723 12th St., N. W., Washington, D. C. 
Much safer and longer lasting! ited supply of these cover BOUDROT & GARSIDE, 157 Federal St., Boston 10, Mass. 
Washable! Easier to iron over. and pad sets are available. BERT J. CLARK CO., 318 City Bank Bidg., Kansas City 8, Mo. 


Pat. Off 


CARL A. LEWIS, 1149 Cumberland Road, N. E., Atlanta, Ga. 

LONE STAR SALES ~GENCY, 301 N. Market St., Dallas 2, Tex. 

ED T. LOCKE, 207 Hazen Bidg., Cincinnati 2, Ohio 

THE MARTIN CO., 200 5th Ave., New York 10, N. Y. 

STEINMETZ & KELLY, 1422 Merchandise Mart, Chicago 54, lil. 

F. M. WARBURTON ASSOCIATES, Valley View Rd., Hudson, Ohio 

* FRED C. WOOD CO., Western Mdse. Mart, San Francisco, Calif. - 

Brach Shop Bidg., Los Angeles, Calif. 
Portiand Mdse, Mart, Portland, Ore. 


) ewer 


-WABLE MATS + 








IRONING BOARD COVER 








TEXTILE MILLS: Genera! Offices: 3948-50 Roosevelt Rd., Chicago 24, Ill. Lk ses | 
New York Office: 200 Fifth Ave. Mills: Chicago and Athens, Ala. AMERICA'S FINEST 
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No. 33 Finn or "Hunting" Knife, Saber 
ground 4" Blade. Sportsmen have been 


The artist is just having some fun with us, but perhaps his 


cartoon will give you some idea as to how we feel about eagerly waiting for this streamlined all-pur- 


today’s conditions. Naturally, we wish that we were turn- ose Huntin Knife ideal f Fishi 

a or isnin 
ing out the full line of Federal Practical Housewares — P ; 9 9: 
including many new items — and making immediate ship- Hunting, and Camping. Now available for 


ment on every number. But we can’t! Facilities and supplies ‘ ‘ és * 
simply are not adequate—even this long after V-J Day. immediate shipment. Price $16.50 per 


So... we will continue to do the best we can under present dozen complete with sheath 
circumstances. Your patience is appreciated and we look ? 
forward hopefully to giving you the really dependable 


oo ces QUEEN CUTLERY COMPANY 


| 47 EAST 34th STREET 
NEW YORK 16, NEW YORK 


) 
| 
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January 1 7, 1946 


ADVANCES 


Some counting devices, parts. 


Pincor Lawn Mowers—OPA ap- 
proved consumer prices for hand lawn 
mower models manufactured by the Pio- 
neer Gen-E-Motor Corp., 5841-49 Dickinson 
Ave., Chicago 39, II]., as announced by the 
company are as follows: Model A-16, 
$22.50; Model B-16, $18.75; Model C-16, 
$14.95, and Model D-16, $10.95. 


* . . 


Horse hides pricing — Effective 
Jan. 3, OPA has made minor changes in 
the regulation establishing dollar-and-cent 
ceilings for South American untanned 
horse hides and pony skins. The amended 
supplementary regulation was No. 14E, 
under the general maximum price regula- 
tion. 





. * * 


Non-ferrous metals Effective 
Jan. 3, OPA has provided resellers of cer- 
tain non-ferrous metals, minerals and prod- 
ucts, with a procedure which authorizes 
them to pass on to buyers, the dollar-and- 
cent amount of any increase in price grant- 
ed by OPA for indigidual manufacturers. 
Gold-leaf, bronze powder and other indus- 
trial products are included. This was pro- 
vided in an amendment to supplementary 
regulation 15 under the General Maximum 
Price Regulation. 


Counting devices pricing — 
Veeder-Root, Inc., Hartford, Conn. have ad- 
vanced prices on all of its counting 
devices and parts by five per cent, in 
accordance with OPA authorization under 
Price Regulation 136. The balances pre- 
viously unshipped and all new orders will 
be billed at the increase. Notice is given 
to distributors and other resellers of these 
counters and parts that they are not per- 
mitted to increase their resale prices, unless 
by special application to OPA for an ad- 
justment to reflect this increase in their 
cost. 
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Hardwick stove company—lIssu- 
ing to its trade, effective Dec. 31, a new 
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to $111.50 each in the zone 4 area, which n 
includes the far western states. a 
- . - p 

Nite-T-Lites — Littlefuse, Inc., ‘ 
Chicago, have bulletined their trade as fol- u 
lows: “The Internal Revenue Department a 
have recently ruled that the Revenue Act te 
of 1943, effective April 1, 1944, which in- Z 


creased the tax on light bulbs and tubes to 
























































schedule of OPA approved prices, the 20 per cent, is applicable to the Nite-T-Lite. : 
Hardwick Stove Co., Cleveland, Tenn., lists The additional tax applies to shipments to : 
its line of eight models of gas ranges and purchasers made by the manufacturer, and 
one of bungalow ranges. Wholesaler’s will be charged at the time the Nite-T-Lites . 
prices are detailed, zoned for sales to re- are billed to the purchasers. Wholesalers 
tailers f.o.b. the wholesaler’s shipping may pass on the amount of the tax which :' 
point. Detailed dealer’s prices are zoned the manufacturer passed on to them pro- 
for sales to consumers, including delivery vided they separately state the amount of f 
and installation, throughout four zone the tax on all invoices and other sales s 
areas. Consumers’ prices on gas ranges receipts. A retailer may pass on the E 
vary from $69.50 each to $101.50 each in amount of the tax which he has paid on t 
the close-in zone one, to a range of $75.75 each Nite-T-Lite or the amount of the tax f 
I 
\ 
I 
‘ 
Wholesale Hardware Sales « 
By Geographic Divisions, for November, 1945 | 
SALES REPORTED SALES YEAR-TO-DATE c 
Covcent Chases q 
DIVISIONS November 1 Thousands of Dollars 
' from Percent ga gum ! 
Number from 1945 1944 
of Nov. Oct. Nov. | Nov. 11 mes. | (Add a { 
Firms b| 1944 1945 1945 1944 1945 194s 000) 
U. 8. TOTAL d 285 +12 — 2 |$41,176 |$36,646 ($42,196 | + 3 ($468,436 |$454, 891 
New England......... 24 —~s | 937| ez] 9e4/ +6 | 12,388] 11,610 
Middle Atiantic....... 71 +16 -1 6,493 | 5,624 | 6,540; +5 74,101 674 
East North Central... 49 +15 -4 7.728 | 6,697 | 8,012; +6 81,462 | 77,126 
West North Central... 35 +21 -1 7,263 | 5,973 | 7,357) +85 64,301 | 61,556 
alae baled 26 +17 -7 2,007 | 2,315 | 2,908; +6 32,661 | 30,709 ' 
South Central... 20 +21 —10 2,638 | 2,185 | 2,990) +10 25,782 | 23,489 
West South Central... 21 +10 +3 4,816 | 4,362, 4,664; +9 67,517 | 62,866 | 
fancdbeenndt "1 +31 -3 1,339 | 1,022; 1,378; +8 13,927 | 12,928 
Kiduwbabtaccess 24 -6 - 6 6,220; 5,558 | 5,600; —6 83,535 | 88,646 
| 
Bureau of the Census Prepared in Business Division by Current Statis tical Service 
a Includes 38 reports received too late to be incorporated in Census Bureau published releases 
b Number does not apply in all cases to the year-to-date figures. | 
c Includes reports received too late for inclusion in previous monthly totals. 
d Includes data for four firms not allocated te geographic divisions. 





regions: 

land—(Conn., —_— vy N. H., R. L, Vt.) 

Middle Atlantic—(N. J., N. Y., Pa.) 

East Nerth Central—(IIL, ind. Mich, Ohie, Wisc.) 

West Nerth i Kan., Minn., Mo., Neb., N. D., S. D.) 
Seath Atiantic—(Del., D. C., Fla., Ga., Md., N. C., ’s. C.. ve. W. Va.) 
East South Central—(Ala., ~~ Miss., Tenn.) 

West South Central—(Ark., . Okla., Texas) 

Meuntain—(Ariz., Colo., dae ‘Mont., Nev., N. M., Utah, Wyo.) 
Pacifice—(Calif., Ore., Wash.) 
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for which he as been billed. This amount 
must be stated separately from the maxi- 
mum price noted on price stickers and 
counter signs, and also on sales slips, if 
given.” 

* + * 

Skiing equipment — Dollar-and- 
cent ceiling prices have been established 
at all levels of distribution for various types 
of new and used skiing equipment, exten- 
sive quantities of which have been de- 
clared surplus by the Army and now are 
being made available for civilian use, the 
Office of Price Administration has an- 
nounced. The retail ceilings, effective 
Dec. 21, 1945, are $11 to $15.50 a pair for 
new mountain type skis; $8.25 to $11.63 
a pair for used mountain type skis; $4 a 
pair for new ski poles; $3 a pair for used 
ski poles; $4.50 a pair for new ski bind- 
ings; $3.38 a pair for used ski bindings; 
and seven cents a pair for new ski adap- 
tors. Where the equipment is sold at re- 
tail, each pair must be tagged with the re- 
tail ceiling price 01 a suitable sign must be 
posted showing the ceiling price. Order 
90 to Supplementary Order 94—Special 
Maximum Prices for Certain Skiing Equip- 
ment. 

« . * 

Import pricing controls—A pre- 
liminary release of OPA’s proposed new 
federal pricing policy on imports is under 
study. It is intended to clear the way for 
renewal of international trade, yet protect 
the cost of living of American consumers. 
Apparently meeting the approval of im- 
porting industry advisors, the new policy 
will be incorporated in a revised import 
price regulation. Some time will be need- 
ed to draft all details, but OPA expects 
the order will be issued before imports 
from former war areas begin to flow in quan- 
tity. OPA’s policy will be to hold the line 
on goods with “significant influence” on 
business costs or on cost of living, especially 
where high prices for foreign products 
might upset the domestic market for simi- 
lar goods. Every effort will be made to 
facilitate restoration and expansion of the 
import trade. Three main groupings are 
established for domestic resale of foreign 
products. 1. Basic raw materials, such as 
metals, hides, fats and oils and raw foods, 
will be held as closely as possible to pre- 
sent ceilings. 2. Minor industrial ma- 
terials, that do not significantly affect pro- 
duction cost of other goods or the cost of 
living, may, like domestically produced ma- 
terials of the same category, be released 
from price control. 3. Import prices for 
semi-manufactured and manufactured 
goods will generally be based on the im- 
porter’s total landed costs. Exceptions 
will be made covering fields where higher 
import prices might hurt the stabilization 
program for similar domestic goods. 

* « . 
Other OPA rulings — Effective 


Jan. 2, an increase of 8 per cent over Oct. 
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That’s the opinion of all 
who have previewed the 


NEW 


Can-O0-Mat 


(TRADE MARK) 


See it for yourself ... see why this new RIVAL 
ORIGINAL is being proclaimed 


The Most Beautiful Can Opener 
Ever Made 
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}) MANUFACTURING 
= COMPANY 


ORIGINALISTS “WAWSAS CITY, 
in KITCHENEERIN missouR! 
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Wholesale Hardware Inventories : we 
gu 
By Geographic Divisions, for November, 1945 fe 
a, <a an 
END-OF-MONTH INVENTORIES (Cost STOCK-SALES RATIO b pil 
an 
Percent Change pn 
DIVISIONS November 1945 Thousands of Doliars 
from 
Number 
of Nov. Oct. Nov. Nov. Oct. Nov. Nov. Oct sti 
Firms 1944 1945 1945 1944 1945 1945 1944 1945 h 
s 
U. S. TOTAL ¢ 189 15 + 3 $46.92! $40,901 $45,695 166 158 152 ra 
New England 14 +26 1 1,456 1,156 1,444 243 194 226 a 
Middle A'lantic 42 +13 1 | 5,382 4,784) 5.428 144 144 141 cl 
East North Central 36 +25 4 9,751 7,771 9,404 146 139 135 
West North Central 25 +16 4 | 9.976 | 8.573 9.590 148 159 142 1] 
South Atlantic. . 19 + 3 + 2 2,204 2,145 2.165 114 133 105 or 
FAST East South Cen ral 11 +23 7 1,368 1,108 1,273 140 112 116 
West South Ceniral 16 +14 + 3 5,848 5,137 5,676 170 172 176 ye 
ING Mouniain 8 +13 + 6 700 746 115 135 106 
SELL Pacific 16 e? 2 | 10,131 9,511) 9,949 31 199 215 ne 
e fil 
Bureau of the Census Prepared in Business Division by Current Statistical Service pl 
PORTABLE a Includes 26 reports received too late to be incorporated in Census Bureau published release. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. be 
e c Includes data for two firms not allocated to geographic divisions. . te 
th 
LOW 1, 1941, manufacturers’ prices, for enameled and toilet tissues may be sold by retailers in 
PRICE cast iron plumbing fixtures, such as tubs, at acquisition cost, plus the March, 1942, in 
QUICK PROFITS FOR YOU lavatories and sinks, is authorized by OPA dollar-and-cent markup, under OPA amend- pI 
to permit the industry to realize average ment to regulation 266, effective at once. de 
\ useful. attractive product you can peacetime earning rate after increases in To help toward adequate supplies of 
sell easily. Steel construction, modern eae - i % ; . i ‘ 
; P tie : material prices and basic labor rates. gummed cloth tape in the reconversion 
design, bright finish are combined : - we ; : ‘ ail 
with felding features fer portability. | pward adjustment in ceiling prices for period, manufacturers’ price ceilings for 
Can be used anywhere—in_ back- 55 and 58-gal. open head steel drums is this tape have been increased 26 cents ce 
vards, on picnics, at camps or on approved by OPA, “to encourage produc- per 1000 yards, by OPA amendment to tt 
hunting trips. The finest broiler- tion of these two sizes of drums and to regulation 129, effective Dec. 27. ce 
barbecue for its price on the market. alleviate the necessity for users to resort to as gk U 
Its unique, exclusive features guar- higher priced shipping containers made 
antee sales. Immediate deliveries. . Re Th “— in } Removed from price control — th 
ood, S é 5 - the gener: 7 P ° ~ 
o we ( a ament me nt to the gencra Effective Dec. 31, OPA has revised Supple- C 
maximum price regulation was effective >: 9 ° . 
aig" a mentary Price Order 129, ending price con- P 
also Jan. 2. . ‘ ‘ 
Quickly assem- trols on a considerable list of items, Pi 
bled for use Household vacuum cleaners and _ attach- ap low! Wood 
on stand or on ments will return to retail stores at March. which include the fo lowing: Wooe cooper. 
the ground 1942, prices, OPA has ruled, revising price age dowels, domestic bamboo poles, racing 
regulation 111, effective Dec. 21. motor cycles, fireworks, casket hardware, s 
Cabinets and dispensers of paper towels mail chutes, aluminum and stainless steel d 
—_—_—_—_—— a) 
. w 
Wholesale Hardware Collections fi 
° ©}: 
| on Accounts Receivable + 
An ideal fire. fe 
place broijer By Geographic Divisions, for November, 1945 
for cold win. : p 
ter nights : r 
ACCOUNTS RECEIVABLE Collection Percentages b 
| j a 
| Percent Change v 
DIVISIONS November 1945 Thousands of Dollars | L 
| from 
| Number | ] | P 
| _ of Nov. Oct. Nov. | Nov. Oct. | Nov. | Nov. Oct. ¥ 
Firms 1944 1945 1945 1944 | 1945 | 1945 | 1944 1945 f 
‘ ‘ Ps 
U. S. TOTAL ¢ 262 +6 + 7 |$32,86? |$30,958 $30,628 | 104 101 104 
° New England | 2 | +2 | +8 855; 764; 810; 87 91 88 
tustters tthe Middle Atlantic | 62 | +3 | +12 | 5,623) 5,439 5,017 | 93 99 r 
. East North | 4? +8 | +11 | 6,993| 6.490| 6.279| 107 106 108 
it without the West North Central....| 35 +12 | +6 | 6,087) 5,468| 5,743; 117 | 115 118 a 
stand South Atlantic ; 24 | +13 | +11 2,365 | 2,101 | 2,125 110 109 107 t 
East South Central } 29 | +19 | +3 | 1,604) 1,53? | 1,637 99 91 99 
| West South Central. ..| 19 | +12 +5 | 3,001 | 2,680 2,858 “ 106 109 D 
| Mountain 8 | +2 | +11 | 616 478 554 | 100 95 
Pacific | 2 | -¢e| td Md a 91 89 0 
; s | | a : | i 7 
HMP PRODUCTS CO Spe @ tp Cone Prepared in Business Division by Current Static! Service @ 
° a Includes 34 reports received too late to be incorporated in Census Bureau published rel 
b Collection percentages are obtained by dividing the collections by the accounts pot me oy for an identical t 
P. O. BOX 407, EVANSTON, ILL. group of firms. 
c Includes data for four firms not allocated to geographic divisions. 1 
A EMOTEROE LR 
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mouldings and edgings, coal chutes, flag 
poles, and metal awnings. Also freed are 
walk gates (not farm gates), window 
guards, heavy valves and pipe fittings, per- 
fection oil gates, cast iron pressure pipe 
and fittings, manholes and covers, plastic 
pipe and tubing, plumbing repair clamps 


and couplings, liquid soap dispensers and | 


pneumatic life rafts. 
ae 
Wood furniture “off’’—Industry 
statisticians report that wood furniture 
shipments for the first 11 months of 1945 
ran at about the same level as in the corre- 





sponding 1944 period, despite a sharp de- | 


cline in November deliveries, which were 
11 per cent below Nov., 1944. November 
orders booked by the industry topped a 
year ago by 13 per cent. For the 11 months 
new business was 3 per cent higher. Un- 
filled orders on Nov. 30 represented ap- 
proximately 80 days’ shipments on the 
basis of current delivery schedules. Ma- 


terial shortages still are critically acute in | 


the furniture industry. In additon, delay 
in OPA’s clearance of the pending increase 
in ceiling prices for low and medium- 
priced furniture may be slowing current 
deliveries. 
* * * 

Plastic, cold water paints — 

Oct., 1945) sales for 38 manufacturers ac- 


counting for approximately 87 per cent of 


the total value of plastic texture paints, 
cold-water paints and calcimines in the 
United States were recently reported by 
the Bureau of the Census, Department of 
Commerce. Sales for plastic-texture water 
paints totaled $68,096; for cold water 
paints, $470,214, and for calcimines, $78,- 
039. 


* * * 


Water systems, pumps, water- 


mills—Total sales value (f.o.b. factory) of | 


domestic water systems for Oct., 1945, 
amounted to $2,375,457 of which deep-well 
water systems, except jet-pump, accounted 


for $206,960; shallow-well water systems | 


except jet-pump, $855,830; and jet-pump 
systems, $1,312,667. Shipments of pumps 
for domestic use amounted to $129,528; 
pump jacks, $166,573; cylinders sold sepa- 
rately, $60,311; windmill heads, $178,235; 
and windmill towers, $99,611. These data 
were released by the Bureau of the Census, 
Department of Commerce, based on re- 
ports from 71 manufacturers of domestic 
water systems and pumps and 18 manu- 
facturers of windmills. 
. ? - 


Paints, varnishes, etc.—Based on 
reports from 680 manufacturing establish- | 
ments, accounting for about 90 per cent of | 
the total value of the output of paint, var- | 


nish, lacquer and filler sales for the first 10 
months of this year totalled $550,771,576. 
This, according to the Bureau of the Cen- 
sus, U. S. Department of Commerce, com- 
pared with $526,180,854 for the same 
months in 1944. 
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Size a ee aes 
Test «2 « « 8% 15 20 25 30 
List per Spool . . 1.15 1.35 1.60 1.85 


re — 
/ STATESMAN 
/ NYLON 


Bait Casting Line 
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Here is an honored member of the famous STATESMAN 
Fishing Lines — respected, admired and loyally supported 
by hosts of fishermen— made by the originators of Oil 


Fly Lines and Oil Tapered Lines. 


This approved Bait Casting Line is smaller in diameter, 
test for test, and so smooth that it arouses comment 
everywhere. STATESMAN has that “extra” length of life, 


is not affected by salt water, does not kink. 
Profits are always better with Quality Lines 


“Ask Your Jobber Salesman” 


J I H F E 


2.10 
(50 Yards) 


BRAIDED AND GIVEN SPECIAL PROCESSING BY 


NORWICH LINE COMPANY, INC. 
NORWICH, N. Y. 


D 
35 
2.35 











Send 


AMBROID CO., INC.! 


EST 1910 


305 FRANKLIN ST., BOSTON 10, MASS 


Name of Your Jobber. 


We Send Free Sample. 





STEELGRID 
Se, 


ARMSTR NG-BRA 


BELT HOOKS 


AZ 











both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 


perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 


6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 11 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins 


Priority Business 


TY 


IREGRIP 





—is waiting on belt lacing at local plants, 


and schools. 
Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 


5348 Northwest Highway, Chicage 30, U.S.A. 
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New No. 500 Amerock Demon- 
strator sells in your store or “‘on 
the job” with home-owners, build- 
ers, architects. Ask Your Jobber! 





AMERICAN CABINET HARDWARE 


PORATION 


>R OD PLLINOTS 
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Prompt deliveries 


Porcelain enameled products— 
Value of shipments of porcelain enameled 
products (metal base only) for Oct., 1945, 
according to the Bureau of the Census, 
amounted to $3,980,823 as compared with 
$3,301,855 the same month in 1944. Ship- 
ments of cooking, household, and hospital 
for $2,253,812 of the 


utensils accounted 


| total for Oct., 1945, and stove parts and 





reflectors accounted for the major portion 
of the remainder. 


* * . 


November building—F. W. Dodge 


Corp., New York City, reported recently 
that centracts were awarded in November, 
1945, for 10,953 new dwelling units to cost 
$72,577,000 in the 37 states east of the 
Rocky Mountains. This was the largest 
number of new units to figure in contracts 
awarded in a single month since Dec., 
1943, and the largest monthly dollar 
volume for such construction since June, 
1942. Dollar volume of all construction 
contracts in the 37 eastern states during 
the first 11 months of this year totaled $2.,- 
968,618,000 compared to $1,805,535,000 in 


the corresponding period of last year. 








SALES OF 1,047 INDEPENDENT RETAIL HARDWARE 


DEALERS IN THE UNITED STATES 
November, 1945, Comparisons 





























Nov.’45 Nov.’45 
No. vs. vs. 
stores” Nov.’44 Oct.’45 Nov.’45 Nov. ’44 Oct. 45 
Total 1047 +23 +1 $9,763,714 $7,937,543 $9,686,957 
1945, $109,315,511; 1944, $97,658,003 
First 11 months, 1945, (a), showed 12 per cent gain over 1944 
Percent Change 

Number Nov. 45 Nov.’45 Dollar 

of firms vs. vs. Sales 
States by Regions reporting ” Nov. ’44 Oct. 45 Nov. ’45 
New England 57 +32 —4 583,265 
Maine 10 +34 -9 104,398 
New Hampshire 3 +42 — 1 156,660 
Vermont 5 +33 + 5 43,309 
Massachusetts 28 +25 -7 211,532 
| Middle Atlantic 109 +15 - 6 882,128 
Pennsylvania 109 +15 - 6 882,128 
East North Central 328 +20 + 3 2,733,683 
Ohio 97 +17 — 2 733,274 
Indiana 46 +19 — } 334,844 
Illinois 75 +28 + 4 662,709 
Michigan 40 +19 +4 403,173 
Wisconsin 70 +16 + 8 599,683 
West North Central 138 +26 —] 735,179 
lowa 42 +20 4 245,395 
Missouri 30 +42 6 188,777 
Nebraska 33 +31 —-4 135,801 
Kansas 33 +14 —] 165,206 
South Atlantic 46 +26 +4 558,641 
South Carolina 9 +26 0 84,870 
Georgia 19 +17 + 8 211,747 
Florida 18 +35 + 3 262,024 
East South Central ’ 12 +39 +17 139,234 
Alabama 12 +39 +17 139,234 
West South Central 88 +17 0 697,036 
Arkansas 13 +16 0 138,897 
Oklahoma 32 + 8 —2 145,649 
Texas 43 +21 + 1 412,490 
Mountain 69 +26 + ] 777,738 
Montana 15 +29 — 9 153,833 
Idaho 11 +30 + 6 104,427 
Wyoming 5 +13 +1 50,888 
Colorado 19 +37 —3 115,324 
New Mexico 6 +21 + 6 232,040 
Arizona 5 +19 + 1 44,859 
Nevada 4 +29 -4 42,504 
Pacific 200 +26 + 2 2,656,816 
Washington 27 +21 0 270,078 
Oregon 27 +25 —4 410,526 
California 146 +27 + 3 1,976,212 
Chicago, II. ° 14 +51 +24 97,079 
| Los Angeles, Cal. 14 +12 0 207,977 
Portland, Ore. 9 +12 + 3 75,120 
San Francisco, Cal. 19 +24 +11 278,675 
Seattle, Wash. 6 +20 +14 64,665 
Note: (a) Includes reports received too late for inclusion in previous monthly 


totals. 


(b) Number does not apply in all cases to the year-to-date figures. Compiled 


by Bureau of the Census, U. S. Department of Commerce. 
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MANUFACTURING CO. 
CHICAGO 3, ILLINOIS 
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FINE TOOLS | 



























VAUGHAN & BUSHNELL 


New retail sales peak—Record- 


breaking Christmas buying, despite short- | 


ages, is expected to raise 1945 retail sales 
to a new peak total of $74,000,000,000. The 
pre-war peak in 1929 reached $48,000,000,- 
000, and in 1944 the total was $69,000,000,- 
000. This expansion in dollar sales does not 
indicate an equal 
volume, because of higher prices and the 


increase in physical 
greater proportion of expensive items, The 
Federal Reserve adjusted index (1935- 
39=100) of department store sales in No- 
vember exceeded 1944 by 11 per cent, and 
weekly sales in December have shown a 
regular and large increase. For example, 
sales of the nation’s stores increased 14 per 
cent in the week ended Dec. 15, and 10 
per cent in the latest four weeks, compared 
with year-ago periods. 


* ad * 


In the mail-order field—Dealer 


OPE rT ms 





HARD TO REACH JOBS 


CREATE EASY SALES FOR 


interest is great at this season, in the plans | 
of the nation’s leading mail-order and retail | 


chains. The new catalogs are expected soon. 
Sears, Roebuck & Co. is furthering its plan 


| of regional centering of administrative and 
| sales work, and of regional catalogs. The 


company says it is finishing a record-break- | 


ing sales year, and will show a total volume 


| exceeding $1,000,000,000 to Jan. 31, close 


of its fiscal year. January has prospects of 
good sales because of various lines of mer- 
chandise now coming on the market. In- 
ventories, department by department, are 
lower than a year ago after Christmas 


| sales, but the addition of many lines just 





now becoming available will result in a 
higher dollar total of stocks, by Jan. 31, 
than last year. No “ersatz” merchandise 
remains in stock, Sears states, as the com- 
pany started eliminating wartime products 
a year ago and now has a clean inventory. 
Modest stocks of tires, appliances, stoves 
and other items are now available. 


* * * 


Still no “spares”—CPA warns 


that, despite the ending, Jan. 1, of tire 


rationing, the supply will be insufficient. 
Many motorists will have to keep on wait- 
ing, for a few more months. Also CPA 
says that manufacturers 
mobiles, trucks, trailers and tractors, ; will 
continue to be prohibited from acquiring 
tires and tubes as “spares.” Effective Jan. 
1, an amendment to CPA’s Rubber Order 
R-1 replaced OPA’s Tire Rationing Order 
1-A as the official document restricting tires 
to “rolling wheels” only, and, when pur- 
chasing tires and tubes, car manufacturers 
must certify that they are ordered for use 
on rolling wheels only, or to provide an in- 
ventory supply not exceeding 15 days of 
production. W. James Sears, director of 
CPA’s Rubber Division asks that tire 
dealers, motorists and truck operators co- 
operate in insuring that new tires go to 
those who need them most. Stating that 


of new auto- | 


| 
| 















thim wold 
SOCKETS 


Maintenance and repair jobs today involve 
many hard-to-reach spots which ordinary 
tools can’t touch. Skilled workers in in- 
dustry and home are sold on NONE- 
BETTER Thin Wall Sockets that slip 
easily thru restricted openings and reach 
into those obscure corners. 
NONE-BETTER Thin Wall Sockets offer 
three distinctive features: 

e THIN WALLS enter narrow openings 
and clear obstructions adjacent to the nut. 
e EXTRA DEPTH stretches beyond pro- 
jecting parts and clears extending bolt 
shanks. 

e FLEX SOCKET, with 90° free swivel, 
permits angular approaches. 








The name NONE-BETTER insures unrivaled 
performance and guaranteed quality. An agégres- 
sive promotional program places attractive dis- 
plays in your store to make these modern NONE- 
BETTER Tools earn greater profits for you. 
Bring your stock up-to-date today. 


45h 






















sold only in the#fbetter hardware stores 
THE NEW BRITAIN MACHINE CO. 
NEW BRITAIN, CONN. 











tire production “is on the increase,” Mr. 
Sears promises there will be “more tires 
for everybody later in 1946.” 


An important “finish wax — 
The larger American users of “Carnauba” 
wax have been discussing with CPA the 
possibilities of securing speedy produc- 
tion of synthetic wax in the United States 
|}and in Europe, under former German 
patents. Carnauba wax, produced prin- 
cipally from the wax palm grown in Brazil, 
| is used in the manufacture of floor wax 
and polishes, carbon paper, leather finishes, 
|and other products. One of its more re- 
| cently developed uses is by fruit, growers 
| as an aid in the preservation of fruit. Since 
| studies of the synthetic product are re- 
| ported to show the substitute or synthetic 
| wax equal to the carnauba wax for many 
purposes, and superior to the Brazilian 
wax for certain uses, all large industrial 
|users here show a lively interest in the 
| development of the synthetic product. At 
| this time there are no price, inventory or 


| distribution restrictions on carnauba wax. 
* > 





Mining machinery—A substantial 
| increase in mining machinery production 
has paved the way for the ending of allo- 
gation controls on such equipment. CPA 
| chevefese has revoked the mining equip- 
| ment limitation order, L-269, freeing from 
| its controls cutting machines, loaders, con- 
veyors, crawler trucks, hoists, crushers, 
| grinding machinery, smelting and refining 
| equipment and ore and coal dressing equip- 
| ment, 


| * * « 





Lumber shipments — Lumber 
shipments of 402 mills reporting, were 1.9 
per cent below production for the week 


Better Performance | ended Dec. 22. New orders fo these mills 
| were 9.9 per cent below production. For 


exceeded production by 3.7 per cent, orders 
by 5.8 per cent. Compared to the average 
corresponding pre-war week (1935-1939) 
production of reporting mills was 14.3 per 
cent off, shipments were .1 per cent less 
and orders were 31.7 per cent less. 

* . . 


Lock washers—A new set of stan- 
dards for lock washers has been adopted 
by American manufacturers which was 
effective Jan. 1. The new range covers 
116 sizes in four groups, light, medium, 
heavy and extra heavy, and sets up a new 
schedule of list prices which it is stated, 
will figure substantially higher on sizes up 
to %4 inch inclusive. Washers in bulk 
packing will be offered to wholesalers who 
can qualify for quantity purchases, thus 
opening the advantageous bulk pricing to 
distributors, which was formerly confined 
to large consumers. 

* * * 

Deterrents to new construction 
—Despite recent gains in the production 
of many critical construction materials, 
the outlook for early 1946 is not too en- 
couraging, according to the December re- 
port prepared by the Construction Divi- 
sion, Department of Commerce. It says 
that output of brick, cast iron soil pipe, 
gypsum lath, lumber and lumber products, 
cast iron radiation and small steel boilers 
must be stepped up sharply over the pres- 
ent rate if 1946 requirements are to be met. 
Other items commented upon in detail are: 

Cast iron pressure pipe: The position is 
somewhat better than soil pipe, but orders 
are very heavy and increasing. 

Both industrial and residential steel 
windows continue tight. Stocks are low. 

Metal insect screen cloth: Civilian de- 
mand now 200 per cent above normal pre- 
war year. 

Hardware and hand tools: Supply of bet- 
ter grades of hardware is sufficient for cur- 








1945 to date, shipments of reporting mills 
at the Workhead! 














Morse Tools make money: for 
your customers in high quality, 
precision work and longer wear — 
for you in quicker, easier sales and 


assured customer good-will. 


MORSEs 


TWIST DRILL AND 
MACHINE COMPANY 
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LaSalle Map of Business Condition 
















§BUp 8 to 15 % : 
NEW BEDFORD, MASS., U. S. A.|| mup oto 7% — 

NEW YORK STORE: 130 LAFAYETTE St. | | GDownloto O % a... ca “e 
CHICAGO STORE: 570 WEST RANDOLPH ST. National Average Up 2 % A Correspondence Institution “> 
SAN FRANCISCO STORE: 1180 FOLSOM ST. 
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rent needs. Less expensive hardware is 
short due to lack of gray iron castings. 
Hand tools, ladders, and wheelbarrows are 
short. 

Nails: Small size nails continue in short 
supply. 

Cast iron bathtubs: Labor difficulties are 
settled and early improvement in produc- 
tion is expected. 

Steel bathtubs: Start of production de- 
pendent on supply of steel sheets. 

Cast iron boilers (steam and hot water) : 
Production is slow. Small house sizes are 
critically short. 

Cast iron radiation: 
and stocks are extremely low. 
shows no improvement. 


Production is low 
Situation 





Palletizing Wholesale 
Hardware Material 
Handling 
(Continued from page 124) 

A recent survey by the National 
Wholesale Hardware Association re- 
veals that there are relatively few 
modern warehouses in the trade. Most 
existing structures today vary in age 
from 25 to 50 years and more. The 
survey was conducted because of the 
extensive plans of a great many firms 
to build new warehouse facilities. 
The fact that few modern ware- 
houses are in use is significant in 
that we are handicapped in planning 
new facilities by lack of any volume 
of experience to indicate the most 
practical and economical type of lay- 
out and construction. 

It is therefore necessary to take 
advantage of the experience gained 
by some business with similar han- 
dling and storing problems. In the 
largest and most varied material han- 
dling operation ever conducted, the 
Army and Navy have experimented 
with and perfected the use of the fork 
pallet method in the handling of all 
kinds of materials. They have also 
demonstrated the efficiency and econ- 
omy of single-story warehouse con- 
struction. These two ideas are very 
definitely related. 

Multi-story construction, generally 
preferred in older handling systems, 
was required to obtaih large floor 
areas necessary to handle the vari- 
able types of goods in hand truck 
lots. However, milti-story construc- 
tion is expensive and could not eco- 
nomically provide floors of very high 
ratings. With the advent of mechani- 
cal equipment, it became more de- 
sirable to take advantage of cheaper 
construction and high capacity floors, 
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Stamped and Embossed From 
Pure Aluminum 


When you order Deluxe House 
Numbers, tell your jobber to ship 
you one of the attractive counter 
displays which will materially~in- 
crease your sales of Premax De- 
luxe House Numbers. No extra 
charge when assortments of 100 
numbers — 10 each 1 to 0 — are 
ordered. 


Fremax Products 


DIVISION CHISHOLM-RYDER CO., INC. 
4601 Highland Ave., Niagera Falls, N. Y. 








STRONGMAN 
om ee ee Oo 
PROFITS HIGH! 





NEW—REMOVABLE! _ 4 
Hot Galvanized ALL- STEEL 


TO SELL 
FAST AT 


The sales sensation of '45 
— even better for '46! Sturdy, lightweight, 
sagproof, rustproof—hot dip galvanized steel! 
lasts a lifetime! Holds 4 long lines. Easily 
removable from sleeve base in ground. 


Het Dipped Galvanized 
Steel Clothes OR 
A Line 


No sag, no bend, no rust, no 
splinters! 8 feet tall but 


feather-light! 
Most women $].19 


buy 2 or 3 at EACH 


KAMKAP 


200 Fifth Ave., New York 10, N. Y. 
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CULTIVATOR 
SHIELDS 


F/T ANY 
Standard 
Make of 
Cultivator! 










Evuabls wn seen CULTIVATING 


Cobeireneng epeete et 35 to Saniscoen hearase 
even the first time over corn or soy- 
ts perfectly ... even when 


revents any dame e from 


ground is wet. 
covering up or large clods. QUICKLY in- 
cpatehie en any make cultivator, too. EASILY 

. STURDILY constructed of booy 


Trout iron. Ie Surnediote io NO 


MFG. CO. 
1104 Main Street GEORGEIOWA 








THE FAMOUS 


CYCLE-MOTION 
, DOWNWARD 
CUT 
NEWMAN 
TREE TRIMMERS 
PROVED 
IN SERVICE 
FROM 
COAST TO COAST 





Ne. 900 


OTHER NEWMAN TOOLS 


LINEMEN'S PLI 
TREE SAWS (Pole) 
TREE SAWS (Hand) 

LOPPING SHEARS 
HEDGE SHEARS 

HAND PRUNERS 

TREE PAINT 

TREE PAINT BRUSHES 


Order Through Your Jobber 


NEWMAN MFG. & SALES CO. 


KANSAS CITY 2, MO. 
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thus gaining the required space to 


| store the merchandise by high stack- | 


ing. Even in cases where a great di- | 


versity of items requires large areas 
in order to maintain segregation, it 
is more economical to use single 


story construction combined with 


balconies or racks designed to ac- | 
| commodate fork truck operations. 


We cannot deny that there are 
some instances in the larger cities, 


where the expenditures required for | 


multi-story buildings are justified by 
the relationship of distance to eco- 
nomical land districts. In the case 
of this group, however, it does not 
appear that the difference in distance 
between low cost land and low tax 
districts and our present locations is 


| great enough to warrant the extra 











expenditure required to build a ware- 
house with floors and elevators of 
sufficient capacity to accommodate 
existing mechanical material han- 
dling equipment. While we may now 
be denied the full use of the fork 
truck system by existing floor and 
elevator capacities, it is essential that 
management should be ever cogni- 
zant of the improving methods of 


| material handling in order that the 


essential requirements in building 
construction will not be overlooked 
when new facilities are planned. 

An analysis of our present ware- 
house structures and capacities dem- 
onstrates that an 800 to 1000-lb. ca- 
pacity electric fork truck, preferably 
with pneumatic tires, would consti- 
tute an ideal truck for wholesale 
hardware use. It would be of such 


weight and dimensions, with forks | 
| removed, that it could be accommo- 


dated in a 6-ft., 3000-lb. capacity ele- 
vator, could enter a standard 6-ft. 
high road trailer body, and would 
be able to lift about eight feet. Elec- 


tric propulsion, in contrast to gaso- 


line propulsion, provides clean oper- | 
| ation without fumes and contingent | 


fire hazards. 
equipment is also subject to consid- 
erably less maintenance which elimi- 


Electrically operated | 


nates the necessity for special repair | 
facilities or personnel, an expensive | 


requirement to operate only a single 
truck. 

One battery for eight-hour opera- 
tion, plus an automatic charging unit 
for battery charging at night, would 
complete the auxiliary equipment re- 
quirements. Equipment meeting these 
requirements, depreciation calculated 
on a 10-year basis for truck, five 























BUY , 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 
BABY SEAT 





ers to fasten on aute seat 
lean beck. High quality 
fabrics used pert. 
Fully assembled Packed 
tn bulk. 
BABY SWING 
Ne. 96. They will be in big de- 
mand this fe and winter. Cash 
in om this item. Made frem 
heavy white cotton materials, re- 
inforeed for long and hard weer. 
In ordering specify No. 96. 
—~<_eoo == 





Made for 


SPRADLING'S Iac. 











ST. LOUIS, MO. 
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years for the battery and 20 years 
for the charger, including 5 per cent 
interest on the investment and all 
maintenance and servicing expenses, 
would cost about $2.50 a day on the 
basis of six-day per week operation. 
When viewed from the long range 
point of view this is a very modest 
expenditure in view of potential sav- 
ings. 


Standardizing Loads 


A final consideration must be 
given to the problem of the manu- 
facturer and distributor coordinat- 
ing and standardizing pallet sizes and 
loads. I have discussed this require- 
ment with several manufacturers who 
now use the unit load system wher- 
ever feasible. They recognize that 
their present load units are too 
heavy in most instances to be han- 
dled by the average wholesale hard- 
ware firm. It is a fair estimate that 
these loads would have to be halved 
to overcome this obstacle. However, 
in every instance they have expressed 
willingness to make this change 
which only involves a change in pal- 
let sizes as their equipment could still 
handle the lighter loads. 

Wooden pallets 24 in. square cost- 
ing less than $2 would provide a 
universally adaptable size when rail- 
road car, truck, fork truck ‘and mate- 
rial sizes are analyzed. Pallet unit 
loads would directly effect efficient 
purchasing so that mixed loads of 
the various types and sizes involved 
in many carload shipments would 
not occur. 

Since the hardware wholesaler’ is 
the final user of the pallet, it is essen- 
tial that some method of pallet re- 
turn or exchange be formed to re- 
lieve him of the burden of the pallet 
costs. There are two methods now in 
use. In many instances the manufac- 
turer retains title to the pallets and 
returns them for re-use either at his 
own or the customer’s expense. The 
other method is to invoice the pallets 
with the merchandise and issue a 
percentage credit when they are re- 
turned, this in the same manner as 
metal drums are now handled. In 
either event, the pallet use cost to the 
wholesaler will be extremely small, 
generally limited to the shipping cost. 

During the war, a great many 
manufacturers who had previously 
had no experience with unit loads, 
were required to adopt the system by 
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® High grade welded and weldless 
Cleveland Chain merchandise has been 
a profitable seller in hardware stores for 
generations. Its fine uniform quality 
never varies. That is why it enjoys 
such widespread preference . . . why 
it can build future business for you. 


REEL SALESMAN 
DISPLAY STAND 


Tested merchandiser for a large 
assortment of welded and weld- 
less chain. Holds four full reels 
of chain or equivalent in one- 
half or one-third reels. Finish, 
red baked enamel. Available 
with any one of nine assortments 
of Cleveland Chain. 


(Shipment of orders for Reel 
Salesman and Sales Master 
(Double Size) Display 
| Stands and Chain Assort- 
ments will begin during the 
first quarter of 1946.) 





AVAILABLE THROUGH LEADING HARDWARE ‘JOBBERS 


The Cleveland (hain & Yl. Co. 
Cleveland, 5 Ohio 

















THERE’S PROFIT iN CASTERS, 
AND HERE’S WHERE TO START: 
FOR FURNITURE CASTERS 

SELL “DIAMOND DART”. 


There is more profit in casters when you con- 
centrate on a few of the better-selling items. 

Two sizes of medium-priced “‘Diamond Dart” 
Casters will cover a broad range of your cus- 
tomers’ requirements. When you sell these 
better-quality casters — at 90¢ and $1.10 per set 
— you are certain of satisfied customers. : 

The famous Bassick two-level ball race con- 
struction gives utmost ease of swiveling. Order 
these numbers from your jobber — 5288 x 42 
and 7258 x 42. 

Bassick Casters are available for replacement 
and repair in limited quantities. Your jobber 
can supply you with a few of the more popular 
types and sizes, THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of Stewart-Warner 
Corporation, Chitago, Ill. Canadian Division: 
Stewart-Warner-Alemite Corporation of Canada, 
Lrd., Belleville, Ontario. 





CUSHION SLIDES 


Put these fast-moving floor-protecting Bassick 
Cushion Slides on open counter display. They 
are self-sellers that every hardware dealer can 
handle profitably. 


Bassick 


«+e MAKING CASTERS DO MORE 
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the procurement branches of the 
Army and Navy. Their experience 
has shown them the advantages and 


_ economy of the system to the extent 


that they are willing and anxious to 
assist in its adoption by their cus- 
tomers in order that they can con- 
tinue to employ its advantages to the 
fullest possible extent. 

If the fork truck pallet system is 
flexible enough to overcome the ob- 
stacles of varying floor and load 
capacities the way is open for its 
immediate adoption by the wholesale 
hardware trade. If it lacks that flexi- 
bility, its immediate adoption is pos- 
sible on only a very small scale. 

I believe that with equipment such 
as I have described, and with the 
cooperation of the manufacturer and 
the distributor, the fork truck pallet 


system is the immediate solution to 
the material handling problem of the 
wholesale hardware trade. As new 
warehouse facilities with floors of 
higher load ratings become available 
the advantages of the fork truck pal- 
let system will be of increasing bene- 
fit to distributor and manufacturer 
through the use of loads most eco- 
nomical to both. 

American industry has developed 
and used a sound material handling 
method. Our armed services have 
conclusively proven the adaptability 
of this method to innumerable han- 
dling problems. A little initiative on 
our part, together with a continual 
use of the American business man’s 
imagination, can adopt the fork 
truck system to efficiently solve our 
handling problems. 























Raising Duroc Jersey hogs has been a 10-year hobby for George 
Durham, owner of the Community Hardware Store, Rayles, Ga. He 
began this hobby when his brother gave him a small gift which he 
raised in his yard, a pet. He breeded the sow and she brought five 
pigs. And from then until now, Mr. Durham has kept a nice drove of 
healthy swine. He has a five-a¢re pasture on his farm on which he 
grows the most of his foodstuff. Devoting some of his spare time to 
his swine, he says it gives him considerable relaxation after toiling 
long hours in the store. His experience in this field enables him to give 


farmers helpful information on raising and caring for hogs. 


Many 


prospects flock to the store to get helpful ideas. The photograph shoWs 
Mr. Durham and his two brood sows that have been farrowed twice 


in 12 months and brought 52 pigs. 
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Model ‘'B 
Hand Clipper 


~ - “Handy 
com RQ ~ > Electric Clipper 
i eae 


two Added items 


make ine (abe line more complete 


_an even better bet for profits 


Two more fast-moving Oster products, Same 
high Oster standards of quality that for years 
have won satisfied customers for you, Féatures 
that help you quickly close sales. ° 


—A nationally-advertised home-size 
Massagett model of the famous Oster massage 
instrument that is standard equipment among physi- 


cians, masseurs, beauticians, and barbers. M 
assagett 


Helps you cash in on the growing recognition of Home Massage 
the benefits of massage, in conditioning the body and Instrument 
in relaxing tired nerves and muscles. 


Oster — and only Oster — provides suspended 
motor action, a patented feature that delivers rotating- 
patting massage movements to the fingers. This is a 
real sales-clincher! 


Hf H — Incorporates the same 
Animal Clipper 5.12 (cvisces trachave made 
Oster Kair clippers for human use such big volume- 
builders for you. 


There’s a big market for this electric clipper among 
dairy farmers, pet owners, animal breeders, etc. 


Stock and promote Oster pro- 
ducts. Order from your jobber. 


John Oster Mfg. Co. 


Racine, Wisconsin 


Model A-3 Heavy Duty 
Electric Animal Clipper 
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Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. 


“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” 
WAS $3.—NOW ONLY $1.50. ORDER YOURS TODAY 


The Deluxe Cloth-Bound Edition, Which Originally Sold for 
$3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Paper-Bound Edition Has Been Made Available 
At Only $1 Per Copy. 


USE THE ORDER BLANK BELOW 
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If you are one of the many hardware men who have always 


Here are some of the features and wanted to know more about Builders’ Hardware—and how to 
profitable ideas in this book that will make more profit from its sale—but could not because of the lack 
mean more dolldrs for you! of information on this subject—“TAKING THE MYSTERY OUT OF 


BUILDERS’ HARDWARE” is the book for you. 
220 pages—page size 8'/2 x Il inches— 


sturdily bound to withstand hard usage. You will get the benefits of the author's, Adon H. Brownell, life- 
How to bring prospects into your store. time experience in successfully selling, buying and manufacturing 
Suggestions on making bids that will mean Builders’ Hardware. You will be shown how to quickly and easily 

more sales and profits to you. set up a Builders’ Hardware department capable of servicing all 
How to cash in on the sale of replacemehts the needs of your community. 


and “follow-up” items. 
A wealth of specific information on equip- 
ping public buildings. 


Nine comparative charts which show you 
how to match different items. 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 
other departments. 





A working Blue Print, size 25 x Il‘ inches, The experienced architectural hardware consultant will want 
Glossary of more than 300 Technical this book for its use as a handy reference work. The beginner will 
Builders’ Hardware Terms, Cross Refer- want it qs a text book to use as the only complete home study 
ence Inder, etc. .. ; course in this subject ever published. 

Over 600 Illustrations, Charts and Diagrams. 

27 IMlustrations of Different Builders’ Hard- Your clerks, too, should have this new book. They will become 
ware Display Rooms. more valuable to you and more valuable to themselves by read- 





ing and studying it. 





MAIL THIS COUPON TODAY! 


Hardware Age, 100 East 42nd St., New York 17, N. Y. 

Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the paper-bound edition, please check here 
..+.+, its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per copy 
in Canada and Foreign Countries. 


DR ALS £h bod eataeeseieanes Pee, ace eens hee cernne oh I Soins iaivaia dsl wich aban ae ees 
(C) Check here if you enclose payment, in which case we pay postage. 
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Model store, New England Hardware Dealers’ Association, Boston, Mass. Display associated items 


SLOW MOVERS 


nes, DEPARTMENT 
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HERE'S A 4 
MERCHANDISING HINT: (S5e iy 
in adjacent areas 
wherever possible 


HAVE “NO BUSINESS” ON MAIN FLOOR 


The new year brings promise of prosperity for the 
progressive Hardware Dealer who is ready to move 
with the times! 

Quality stock is coming back. Man power prob- 


lems are easing. Reconversion is pointing to more 


orderly business. There is a tremendous pent-up 


demand for people are eager to buy peacetime 
merchandise. 

The alert Hardware Dealer is aware of his profit 
opportunities in 1946...has made his plans for 
helpful customer service, for aggressive merchan- 
dising, perhaps for modernization of his store- 
front or interior. 

And when it comes to restocking his shelves, 


the enterprising Hardware Dealer will pin his blue 
ribbons on the live stock, the stock that moves —at 
a profit. Just remember this fact: of all items sold, 
window glass is in the top bracket in net profit per 
square foot of floor space. And when the dealer 
handles L-O-F Window Glass, his profit is further 
enhanced by the easier handling and reduced break- 
age dueto L-O-F’s longer annealing process...and by 
the customer’s preference for L-O-F glass because 
of its greater clarity and freedom from distortion. 

So move your glass into full view of your store 
traffic in 1946...and let it be aliveitem that moves— 
with greater profit to you! Libbey-Owens-Ford Glass 
Company, 5416 Nicholas Building, Toledo 3, Ohio. 











LIBBEY: OWENS - FORD 
a Great Name wo GLASS 




















Stanley Works 
Cabinet Hardware 


The Stanley Works, New Britain, Conn., 
recently announced its new line of cabi- 
net hardware, intended primarily for 





cabinets in kitchen. Included are five latch 
sets made of pressure cast rustproof alloy 
finished in heavy chromium plate and 
having jewellike plastic thumb pieces 
which will be available in popular colors. 
Self-fitting latch mechanism is a part of 
these five sets, and each has a matching 
pull for use on drawers or on doors. An- 
other innovation is a latch set and pull of 
modern design, which is available in stain- 
less steel in lustre finish; also five designs 
of knob pulls and complete line of cabinet 
hinges. Each item packaged complete with 
all parts, screws and instructions. Store 
display ready for distribution—18 by 24 in. 


Metal Products Corp. 
Outboard Motors 


As the result of some new metals and 
alloys developed for wartime needs these 
outboard motors are said to be 15 to 20 
per cent lighter and smaller than pre-war 
models of like horsepower. Offered in three 
popular models, with piston displacements 
of 4.6, 9.2 and 15.9 cu. inches. Hand grips 


are built in for convenience when carrying 


194 





these units. Have a patented, float-feed dual 
carburetion system with adjustments for 
high, intermediate, and low speeds. Con- 
veniently located controls provide remark- 
ably easy, positive carburetor adjustments. 
Patented propeller mechanism automati- 
cally disengages propeller when it strikes 
an obstruction and is said to re-engage 
as soon as propeller is again in the clear. 
No part of the motor extends inside the 
boat and it is set low on the boat for 
balance. The maker states that full 180 
degree steering is provided. Special secur- 
ing lock assures positive tilt-up position 
whenever desired, as the result of a lock- 
ing-pin which prevents motor from slipping 
back to normal operating position. Has 
two-piece overall motor housing, making 
possible the removable cylinder sleeves 
and bearings. Where proper lubrication is 
neglected, thus causing damage to any 
bearings or cylinder sleeves, new ones can 
be inserted quickly, easily and economi- 
cally. Equipped with light weight alumi- 
num alloy pistons and connecting rods, 
hardened steel gears, hardened and ground 
bearing surfaces, counterbalanced crank- 
shaft, automatic oiling, rotary neoprene 
water pump of patented design, collector- 
ring-equipped magneto to assure positive 
firing, and eliminate broken and leaky 
wires resulting from ‘constant flexing. 





Other features include large capacity, die 
cast, streamlined gas tank, weedless type 
propeller and underwater exhaust. Illus- 
trated is the unit with 9.2 cu. in. piston 
displacement. Metal Products Corp., 1117 
S. Second St., Milwaukee 4, Wis. 





Frigidaire Range, 
Refrigerator 


Two new Frigidaire products, @ seven 
cu. ft. DI-7 refrigerator and the BI-60 
deluxe electric range, are announced. 





Comparable in size to first post-war refrig- 
erator and electric range, but said to have 
many deluxe and improved features. The 
DI-7 has 12-way convertible interior, which 
creates a flexible shelf arrangement that 
can be changed to meet any storage emer- 
gency; a convenient non-refrigerated stor- 
age bin at the base of the refrigerator; 
and the glass-topped hydrator, giving 583 
cu. in. of moist storage space for fresh 
fruits and vegetables. The BI-60 has time- 
saving Cook Master oven control; fluores- 
cent cooking top lamp; large oven with 
waist-high broiler; two utensil storage 
drawers; radiantube cooking units of five 
controlled heats and the deep-well 
Thermizer. Frigidaire Division, General 
Motors Corp., Dayton, Ohio. 





Issues Consumer 
Plastics Guide 


A consumer guide to plastics, “Everyday 
Plastics,” written by its staff has been 
issued by Modern Plastics Magazine, 122 
E. 42nd St., New York 17, N. Y. Tech- 
nically accurate it is simply written to tell 
the over-all story of plastics—what they 
are, how they are made, and what they 
may be used for. 
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1886—Washington, Montana, Idaho, North 
Dakota, South Dakota, Utah, Wyoming and 
Oklahoma had not yet been added to the 
Union. This was the year when the famous 
symbol of American freedom, the Statue of 
Liberty, was set up and dedicated in New 
York Harbor .. . and this was the year 
Hodell was founded. 


Growing with the Nation, the Hodell Chain 
Company added constantly to its skills and 


Write us for illustrated literature describing the 
complete Hodell line of chains, welded or weldless, 
with or without attachments. Meanwhile, depend on 
Hodell to fill every order at the earliest possible date. 


JACK + SASH + SAFETY - LADDER + PUMP - LIBERTY MACHINE 
PROOF COIL + STEEL LOADING - LIBERTY COIL - PASSING LINE 
REGISTER - 


BULLDOG - SAMSON - FLAT LINK - 








HODELL WAS ADDED TO AMERICAN INDUSTRY 


purpose—the manufacture of dependable 
chains. By 1907, when Oklahoma was ad- 
mitted, thus completing the Union of 48 
States, Hodell had established in its product 
the essential quality of staying power. 


Today, whenever and wherever chain is 
needed for farm, home or industry, Hodell 
has the chain suitable for the job—157 dif- 
ferent types of HODELL CHAINS THAT HOLD! 





DREDGE 





ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 









Name Your Problem! 


If your product, or some of its fit- 
ments costs too much, lacks strength 
or rigidity, or just doesn’t quite 
measure up to what it should be, 
put the problem up to us. 
Thousands of product design ele- 
ments have been both improved and 
the cost lowered by changing to a 
Brooks Wire Form or Hook. Write 
us. No obligation. 
M. S$. BROOKS & SONS 
Chester, Conn. 


Since 1848 


BROOKS i HOOKS” 


ero en 


SCREW ASSORTMENTS 





<i. 330 PIECES 
coe oe x ALLOY 
oe ae. STEEL 







SIZES: 
_ Ss 3/16 Kn M% 
_ teo%x% 


SOCKET SET SCREW 
AND WRENCH ASSORTMENT 


‘  QOne of the popular assortments 
made up for the hardwareman. 
Wide selection of best-selling 
sizes in colorful counter-dis- 
pensing packages. Fast-moving 
items with high profit margin. 
Compact stock—small invest- 
ment. 

Quick Refills Available 
Order Direct or 
From Your Favorite Jobber 


Shawne Ghat and Sched Co 


BOSTON 10, MASS. 
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| Reo Hand and 
| Power Lawn Mower 


The Lawn Mower Division, Reo Motors, 
Inc., Lansing, Mich., has introduced a 17 

| in. Michigan Noiseless hand lawn mower 
| and the Trimalawn Power Mower, a 21 in. 





model. Both have convenient hand adjust- 
ment knobs, requiring no wrench or screw- 
driver for providing flexible control for any 
grass-cutting job. One connects with an 
automatic levelling device and controls 
exact height of cut. The other hand con- 
trol gives adjustment to .001 in., of exactly 
the proper clearance between the cutting 





blades and the bottom knife. The Michigan 
Noiseless has a quiet roller chain drive. 
On the Trimalawn Power Mower, cutting 
blades extend three in. beyond the driving 
wheels on each side, making this model 
particularly useful for trimming around 
flower beds, trees, tombstones, golf course 
traps, etc. 


Westinghouse 
Automatic Washer 


Now being produced in limited quanti- 
ties this machine automatically fills itself 
with water, washes clothing and, at the 
end of the washing and rinsing opera- 


tions, cleans itself, pumps out the 
water, damp dries the clothing and 
| then shuts itself off. A new feature 
| is a non-clogging drain pipe  elim- 


| inating necessity for a lint strainer, Speed 
| change unit, or, 


automatic transmission 


















Al 

sigt 
that boosts laundry tub from 47 r.p.m. for — 
the washing operation to 500 r.p.m. for the “= 
spin-dry action which will be completely un 
sealed-in steel and contains a life-time oil ro! 
supply. Weighs less than 300 lb. and may No 
be installed anywhere without anchoring to Sky 


the floor, says the maker. Patterned after 
a Governor Winthrop style desk. Westing- 
house Electric Corp., Appliance Division, 
Mansfield, Ohio. 


Camillus Camp Knife 99 
Has New Type Canopener 


Developed by Camillus Cutlery Co., 60 E. 
42nd St., New York 17, N. Y., in conjunc- 
tion with the U. S. Navy for the Navy’s 
four-piece utility pocket knife this new 
type pocket canopener will be included in 
the new Camillus Camp Knife No. 99. 
New canopener cuts down into the can 
just inside the rim as shown in illustra- 
tions. Cutting edge is turned in so that 
there will be no dangerous, jagged edges 
says the maker. Because the cutting oper- 


ation works on a different priacipal the 
simple 


company supplies a instruction 


card with each knife. 






HOW TO 


OPERATE - 





6. Fit Short HooxK 
UNDER OUTSIDE LiP 





a. EDGE CUTS DOWN 
INTO CAN ALONG LIP 


3. REPEAT OPERATION 
CUTTING TOWARDS YOU 
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An AUTOMATIC 
WINDMILL... 





A Monitor Sky Power windmill is de- 
signed to take care of itself, even in se- 


vere weather. The exclusive Monitor | wood or gas fireplace without adjustment. 


wind governor automatically regulates 
umping speed in any wind velocity, 
rom a gentle breeze to a stinging gale. 
No more racing out of control; Monitor 


Sky Power Windmills adjust themselves. 


The entire windmill head is sealed in an 
“iron vault” case —positively protects 
gears against dust and rust. Gears 


7 _need oiling only once a year. 
ie 25 
ae 


Ss 
OS 












Here is truly a windmill that 
relieves the farmers mind of | 
worry. Through drouth or 
storm, high winds or calm, a 
Monitor iestilens a depend- 
able source of water supply 
without danger of damage— 
with very little attention. 

Hundreds of farms in your terri- 
tory need a Monitor Sky Power 
windmill. Write .our nearest 


branch office for further details. 






SKY POW SR 
WINDMILL WATER SYSTEM 


tHe Monitor vine 


DEEP WELL WATER SYSTEMS 
WINDMILLS + HAND PUMPS 
PUMP JACKS «+ ENGINES 
WATER WELL SUPPLIES 


* BRANCHES - 
BAKER MFG. CO. Mina.; 
Madison. Wis.; Fort Dodge, la; Cedar 

la.; Omaha, Neb.; Kansas City. 
Mo.; Enid, Okla.; Hutchinson, Kansas 
BAKER MFG, LTD., Winnipeg. Canada 
AXTELL CO. Fort Worth, Tex.; Amarille, 
Tex.: Lubbock, Tex.; San Angele, Tex. 


BAKER MANUFACTURING CO., 
EVANSVILLE, WIS. 
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“T hermo-Lite” 
Fireplace Fixture 


Made of brass or copper finish frame | 


with specially treated glass doors which 


will withstand 650 deg. F. Glass doors hold | 





dirt, soot, fumes, smoke and sparks within 
fireplace, while permitting heat to radiate 
evenly through glass into room. Easily 
installed, the fixture fits any standard coal, 











Flanges permit variations to accommodate 
openings which are slightly larger or | 
smaller than standard. Draft precision con- | 
trolled by sliding doors in base of fixture, 
eliminating need of flue damper in fire- 
place. Merryweather Products Co., 43 Fur- | 
nace St., Akron, Ohio. 


B & T Metal Trim 
Pocket Catalog 


A pocket size catalog of B & T metal 
trims trademarked “Chromedge” has been 
issued by The B. & T. Metals Co., Colum- 
bus 16, Ohio. Although showing only the 
trims the maker now has in production it | 
represents but a small portion of their com- | 
plete line. Edgings, and bindings, cap 
trims and corner coves, cove base trims, | 
color-insert trims, wood coves, wallboard 
trims, sink well trims, preformed stair 
treads, linoleum knives, Chromedge water- 
proof cement and Chromedge metal polish 
are among the items illustrated. | 





Handy Hose Hanger 


The Metaloid Co., 5815 Kinsman Rd., 
Cleveland 4, Ohio, offers the Handy Hose 
Hanger for holding 75 ft. of garden hose. 
It may be attached in basement, garage, 
side of house or other suitable place. Made | 
of heavy steel, with grass green enamel | 
finish, it comes knocked down with bolts | 
for quick attachment. Shipping weight 25 | 
Ibs. for carton of one dozen. 
























VERY Pecora Product is designed 

to do a certain job better than it 
has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace with 
mechanical improvement. Stock and sell 
Pecora and you will make and keep 
satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 


ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint.” Costs less. 
WATERPROOFINGS 
“Klere-Seal” and ‘“Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 
ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 
METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 
WRITE FOR BOOKLETS 






















Paint Company Inc. 
Established 1862 by Smith Bower 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 













ARMSTRUNG BROS. 








“ARMSTRONG BROS." 


Pipe Vises are improved tools: quick-action 
“Hinged” vises have unbreakable drop forged 
hooks. Like “Open Side’’ vise have solid 
lower jaw which prevents bending of small 
or thin walled pipe. The “Chain” Vises also 
have patented 1-piece jaws that prevent kink- 
ing of small pipe and are all steel construc- 
tion with drop forged jaws, base and 

handles and proof-tested chains. 





Write for catalog 


ARMSTRONG BROS 
The Tool Holder People 
CHICAGO 


}'4 WN FRANCISCO AVE 
Eastern Warehouse & Seles 199 Lofoyette St 





KEEP WARM 


A ee oe ee 


Seal your home 
against drafts 
and cold, stop 
expensive heat 
leaks! Keep out 
dust, dirt. Just 
press MorrtTitTe 
pliable plastic 
tape around 
windows, doors, hesiieeantls 
etc. It’s easy! It’s sure! 





A roll covers about 
80 feet, enough for $425 
S$ windows .... 
Higher West of 
Reekies and 


At hardware, paint, 
dept. stores and 
lumber yards. 


4. W. Mertell Co., 508 Burch St, Kankakee, lil. 


Above is one of the advertisements 
running in national and trade maga- 
sines and Sunday newspapers—build- 
ing a big demand for Mortite. 


ORDER THROUGH YOUR JOBBER 
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WHATS NEW 


Wear-Ever 
Pressure Cooker 
Of four quart capacity, with extra thick 


bottom and made of hard sheet aluminum. 


” 


| Has flexible stainless steel “snap title 
cover, bakelite handles, hang-up ring in 
pan handle and “pop-up” pressure indica- 
tor. Pressure weight calibrated for ac- 
curate control of pressure. Special compo- 
sition molded gasket, easily replaceable, is 
resistant to heat, grease, food, air or water. 
Safety plug in cover will release when 
there is more than 20 to 25 lbs. pressure 





in pan. Has non-clog steam vent with 
seven safety openings. Equipped with red 
hakelite touch button release on lid lock. 
The Aluminum Cooking Utensil Co., New 
Kensington, Pa. 


Gelatine Mold Rack 


Lauts & Brady, Room 511, 108 W. 6 St., 
Los Angeles, Calif., recently announced 
the new Jel-Rac; for jelling of salads and 
desserts. Molds can be filled at the sink 

| and then placed quickly and safely, says 

| the maker, in the refrigerator. Said that 

the rack takes “less room than a quart 
i 

















bottle of milk.” Deliveries scheduled for 
the first of the year. Company also says 
that a luncheon-size, designed in a double 
rack, four molds high, will be available 
soon. 


Devoe & Raynolds’ 
“Black Magic!” 


The Devoe & Raynolds Co., Inc., 787 
First Ave., New York City 17, recently 
offered a new jet-black finish, which is 
claimed to be so weather-resistant “that it 
can be used on chassis of automobiles” 
and “so light in body that it is ideal for 
finishing screens.” Maker says it can be 
used for stovepipes, fences, andirons, posts 
and ornamental ironwork as well. Window 
and counter displays are furnished (five 
pieces) with complete deal of one case of 
pint, quart and gallon sizes. 
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Reynolds’ 
Cafeteria Tray 


The Reynolds Metals Co., 2500 S. Third 
St., Louisville, Ky., says that its standard 


cafeteria tray No. 350 is now ready “in 





any quantity.” Said to be built to federal 
specifications, from 16-gage, cold rolled, 
sheet aluminum with either natural metal 
or improved anodic finish. Dimensions are 
13% by 17% by % in. Top edge of tray 
is beaded and tightly closed over with 
heavy tinned steel wire. 


Pittsburgh Corning 
Foamglas Booklet 


A 24-page illustrated booklet on Foam- 
glas, a cellular glass insulating material 
finding wide usage as a heat resisting insu- 
lation on towers, tanks and ducts through- 
out the petroleum industry, is available 
from Pittsburgh Corning Corp., 632 Du- 
quesne Way, Pittsburgh 22, Pa. The maker 
states that it is lightweight, easy to handle, 
can be readily cut with a knife in straight 
lines or odd shapes and can be readily 
shaped to curbed surfaces of any radii. 
Comprehensive strength is 150 lbs. per 
sq. in. average. 


Ex-G.l.’s 
P-Zooka 


This item has a G. I. story behind it. 
Bud Bloom recently returned from over- 
seas’ duty as a Marine. He told L. A. 
Harvey, vice-president, Harvey Machine 
Co., Inc., Los Angeles, Calif., that he had an 
idea for a new toy—the P-Zooka. Mr. Har- 
vey liked the idea, turned it over to his 
engineers and the pictured item below is 
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the result. The shooter, in satin-smooth 
aluminum, is packed in an open-front 
cellophane window display box, in two 
colors. Preferred ammunition is Navy 
beans; peas may also be used. Harcraft, 
6200 Avalon Blvd., Los Angeles, Calif. 





Persson’s 
Flange-Jacks 


This new tool is said to open pipe 


flanges quickly for gasket renewal and to | 


do so “without damage to flange faces, and 
without danger from sparks.” Maker 
claims they are capable of opening joints 


| 


against a load of 15 tons without hurting | 


flanges. 


forgings, with screw points case hardened. 
Said that standard-size flange-jacks open 
all 2 to 20 in. flanges and “hold them in 
perfect alignment.” 7. G. Persson Co., 224 
Glenwood Ave., Bloomfield, N. J. 





“1001” Re-Blade Knife 


For craftsmen, hobbyists, etc., for whit- 
tling, chiseling or cutting of all sorts. It 
has light, balanced, colorful plastic handle 
and patented chromium finish chuck for 
simplifying insertion and removal of 


_ eee 








“1001” all purpose blades. Three different 
types of blades are offered, each made of 
finest surgical steel, carefully tempered 
and precision ground. Somar Specialty 
Corp., 24 Holland Ave., Bridgeport 5, Conn. 





Tappan Portfolio 


The Tappan Stove Co., 250 Wayne St., 
Mansfield, Ohio, has just issued a 32-page 
portfolio for the benefit of dealers. Port- 
folio, illustrated, stresses the highlights of 
the Tappan range; mentioned in the com- 
pany’s Yucatan Eclipse range which, it is 
said, has been in use for more than 50 
years by a housewife. Other features: na- 
tional advertising, expanded plant facili- 
ties, L.P. gas, retail floor planning, sales 
training, kitchen planning, prospect build- 
ing, home service and newspaper adver- 
tising. 


Jaws are heavy, one-piece steel | 































































You can’t sell promises, so we're not 
going to make any. We do hope, how- 
ever, that improved conditions in 1946 
will enable us to make the same prompt 
deliveries on our entire line that we are 
now making on Non-Renewable Fuses. 





ROYAL ELECTRIC CO., inc. 


ee 2 ee 2 eee ee! 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS * TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS ° 












IN HOLLOW MATERIAL 


PAINE toccte souts 


FAST SELLING ITEM 


Foolproof method for 
fastening electrical, 
plumbing or other equip- 
ment to hollow material. 
Easily and quickly in- 
stalled — they will not 
pull out or work loose. Available 
in several head styles in standard 
bolt diams. from %” to %” in 
123 ‘standard lengths. 


PAINE TOGGLE BOLT CLAMP — free 
with every box of Paine Toggle Bolts. 
Cuts installation time in half and saves 
the fingers. 

Ask Your Jobber or Write for Catalog 


THE PAINE COMPANY 
2963 Cerroll Avenue Chicago 12, lilinois 









‘PAINE : 


FASTENING 
and HANGING 


DEVICES 











The Rost ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 


Marengo, Illinois 
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Electro-Mite 
Portable Washer 


For the small apartment or to carry in 
the car while traveling, is made by Menas- 
co Mfg. Co., 805 San Fernando Blvd., Bur- 
bank, Calif. Weighing 15 lbs., three sample 
loads include—12 pieces of lingerie; eight 





diapers or eight face towels or four or five 
pairs of men’s shorts and undershirts. Has 
self-lubricating motor, detachable alumi- 
num tub, and six ounce aluminum lid. 
Stands 17 in. high and has diameter of 12 
inches, compact enough for storage with 
pots and pans in kitchen or pantry. 


Sherwin-Williams DDT 
Low Cost Concentrate 


Known as Pestroy it is designed to pro- 
vide farmers, stores, hotels, factories, pub- 
lic carriers, restaurants, hospitals, cities 
and other commercial users with an eco- 
nomical safe and easy-to-use insecticide 
with high residual value, according to its 
developer, The Sherwin-Williams Co., 101 
Prospect Ave., Cleveland, Ohio. Pestroy 
is a 25 per cent DDT concentrate, and is 
diluted with water to make a powerful 
repellent and insecticide which can be 
sprayed or brushed on any type of surface 
to destroy flies, mosquitoes, moths, gnats, 
fleas, roaches, bedbugs, silverfish, wasps, 
crickets, ants and other common insect 
pests. A one-gallon can, diluted with four 
gallons of water to make a five per cent 
solution of insecticide, will effectively cover 


| 4800 square feet of surface. Said to re- 





main effective on interior surfaces for two 
or three months. A like solution is said to 
protect outside surfaces for from two to 
three weeks under average weather con- 
ditions. The maker says it is odorless and 
stainless and fireproof when properly 
diluted with water and that continual freez- 
ing and thawing has no effect upon its 
effectivness. While reasonable care must 
be taken to protect human beings, house- 
hold pets and foodstuffs from repeated or 
prolonged contact with Pestroy, it can be 
safely handled without special protection 
and can do no damage to fabrics, wood, 
paint, wiring, metals or other materials, 
says the maker. It may be mixed with 
kerosene instead of water in same propor- 
tions for use on fabrics, carpets, uphol- 
stery and other delicate materials where 


WHATS NEW 


water spray might not be suitable. 
be used for cattle dip or spray. No special 
equipment required for application, as it 
may be applied with ordinary low-pressure 
coarse spray garden sprayer or simple paint 
brush. 





Can 


Display for Grobet 
Rotary Files, Rasps 


Besides presenting 150 of the most popu- 
lar Grobet rotary files and rasps, saves time 
for sales clerk and customer. Reverse side 
which faces the sales clerk has complete 
selling information for locating stock, giv- 
ing selling price, etc. List price and net 
selling price is shown for each file. Stand 
which is fully portable may be obtained 
equipped with glass display case to cover 
the entire display. Display measures about 
19% by 8% in. deep at base. It is one in. 
high at bottom shelf and 11% in. high at 
back. Cabinet made of strong wood, all 
surfaces protected by two coats of clear 
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varnish. Two sturdy handles. Shows 
leaders in the “complete line” in compact 
space. Grobet File Co. of America, 421 
Canal St., New York 13, N. Y. 





Atlas Ball-Pein 
Hammers 


These new all-metal ball-pein hammers 
“eliminate the weakness of conventional 
wood handles in ball-pein hammers,” 
claims the maker. Available now in variety 
of sizes, and have “flatne-hardened heads” 
made of alloy tool steel; flex-o-handgrip 





“to absorb shock of hammer blows”; all- 
steel handle, with “no wedges to come out.” 
Atlas Welding Accessories Co., 14824 
Wyoming Ave., Detroit, Mich. 
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But to most users, it’s the best roll of 
tough, practical chicken wire they could 
ask for! 

Cortland Poultry Netting is a durable 
fence that hangs straight and tight — 
with a bright and long-lasting zinc coat- 
ing—and with a strength beyond your 
requirements. 

It's made of good Cortland Wire! 





Specifications: 
Cortland Hexagon Poultry Netting is 
manufactured in continuous twist weave, 
meshes of 1” and 2”, in 9 different widths 
from 12" to 72”. 
Cortland Straight Line Pouttry Netting 
is a lock-twist weave in 2 different 
meshes of 1” and 2”, and in 9 different 
widths from 12” to 72”. 
“ Cortland Animal Pen Netting is a heavy 
pass an actual burning test under regular operat- netting 2” to 3/4" mesh in wire gauges 
ing conditions before it is given a final OK by from 18 to 14, standard widths. 
our inspection department? No wonder 
dealers throughout the country tell their cus- 


tomers: “you can’t buy a better torch than 
TURNER!” 


Write for priority and delivery information... 











WICKWIRE BROTHERS, Inc. 
CORTLAND, N. Y. 
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PLASTEEL 


the Roofing that’s 


SEALED 


against the Weather 


ee 


It’s The Roof That Keeps 
The Weather Out! 


Sealed against the weather is import- 
ant news to the farmer. He knows the 
costly effects of winter's heavy rains, 
winds, sleet and snow. That’s why ade- 
quate protection for himself and family, 
his livestock and valuable machinery are 
so vital. With PLASTEEL every roof 
comes through the hard driving winter 
months safely because it’s weather- 
tested . . . and more! PLASTEEL is 
made of high strength STEEL sheets 
that are sealed within an asphaltic 
PLASTIC to resist all climatic and cor- 
rosive conditions. Then for insulation, 
permanence and good appearance it is 
finished with pure mineral MICA that 
needs no paint, no repairs. It’s just 
what farm buildings need and progres- 
sive dealers will find it profitable to 


stock PLASTEEL ROOFING for farms! 


For Details, See or Write 
Your Distributor Today 


Protectep Steet Propucts 


WASHINGTON - PENNSYLVANIA 
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Ranetite Waterproof 
Coating No. V 


Combines aluminum and calcium stearate 
as a base. For use on virgin surfaces only 
for above grade stone, brick or stucco 
walls. This improved product is offered to 











seal out wall-weakening dampness and to 
destroy alkali deposits so often found on 
outside wall surfaces. The maker states 
that it is crystal clear and fully guaranteed 
to waterproof without changing or discolor- 
ing the texture of the surface in any way. 
Covers about 400 sq. ft. per gallon. Rane- 
tite Mfg. Co., Inc., 1917 S. Broadway, 
St. Louis 4, Mo. 


A-M-R Insecticide 


The A-M-R Chemical Co., 985 E. 35th 
St., Brooklyn 10, N. Y., is now making the 
A-M-R insecticide, said to contain in addi- 
tion to 5 per cent DDT other insect-destroy- 
ing ingredients “equivalent to 7 per cent 





pyrethrum that guarantee 100 per cent kill 
and 100 per cent knockdown.” Is pack- 
aged in metal containers in pints, quarts 
and gallons. 


| Transparent Plastic 


Tubes for Milkers 


Rite-Way Products Co., 1247 Belmont 
Ave., Chicago, Ill, has announced trans- 
parent plastic tubes on new model milking 
machines, tubes being of Koroseal, said not 
to be affected by butterfat though having 
flexible properties of rubber. Rite-Way 
Milkers also have the following features: 


Roto-Matic pump with force feed self lu- 


brication, gil-seal construction to maintain 





constant vacuum; pulsator with only two 
moving parts and a Micro-Thread speed 
control that adjusts accurately and “stays 
put,” says the maker. Sanitary claw with 
easily cleaned mirror-smooth, _ straight- 
through openings. One-piece tapered infla- 
tions for produce uniform, gentle milking 
action and modern removable vacuum tank, 
easy to clean. 


New Downy Label 


The Downy Products Co., Orange, N. J., 
has just relabeled its non-metallic pot clean- 
er and scour cloth, Golden Fleece. New 
label is larger by a half inch in width and 
three quarters of an inch in length; de- 
signed in two colors—bright red and 
black. Main illustration shows woman’s 
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hand scouring a skillet and reverse side 
carries directions and sets for the many 
uses of this new product. 





Savogran Display for 
Strypeeze Remover 


Printed in four brilliant colors this 11% 
by 14% in. display for Savogran Strypeeze 
Semi-Paste Remover is available to dealers 
without cost. Any size container up to 
quart of Strypeeze can be shown. Easel 
back holds display erect for container re- 
moval. Separate lifelike hand and scraper 
in brilliant red gives effect of removing 
finish from background of display. The 
Savogran Co., India Wharf, Boston 10, 
Mass., or 60 W. Superior St., Chicago 10, 
Nl. 
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Preview of the 
TOP-LINE 
Production Ling! 


Beautiful new ap- 
pliances in store for 
Top-Line dealers 
during the first 
quarter of 1946. 








ELECTRIC 
IRONS 








ELECTRIC 
WATER HEATERS 


ATTIC FANS 


ELECTRIC CHURNS- 





TOP © LINE 


Toys APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 
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Planet Jr. 


LEADERS 


T will pay you to sell Planet Jr. Large 
and small growers know that Planet 
Jr. stands for the best in seeding, 


fertilizing and tillage equipment. 


&S 


REG. U. S. PAT. OFF, 








Multiple Row Seeders for General 
Purpose Tractors 


Adaptable Seeder Units * 


Hand Seeders Wheel Hoes 


S. L. ALLEN & CO., INC. 
3425 N. 5TH STREET, PHILADELPHIA 40, PA 


Planet Jr. 


GARDEN TRACTORS AND SEEDING FERTILIZING AND 
TILLAGE EQUIPMENT FOR HAND. HORSE, OR TRACTOR 














MINUTE MOP 
Line of Cellulose Sponge 
Products 













© Minute 
BATH 
TUB 











BRUSH -~ 
Price 
Tops for cleaning the bath 
tub easier and faster. Ends 
stretching, straining and 
irksome be nding over. Keeps 
. hands ry yet works up 
. rivt tir atching lather. 
Made of D 1Pont Cellulose 
Spong mounted on wood 
lock Handle 18” long 
Shippin eight, per gross, 
0 lbs 
. 
@ Minute 


BRUSH 





List Price........++- 29c 


For keeping wash bowls and stands spotless all 
he time. The housewife who delights in cleanli- 
ness quickly sees its speed-up advantages, how it 
joes away with untidy, messy fixtures in a jiffy 
Measures 4%” x 1%" x 1%". Shipping weight, 
per gross, 22 Ibs. 
















© Minute 
DISH 
MOP 


"Fin Model"’ 


Price 35¢ 





Most ingenious method yet 
— for cleaning coffee makers, 
pitchers, jars, bottles all 
deep china and glassware 


Cellulose sponge head is sectioned and set into 
handle, resembling a paddie-wheel, that washes 


clean as you twist handle. Packed in counter dis- 
play cartons of 12 mops Shipping weight, per 
gross, 20 Ibs. 














@ Minute 
WINDOW 
BRUSH 


List 
Price 


59 


There's a ready market await 
ing this handy, efficient 
housekeeping device that gets 
windows sparkling with less 
came Work. Especially useful to 
clean small, partitioned win- 
dows. Wood block measures 
5%” x 1%”, with a handle 
18” long Packed one gross 
* to the case. Shipping weight, 
47 Ibs 








Send in your order now to your Jobber and 
learn how easy it is to cash in on new, extra 
profits with the steady-selling, famous Minute 
Mop Cellulose Sponge Line that’s distributed 
nationally. 


_\MINUTE MOP (0. 


Se Te ta iP 
* CHICAGO 16 ILL. 








Make-A-Lite Bicycle 
Light Generator 

Make-A-Lite electric bicycle light gen- 
erators are now available to the hardware 


dealer and the manufacturer, Make-A-Lite 
Division of Chefford Master Mfg. Co., Fair- 





field, Ill., has brought out a modern stream- 
lined model. Re-designed headlamps and 
tail lamps have also been brought out. The 
generator now has a scarlet plastic hous- 
ing. Patented automatic voltage control 
governor prevents voltage rise of above six 
volts, regardless of speed, thus preventing 
“blowing” of bulbs at high speed. Driving 
mechanism arranged to produce good light 
even at slow speeds. Has separate circuits 
for head and tail lamps, thus damage to 
one lamp does not affect others. Both use 
No. 502 Mazda 5 volt lamps. Self-contained 
battery type lamp is made usable with the 
Make-A-Lite Generator through addition 
of a simple adapter. By use of the adapter 
the self contained battery type lamp can be 
used with a Make-A-Lite Generator. In- 
stallation of the new model generator is 
easy. New Make-A-Lite streamlined model 
head lamps and tail lamps are now in pro- 
duction. Combination units of generator 
and headlamp, and generator, headlamp 
and tail lamp are available. Individually 
boxed lamps and generators are provided 
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separately, or as part of the two combina- 
tion units. All boxes are attractively 
printed in colors for counter display. 





Fluorescent Lighting 
Ballast Price List 


American Transformer Co., 178 Emmet 
St., Newark 5, N. J., recently issued a new 
price list on Amertran ballasts for fluo- 
rescent lighting. List indicates data as to 
type, wattage, voltage, packaging, weight, 
catalog numbers and list prices. 


Pride-O-Lawn 
Sprinkler 





Operating with a single wear-proof part 
which works on the jet-propulsion prin- 
ciple, distributing a mist-like rain evenly 
over its 40-ft. coverage. Made of solid, 
heavily cast iluminum alloy. Rotating head 
has satin-spun silvery finish, base is bright 
green, non-chipping baked enamel. Said to 
be rust-proof throughout. Frog-like base 
permits moving base while in operation. 
Hose screws directly into base. Inland 
Vig. Corp., Buffalo 2, N. Y. 





New Packaging For 
Consumers Crack Filler 


Formerly packaged for 10 years in an 
ordinary carton the product’s new package 
is a round tube with metal top and bottom 





with a friction top lid that makes a more 
economical purchase, as it can be well 
kept after each job by replacing the lid. 
Made by Consumers Glue Co., 1515 N. 
Hadley St., St. Louis 6, Mo., this formula 
of various dried materials forms a putty 
like substance when mixed with plain 
waters. Said to dry extremely hard, 
though it can be sawed, drilled and used 
with screws and nails without chipping, 
cracking or breaking. For use filling holes, 
cracks and crevices in wood, stone or for 
filling joints in plaster board as well as 
plaster cracks. 
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Exclusively YOURS - 


SALES RIGHTS TO FAST-MOVING 


LATLUX 


The one-coat wall paint nade with oil 


PROTECTED PROFITS. ON 
FAST-SELLING FLATLUX 


are assured by the BPS franchise sales 




















plan which gives you the sole right in your 


community to sell a paint that’s: 


% A One-Coat Paint—One coat covers 
wallpaper and most other interior 


surfaces. 


% A Real Oil Paint—It is not a water 


coating. 
% Easy to Use—It dries quickly, leaves Al te ) oH 
no brush marks, washes safely. And “am WALL PAINT « MADE WITH 


it’s ready to use—no messy mixing. 


2971 —_ wont 


Details of Exclusive Franchise are yours 
for the asking. Write BPS today. 
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ASCO 


LEATHER and SADDLE SOAP 


Preserves 
Cleans 
Softens 
Polishes 


except 
suede 
~OLe S, HARNE 


* methte =. get 


FAST SELLER 
25¢ 50c 


GIVES that— 
* Expensive Leather Look” 


THE SECRET IS IN THE 
ASCO L-A-T-H-E-R 
Ask your jebber or write te 


ASCO CHEM. CO., 641 Lexington Ave., B’kiyn 


LMP amy 

















FOLDING 


CHAIRS 


Upholstered and 
Piela. Meany styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 















Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 




















ee ee 
VE ee Be ee 


COMBINATION 
SQUARE 
with Level and Seriber 


Ready for Immediate Shipment 
Very Reasonably Priced 


Twix Manufacturing Co. 
40-09 21st St., Long Island City, N. Y. 

















Buy an Extra 
Victory Bond 
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| company headquarters, 


| Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Ace Hardware Corp., convention and 
exhibit, Jan. 28-30, 1946, inclusive, at 
Hotel Sherman, Chicago, Ill. E. G. Lind- 
quist, 1319 S. Michigan Ave., Chicago 5, 
Ill., is vice-president and secretary. 


Alabama, Retail Hardware Association 
of, May 15-17, 1946, inclusive, convention 
and exhibit, City Auditorium, Birmingham, 
Ala. Mrs. J. H. Crowe, secretary, 1906 N. 
Fifth Ave., Birmingham 3, Ala. 


American Hardware Manufacturers’ 
Association meeting jointly with the Na- 
tional Wholesale Hardware Association and 
the Southern Hardware Jobbers’ Associa- 
tion, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers’ Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treasurer, 
National Wholesale Hardware Association 
and T. W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla., is secretary of the Southern 
Hardware Jobbers’ Association. 


American Hardware Supply Co., con- 
vention and exhibit, Jan. 28-29, 1946, at 
41-43 Terminal 


| Way, South Side, Pittsburgh 19, Pa. Wil- 


liam M. Stout is executive vice-president 


and general manager. 


American Toy Fair—New York City, 
March 11-23, 1946, inclusive, with exhibits 
at 200 Fifth Ave., 1107 Broadway and other 


| permanent showrooms and at the Hotel Mc- 


Alpin and Hotel Breslin, Horatio D. Clark, 
assistant director, Toy Manufacturers of 


| the U. S. A., Inc., 200 Fifth Ave., New 


York 10, N. Y., is manager of the American 
Toy Fair. 


Arkansas Retail Hardware & Imple- 
ment Association, convention, March 18-19, 


| 1946, at Marion Hotel, Little Rock, Ark. 


Turner, 322 E. Markham St., 
Little Rock, Ark., is secretary. 


George L. 


Bicycle Institute of America, Inc., 
with meetings of the Bicycle Manufacturers 
Association of America; Cycle Parts & Ac- 
cessories Association; Cycle Jobbers Asso- 


| ciation and Merchant Members, Jan. 22-24, 
| inclusive, 1946, at Hotel Commodore, New 


York City. Miss Cecile Meehan, 122 E. 
42nd St., New York 17, N. Y. 
- 


California Retail Hardware Association, 


convention, Feb. 19-21, 1946, inclusive, at 


the Hotel Whitcomb, San Francisco, Cal. 








Le Roy Smith, 417 Market St., San Fran- 
cisco, Cal., is secretary. 


Connecticut Hardware Association con- 
vention, Feb. 12-13, 1946, at Hotel Taft, 
New Haven, Conn. Fred T. Blish, Jr., Man- 


chester, Conn., is secretary. 


Florida Retail Hardware Association, 
convention early in May, 1946, Anglebilt 
Hotel, Orlando, Fla. William W. Howell, 
Waycross, Ga., is secretary. 


Franklin Hardware & Supply Co., 
annual meeting, Feb. 5, 1946, in the Jeffer- 
son Room, Adelphia Hotel, Philadelphia, 
Pa. Open house all day at company’s new 
headquarters which were moved to 918-928 
N. Delaware Ave., Philadelphia 23, Pa. 


F. Leon Herron is manager. 


Georgia Retail Hardware Association, 
convention early in May, 1946, Ansley 
Hotel, Atlanta, Ga. William W. Howell, 


Waycross, Ga., is secretary. 


Housewares Show, The, managed and 
directed by Mrs. Flo English, will be held 
at the Atlantic City Auditorium, Atlantic 
City, N. J., May 13-17, inclusive, 1946. Mrs. 
Flo English has her headquarters at the 
Hotel Pennsylvania, New York 1, N. Y. 


Illinois Retail Hardware Association 
convention, Feb. 25-27, 1946, inclusive, at 
Sherman Hotel, Chicago, IIl., C. G. Gilbert, 
1321 Merchandise Mart, Chicago 54, IIl., is 
secretary. 


Indiana Retail Hardware Association, 
convention and exhibit, Jan. 29-Feb. 1, 
1946, inclusive, Murat Temple, Indian- 
apolis, Ind. G. F. Sheely, 333 N. Penn- 
sylvania St., Indianapolis 4, Ind., is secre- 
tary. 


Intermountain Association, conven- 
tion, Feb. 25-26, 1946, at the Hotel Utah, 
Salt Lake City, Utah. Leon L. Weeks, 
Chamber of Commerce Bldg., Boise, Idaho, 
is secretary. 


Iowa Retail Hardware Association, con- 
vention and exhibit, Feb. 12-15, 1946, inclu- 
sive, in Des Moines, Iowa, Convention— 
Hotel Fort Des Moines; exhibit—Coliseum 
Building, Philip R. Jacobson, Mason City, 
Towa, is secretary. 


Kentucky Hardware & Implement Asso- 
ciation convention, Jan. 21-22, 1946, at 
Kentucky Hotel, Louisville, Ky. Morris 
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— And you'll surely get 'em when 


Reconversion releases 


UNION’S Production! 


There will be no limit on your supply of UNIoN 
Tools and Sporting Goods as soon as our war-ex- 
panded facilities can be put behind your orders— 


And no limit on Quality, newly-developed out of 
our war-manufacturing experience . . . This 
Quality will be powered by new sALEs features, 


planned to promote fast turn-over and Dealer’s 


profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


Chisels and Screwdrivers | 


Hack Saw Frames. 





Gun Implements 


HARDWARE COMPANY 
aw iW iaw iw 


TORRINGT ON. CONN. 


HAMBER' 
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CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAIN 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR ‘CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 





AUTOMOTIVE... AGRICULTURAL... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
It could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, San Francisco 
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Metal 4-blede, brass lined, all purpose Scout 
Type Knife, $21.00 Per Doz 









IDACO AIDACO 
5 INCH POLISHED BLADES 
SE S6SE 


24.00 21.00 
Per Doz. Per Doz. 





4°" BLADE #K300—$18.00 PER DOZ. 
Terms: 2% Cash Net 10 Days 

We Guarantee money back if Merchandise 
proves unsatisfactory upon delivery. 

'f material is unavailable, we reserve the right te 

substitute equal or higher cost mershandise of a similar 

nature at No Extra Charge 


BERNARD GOLDWEBER 


1133 Broadway, New York 10, N. Y. 
WaAtkins 9-6693 
WHOLESALERS’ INQUIRIES SOLICITED 











ASK YOUR JOBBER 





SOLDERING IRONS 





SELL RAPIDLY 


win customer 


good will 


ee 


No.701—100 watt DRAKE Solder- 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 


For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
lacture—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 


With industry rapidly 
reconverting to peace 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature them. 








DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE., CHICAGO 13, ILk 
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Jones, Room 315 Kentucky Hotel, Louis- 
ville, Ky., is secretary. 


Michigan Retail Hardware Association 
convention, Feb. 19-21, inclusive, Pantlind 
Hotel, exhibit at Civic Auditorium, Grand 
Rapids, Mich. H. W. Schumacher, 1112 
Olds Tower Bldg., Lansing, Mich., is 


secretary. 


Minnesota Retail Hardware Association, 
convention and exhibit, Jan. 22-24, 1946, 
inclusive, at St. Paul Auditorium, St. 
Paul, Minn. C. J. Christopher, Nicollet at 
24th St., Minneapolis 4, Minn., is secretary. 


Missouri Retail Hardware Association, 
convention and exhibit, March 5-7, 1946, 
inclusive, at Jefferson Hotel, St. Louis, Mo. 
Louis C. Kreh, 323-324 Wainwright Bldg., 
St. Louis, Mo., is secretary. 


National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianap- 
olis 4, Ind., is managing-director. 


National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers’ Association 


and the Southern Hardware Jobbers’ Asso- | 


ciation, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 


| phia 6, Pa., is secretary-treasurer, National 





Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer of the 
American Hardware Manufacturers’ Asso- 
ciation and T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla., is secretary of the 
Southern Hardware Jobbers Association. 


Nebraska Retail Hardware Association 
convention, Feb. 19-21, 1946, inclusive, at 
Fontenelle Hotel, Omaha, Neb. C. A. Mc- 
Coy, 325 Insurance Bldg., Lincoln, Neb., is 
secretary. 


New England Hardware Dealers’ Asso- 


| ciation, convention and exhibit, Feb. 20-22, 


1946, inclusive, at the Statler Hotel, Bos- 
ton, Mass. Russell R. Mueller, 189 Dart- 
mouth St., Boston 16, Mass., is secretary. 


New England Housewares Show, 
13th Annual, sponsored by Housewares 
Club of New England, Feb. 11-15, 1946, in- 
clusive, at the Parker House, Boston, Mass. 
Albert B. Patterson, Wagner Mfg. Co., Bos- 
ton, Mass., is chairman. Address—c/o 
Housewares Club of New England, Room 
282, Parker House, Boston, Mass. 


New York State Retail Hardware Asso- 


| ciation, convention and exhibit, Feb. 5-7, 


1946, inclusive, in Rochester, N. Y. Con- 


| vention, Seneca Hotel; exhibit—Convention | 


Hall. N. H. Kiley, 508 Hills Bldg., Syra- | 


cuse, N. Y., is secretary. 


North Coast Retail Hardware Associa- | 


tion, convention, Feb. 11-12, 1945, at the 








Boost you 
PROFITS! 


Thread pipe 
BY POWER! 





YOU NEED THIS 
“PIPE MASTER” 


in the shop and on the job! 


Save time and effort! Make more 
profit on pipe and bolt thread- 
ing work! Own a portable 
“PIPE MASTER" . . . the most 
complete, portable power pipe 
outine on the market and at 
the lowest price! Threads the 
standard range of Ys) to 2" 
pipe; extra range !/g" pipe; 
range with drive shaft is 2!/2" to 
6" pipe; Bolt range up to |!/2". 


Nipples as short as 3!/," in the 
2" size can be held in the regu- 
lar chuck and threaded on both 
ends. (No special nipple chuck 
required.) Proportionately short 
nipples in other sizes also held 
and threaded on both ends. 
Pipe or studs as short as 2!/," 
can be held and threaded on 
one end. 


‘If you're in business for profit 
. « - own a “PIPE MASTER"! 
Write for complete information 
and FREE literature. 


THE OSTER MFG. COMPANY 
2028 E. 61st St. Cleveland 3, Ohio 
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WIDE OR NARROW NECK 


DE LUXE GLASS. 





COFFEE VAC 


HAND DECORATED 


HE war is won!...now 
... product by product, 
White Cross Electric Table 
Appliances are marching 
back, greater than ever. Now 
available are the smart, con 
venient, gas or electric, wide 
or narrow neck Coffee-Vac 
models shown above. 
These efficient and luxuri- 
ous coffee-makers come to 
you in eight cup size only... with platinum banding 
-..-wide-neck models complete with hinged decanter 
cover and double-purpose top cover with funnel holder 
of attractive, durable bakelite ... Specially designed 
features insure tight seal and perfect vacuum. Full-flavor, 
full-strength every time. Clean, easy, fast filtration... 
THESE ARE NOW AVAILABLE! 


NOTE: Narrow-neck models are similar to 
those illustrated above—but less decanter cover. 


* 


WHITE CROSS Preview 


As materials and facilities become available, White Cross will 
offer an all-star production including our best ‘“‘performers’’! 


THE AUTOMATIC POP-UP TOASTER 
HIGH SPEED HOT-PLATES 
1000-W LIGHT-WEIGHT AUTOMATIC IRON 
WAFFLE IRONS—SANDWICH TOASTERS 


...And many brand new products for greater convenience, service 
and freedom for America’s homemakers. 


* 
White Cross Delivers the Trend of Tomorrow... Today! 


LEADING JOBBERS EVERYWHERE 


— 
NATIONAL STAMPING & ELECTRIC WORKS 


2220 WEST LAKE STREET ° CHICAGO 24, ILLINOIS 
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Best Sellers! 


LARGEST COMPLETE 
‘LINE of NATIONALLY ADVERTISED 


Furnishings for Fun At Home 












PORTA-POKER 
GAME TABLE 


‘ 


a 
PORTA-BUFFET Food Server 
Cz > ‘ 


ae oo 


ei 








CLUB POKER TABLE 





PLASTIC POKER CHIPS 








DOMINOES & CHECKERS 


DUELETTE 


OVER 52 FAST-SELLING ITEMS 
ADVERTISED IN 21 MAGAZINES 


ASON-WILLIAMS' home entertainment items are established best 

sellers. . . . Nationally Advertised. Pre-tested for sales 
appeal. Through more than 22,500,000 Sales Messages annually, 
consumers are told and pre-sold on Mason-Williams' profit-makers. 
When in Chicago, visit our convenient factory showrooms. Mean- 
while, WRITE FOR CATALOG H-I4. 


MASON-WILLIAMS CO. 


663 N. WELLS ST., CHICAGO 10 
SHOWROOMS OPEN THROUGHOUT THE YEAR 
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Barometric ..... 
Automatic 


DRAFT 


CONTROLS 
Models For Every Type 


And Size of Installation 


LOWER FUEL COSTS FOR YOUR CUSTOMERS 
MAKES MORE PROFITABLE SALES FOR YOU. 


DRAFT 
KOREKTOR 


Type F 906 
6 inch 
Diameter 
for 
STOVES 
and 
HEATERS 
Coal or Oil 














Low cost, highly efficient. Has close - fitting 
blade; knife-edge, non-clogging pivots; simpli- 
fied outside draft adjustment; long tee side 
or sold less tee. 

We manufacture a complete line of Draft Con- 
trols including Draft Korektors, Cole DRAFT 
Governors and Sullivan DRAFT Stabilizers. 


IMMEDIATE DELIVERY 
Wire or Write For Complete Details 


COLE-SULLIVAN ENGINEERING CO. 


2290 University Avenue, St. Paul, Minn. 











LANTERNS 


WON’T GO OUT 
WITHOUT oe 


iar Ss 


LANTERNS 





DIETZ LANTERNS will 
burn to the last drop. 
Capacity 30 to 70 hours 
according to size. 


R.E. DIETZ COMPANY 


La NEW YORK 


“1946 


GUTPUT DISTRIBUTED THROUGH THE JOBING TRADE EXCLUSIVELY 


Multnomah Hotel, Portland, Ore. D. D. 
Stewart, 714 American Bldg., Seattle, Ore., 


| is secretary. 
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North Dakota Retail Hardware Asso- 
ciation, convention and exhibit, March 26- 
28, 1946, inclusive, in Fargo, N. Dak. Con- 
vention—Town Hall, Hotel Gardner; ex- 
hibit—Crystal Ballroom, Fargo Auditorium, 
Miss Clarine Sherwood, 21 Clifford Bldg., 
Grand Forks, N. D., is secretary. 


Ohio Hardware Association, convention 
and exhibit, Feb. 11-14, 1946, inclusive, at 
Netherlands-Plaza Hotel, Cincinnati, Ohio. 
John B. Conklin, 175 S. High St., Colum- 
bus, Ohio, secretary. 


Oklahoma Hardware and Implement 
Association, convention and exhibit, Feb. 
5-7, 1946, inclusive, at Municipal Audi- 
torium, Oklahoma City, Okla. R. K. 
Thomas, 711 Wright Bldg., Oklahoma City, 
Okla., is secretary. 


Panhandle Hardware and Implement 
Association convention, Feb. 11-12, 1946, at 
Herring Hotel, Amarillo, Tex. Mrs. C. L. 
Thompson, Canyon, Tex., is executive sec- 


retary. 
~- 


Pennsylvania & Atlantic Seaboard 
Hardware Association convention and ex- 
hibit, Feb. 12-14, 1946, at Bellevue-Strat- 
ford Hotel, Philadelphia, Pa. W. Glenn 
Pearce, 400 N. Broad St., Phila., Pa., is 
secretary. 


South Dakota Retail Hardware Asso- 
ciation, convention and exhibit, Feb. 19-21, 
1946, inclusive, in Sioux Falls, S. D., meet- 
ings and exhibit, Coliseum—convention 
headquarters, the Cataract Hotel. Earl Er- 


| landson, Cottonwood, S. D., is secretary. 


Southern California Retail Hardware 
Association, convention and exhibit, Feb. 
| 26-28, 1946, inclusive, at Municipal Audi- 
torium, Long Beach, Calif. A. C. Kam- 
meier, 112 W. 9th St., Los Angeles 15, 


Calif., is secretary. 


Southern Hardware Jobbers’ Asso- 
ciation meeting jointly with the National 


| Wholesale Hardware Association and the 


American Hardware Manufacturers’ Asso- 
ciation, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
T. W. McAllister, 814 Metcalf Bldg., Or- 
lando, Fla., is secretary of the Southern 
Hardware Jobbers’ Association; Charles F. 
Rockwell, 342 Madison Ave., New York 17, 
N. Y., is secretary-treasurer of the Ameri- 
can Hardware Manufacturers’ Association, 
and George A. Fernley, 505 Arch St., Phila- 
delphia 6, Pa., is secretary-treasurer of 
N.W.H.A. 


Tennessee Retail Hardware Association, 
convention, Feb. 18-19, 1946, at Andrew 
Jackson Hotel, Nashville, Tenn. . Morris 
Jones, 315 Kentucky Hotel, Louisville, Ky., 
is secretary. 


Triple Mill Supply convention, May 
6-8, inclusive, 1946, at Atlantic City, N. J., 
with headquarters at the Marlborough- 
Blenheim of the American Supply & Ma- 
chinery Manufacturers’ Association, Inc., 
The National Supply & Machinery Distzib- 
utors’ Association and the Southern Supply 
& Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., Pitts- 
burgh 22, Pa., is general manager of the 
American association; Henry R. Rinehart, 
505 Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Association, 
George A. Fernley is advisory secretary of 
the National Association and E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga., is 
secretary-treasurer of the Southern associa- 
tion. 


Virginia Retail Hardware Association, 
convention, Feb. 25-27, 1946, inclusive, at 
the Hotel Roanoke, Roanoke, Va. G. T. 
Omohundro, Jr., Scottsville, Va., is secre- 
tary-treasurer. 


Western Retail Implement & Hardware 
Association, convention, Jan. 28-30, 1946, 
inclusive, at Hotel President, Kansas City, 
Mo. Frank H. Spink, 322 Scarritt Bldg., 
Kansas ity, Mo., is secretary. 


West Virginia Hardware Association 
convention, Feb. 25-26, 1946, at the Stone- 
wall Jackson Hotel, Clarksburg, W. Va. 
Sam H. Diemer, Box 363, Fairmont, W. Va., 
is secretary. 


Wisco Hardware Co., merchandising 
school and sales show, Jan. 21-23, 1946, in- 
clusive. Facilities—University of Wiscon- 
sin, Wisco Hardware Co., headquarters and 
Loraine Hotel, Madison, Wis. John A. 
Fitschen, 15 S. Brearly St., Madison 3, 
Wis., is secretary and general manager. 


Wisconsin Retail Hardware Association 
convention and exhibit, Feb. 5-8, 1946, in- 
clusive, at Milwaukee Auditorium, Milwau- 
kee, Wis. H. A. Lewis, Stevens Point, 
Wis., is secrétary-treasurer and exhibit 
manager. 


Correct Answers to Test 
Your Hardware Sense 


(Questions on page 142) 


1—Answer. Cost of job $9. Job requires 
6 sq. yds. of material. 


2—Answer. It is generally agreed that 
the cylinder works best below the water 
level in this type of well. However, it can 
be located at any point within 25 ft. of the 
lowest level of the water. 


3—Answer. Margin is 50 per cent of 
the selling price. Shoes cost dealer 40 
cents per pair and are sold at 80 cents. 

4—Answer. Dealer should pay $2.10 per 
dozen. 

5—Answer. 
$5.12. 


Job would cost customer 
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ion, The single word —“Crestoloy”— stamped 
at 
T. on our pliers tells a big story. It means 
_ that each individual tool was tested thor- 
oughly before it was boxed. Thus, Cres- 
are 
146, cent takes the guesswork out of tool buy- 
a ing by taking the guesswork out of tool 
g-, 
making. 
ion Before a die is made, before a forging 
ne- ° ¢ “2 ° 
Va. hammer drops, rigid specifications— 
la., based on 40 years experience—are estab- 
lished to specify the material, design and 
ing workmanship. Then, after the tools are 
in- . 
on- forged and finished, they are double- 
r : check tested to guarantee satisfaction 
3, and long life. 
| That is the way Crescent guarantees 
“% dealer and user satisfaction. That is why 
1u- the demand for Crescent and Crestoloy | 
nt, ° ° 
bit tools has reached an all-time high and, | 
why we are working so hard to supply the 
wants of thousands of hardware dealers. 
CRESCENT TOOL COMPANY | 
Jamestown, N. Y. 
es 
} 
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TLLBRONZE 


METALLIC PAINTS and POWDERS 


Lp Re og Cae 


The Ilibronze line is unusually complete, offering unusual opportunities 
for volume sales and profits. Ilibronze quality has long been a “buy- 
word” in the trade. Cash in on ILLBRONZE! 







bronze Chrome Finish Aluminum Paints give maximum protection 
at minimum cost. Outstanding in covering power, durability and 
appearance. 


— GOLD PAINT 


Iibronze Golden Lustre Gold Paint—in the same quality you got 
before the war! Ready-mixed—ready for immediate use! 


* a0) BRONZE POWDER AND PASTES 


Famous for quality! Again available in all standard colors, including 
Aluminum, Pale and Rich Gold, Copper, Silver, Special Alloy Shades. 
They have built up an impressive reputation. 


















ILLINOIS BRONZE POWDER CO., INC. x 
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PRO-TEX 


The Ouginal 


STOVE TOP and TABLE PAD 





@ In spite of many imitations, PRO-TEX 
Pads still are ‘way out in front! No other 


co has the equipment or the ONLY PRO-TEX OFFERS 
now how" to offer as good a product. 

Years before the war, Ballonoff pioneered Att THESE FEATURES 
the metal-and-asbestos Pad to protect the e 

tops of stoves, tables and refrigerators Rigid construction. Metal edge goes 
against heat and scratches. PRO-TEX Pads — a 
have steadily gained in popularity with 








Your choice of corrugated steel top, 


housewares buyers and housewives. with long lasting lustrous finish—or 
fiat steel top in durable white enamel. 
Unfortunately, we are not able to make ‘ 
enough of them to satisfy the enormous de- To assure everlasting beauty of the 
. +i attractive two-color Breakfast Time 
mand. We are overcoming the war-time ym nang wy dhe ae 
handicaps as rapidly as we can, and hope ing pigments are used. 


it will not be long until we can get deliv- e 


The Ballonoff Building, where PRO-TEX Pads and 

other fast-selling housewares items are made. eries on a current basis. Grepreet eshestes bese is on alr-coll 
filler which provides a blanket of 
insulation. 


BALLONOFF seta: propucts co. 280" 


Available in 4 styles and 5 popular 


1820 EAST 37TH STREET ° CLEVELAND 14, OHIO Sizes. 


Between the steel top and the soft, 
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“AMES” SOLID SHANK RETURNS FROM WAR 
Same Coustraction... Same Specifications 







For more than two years the entire Gar 
production of our Solid Shank & \ ). 
Shovels and Spades was assigned NZ en 

to the fighting ranks. 











Pony, the Champion of all 
Feather-weight shovels, and 
the leading Solid Shank, is 
again at your service. 


Perfect anne 


Since 
1774 












WITH 
SHOCK BAND 








0g 








AMES BALDWIN WYOMING CO. 


PARKERSBURG, W.VA NORTH EASTON, MASS 








WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 


a Oh TR: 









Accurately forged and attractively finished, War- 
wood Tools have merchandising appeal ...and are 
as fine as they look. Controlled heat treatment 
produces the proper hardening and tempering, 








assuring longer-lasting cutting edges. ¢ Backed by 






nearly 100 years experience in forging heavy hand 
tools, Warwood Tools are correctly designed and 
carefully manufactured ...the kind of tools you 
can sell with confidence. 










MATTOCKS « SLEDGES « MAULS « HAMMERS « WEDCES 
PICKS « BARS « HOES « ALSO TRACK TOOLS 
MINING TOOLS AND ANVIL TOOLS. 






WARWOOD TOOL COMPANY © Wheeling. West Virginia 
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Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9% by 12 inches over all; writing area 
8!/ by I1'/ inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 












































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means yeu really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 

Daring the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 


Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 






























































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou 
‘sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or eheck accompany your 
order. 

Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


ec emecweweeeecccncccnccccececeesUSE THIS COUPON .ncncncccccnnnnnnnncnnccccccenes 


HARDWARE AGE 


J-17-46 


100 East 42nd Street, New York 17, N. Y. 7 
Gentlemen: 
Here is my $.. . Please send me.......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


charge). Also send me 


EE Shani ccedacs een 
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Binders (50¢ each). Send these to me by return mail. 
aa oie oo ic b dtp 4s. Gabe Gale em Demo’ Uhaly 4 data oat ok ee 
- . PS oak to an Pe eeaaee eae! 


HARDWARE AGE 
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After repeated combings 
and blendings, the “sliver” 
is coiled into cans, ready 


to be spun. 
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Produced only by 
constant watchfulness 


Engineers may specify rope qualities; but only true 
craftsmanship can assure those specifications in the 
product. At the H & A mill, rope fibres are lubri- 
cated, combed, softened, blended, spun and laid en- 
tirely by modern automatic machinery. But it is the 
constant watchfulness of trained employees, under 
whose eyes each individual process is conducted, 
that makes certain every foot of H & A Rope will 
uniformly meet required specifications. The inheri- 
tance of more than seventy-five years of craftsman- 
ship has much to do with the fine reputation of 
H & A cordage. The H & A trademark, whether on 
the famous H & A “Blue Heart” Manila Rope or on 


other H & A brands, 
is a definite assur- 
ance of both quality 
and value. 


Dealers and jobbers are 
invited to write direct 
for trade information on 
the complete H & A line 
of Rope, Twine, Packing, 


Oakum, ete. 


THE HOOVEN & ALLISON COMPANY 
XENIA, OHIO 


‘““Spinners of Fine Cordage Since 1869” 


Kansas City, Mo. — Omaha, 
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Neb. — Minneapolis, Minn. 








Now Is the Time To 


ov ALLEN 


Sprinklers, Nozzles, Garden Hose Accessories 


@ There’s a big 
season ahead... 
Pent-up demands 
are heavy for qual- 
ity pa i acces- 
sories. Get set to 
share in the big 
sales by featuring 
the Allen Line. 
Every home owner 
in your area will be 
in the market for 
one or more items. 


Complete, improved 
—the Allen Line 
gives you a full 
selection for 1946 
sales. Ask your job- 
ber about it now. 
Protect potential 
sales by ordering 
early. Assure your- 
self of full, fast 
profits by pushing 
this quick-selling 
line. 





Allen “GLOBE” Revolving 
Lawn Sprinkler 


It’s a fast seller that has big sales- 
appeal. The novelty and attractive 
design of the “GLOBE” command 
attention whether at work on the 
lawn or displayed on a dealer’s 
counter. It throws a globe or ball 
of spray that drenches lawns evenly. 
Free-running ground joint type 
bearing. 


ALLEN “Justrite” Cast Brass 
Garden Hose Nozzles 


Precision machined, CAST BRASS. 
Produces a perfect spray... eee 
reinforced bell...no —- no bac 
spray...a straight stream for distance 
ooo asap stream for volume and a 
complete shut-off. Leak-proof... 
dependable. 


ORDER FROM YOUR JOBBER! 


W.D. ALL 


Established 1887 


MANUFACTURING CO. 


566 West Lake Street 28 Warren Street 














Chicago 6, Illinois New York City 7, New York 
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PREMIER 
Electric 
WATER HEATER 
Made with 
v7, CHROMALOX 
7S & we 1500 watt 
E ta ~ Heat Unit 
# x** 
A Hot 
Write for — >= & 4 ny 
Folder “ — 
and x 
Dealer , 
Discounts. 


HOW IT WORKS 


Lift pail so as to immerse the 
Chromalox Heat Unit in con- 
tents. Hang on switch lever® 
hook. This turns on the heat. 
Remove the pail, the switch 
snaps off. Portable. Weighs 
about 8 lbs. Shock proof. 
Long lasting, heavy metal construction. 


HOW IT SELLS 


Fast! There are dozens of uses for this item. Folder gives 
many suggestions. Easy to demonstrate. Good margin. Folder 
and prices mailed on request. 


THE NATIONAL IDEAL CO. 


906 N. SUMMIT ST., TOLEDO, OHIO 
































Pert Little Colonial Maids 


Lovely Pastel Coloring On Hard Composition. 
VERY GOOD SELLERS. 





No. 4426 Z 
BIRD DESIGNED BRACKET 
Made of Caramel Colored 
Wood. 
Well constructed and 
sturdy. 
$4.80 per doz. pieces. 
Packed: % doz. in. 
Size: 4 inches high, 10 
inches across. Weight: 2 
Ibs. to the doz. 


No. 4390 Z 











$13.20 per doz. pairs. Packed: !/2 doz. pairs. 
In 3 doz. lots $12.00 per doz. pairs. 

Size: 41% inches high. Weight: 8 lbs. to the 

doz. pairs. 

PRICE OF FIGURES 

DOES NOT INCLUDE BRACKETS 


Be sure to send for our Complete Set Z of GIFT GOODS. 
We have them from $1.80 per doz. to $90.00 per doz. 
All big sellers. 





115-119 Z 
South Market St. 
Chicago 6, Ill. 
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ADJUSTABLE Shelving 


than ordinary 


oe 2 


fixed shelves W 


GARCY 


PILASTER STANDA 


RDS and BRACKETS 


Equally at home 
“Shelves, sdinstene : with fine cabinet 
pntod towered work or heavy- 
oe nd duty stock shelves. 
n e 
eBrackets snap im write for Bulletin 40-50 
or out at a touch, r 
yet will not budge 
under the heavi- 


eSlots numbered— 
easy to line up 
shelves. 

*Saving on car- 
pentry pays for 
hardware. 








ee 


GARDEN CITY PLATING & MEG. CO. INC. 


Ogden Bivd. & S. Talman Ave., Chicago 8, Ill. 











“SPEE-DEE” Fabric Cement 


now on the market, is used for repairing all 
fabric and canvas goods including clothing. 
It is waterproof and flexible. All hardware 
dealers should stock this product for the de- 
mand is very good, especially from farmers. 


Also do not fail to order a stock of “Spee-Dee” 
Utility Cement. This is an all purpose cement 
and works on any material. It gives the best 
of satisfaction, and has a big demand. Your 
jobber can supply you both of these products. 


OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee" Products 
Owosso, MICHIGAN 


HARDWARE AGE 























| Scot e FISHING REELS | 


Day by day in ever increasing numbers 
we are producing the famous “Reels by 
Ocean.” You will soon be able to supply 
Baitcasting, Fly and Saltwater Reels to 
your trade with the exclusive features 


found only on these popular fishing reels. 


Ask Your Jobber Now 


OCEAN CITY MANUFACTURING CO. 


A and SOMERSET STS. 
PHILA. 34, PA. 











profit item 


These popular-priced Junior 
Stilts sell like lightning 
wherever shown. Every child 
wants them—and they are 
priced to show you a hand- 
some profit. 

Made of hardwood, 6 ft. long, 
steps adjustable to different 
heights. Smart red top and 
bottom, black steps, attrac- 
tively varnished. Weight 414 
Ibs. per pair. Jobbers and 
dealers—write for prices. 


Send for CATALOGUE showing many 
other popular items now available. 


NOCKONWOOD INDUSTRIES, LTD. 


Dept. H, Bloomfield, lowa 
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Millions of users 

recognize Rogers famous fish 

glue as the best thing to stick with. 

And thousands of dealers have learned they’ll 
never get stuck with it. Because Rogers is sold 
only through the hardware jobber. Profits are 
absolutely protected. Order through your jobber 





GLOUCESTER, 














MEET AZZ DEMANDS 
with 


CONGRESS 


PULLEYS 
Special — 


BIG 50 PULLEY 
ASSORTMENT IN 
27 POPULAR SIZES 
Your Cost — $15.00 
Your Profit—$11.40 


3 COLOR DISPLAY 
With Mounted Pulleys 


Get this complete deal from your jobber—the complete 
assortment, 50 pulleys, individually packed in three 
colored, eye-catching, dust free boxes. Sizes from I!" 
to 5" dia. Includes 27 popular sizes and handy inven- 
tory control card. Handsome 3 color display, 19" x 13" 
included. Congress Pulleys are superior in performance, 
design and finish. Your best bet for customer satisfac- 
tion and repeat sales. 
Write for name of nearest jobber 


CONGRESS DIE CASTING DIV. 
Detroit 12, Michigan 
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STROLLER- WALKER 


onstruction—Built To Last 










% Sturdy, All Stee! C 
% Rubber Tire Steel Disc Wheels 
% Rubber Covered Bumper 


* Floor Board and Handle Quick 
for Walker 


Mi yr Wooden Play Beads i 
| ly Finished in Blue and Ivory Com- 


ly Removed 















in Assorted Colors. 


% Attractive 
bination 





ALL ORDERS 
FILLED IN 
SEQUENCE 
* 
WRITE, WIRE 
OR PHONE 
FOR PRICE 
7 
CATALOG SHEETS 






ALLIED CABINET CORPORATION 


32 WEST RANDOLPH ST. CHICAGO |. ILLINOIS 








Spring Hinges 
of Quality 


The quality that is built into Chicago Spring Hinges is the 
result of experience and knowledge acquired during more than 
sixty years of sincere effort and honest endeavor to produce 
the finest line of Spring Hinges obtainable. 






Type 2001 The ‘'Triplex'' 


Our "Triplex" Spring Hinges combine quality and design in 
harmony with the most modern requirements in builders’ 
hardware. 








CHICA U.S.A. NEW YORK 
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Chicago S Spring Hinge Co. | 
















Sandvik Bow Saws 





a Ret Hahn i iit i 


jit iil 








FAST SELLING Because 
They Are FAST CUTTING 


® Pulpwood @ Mine Timber 
@ Poles & Ties © Firewood 

For speedy turnover and quick profits 
stock the complete line of Sandvik Saws 


Ask your jobber’s salesman or write: 


SANDVIK SAW & TOOL CORPORATION 
47 Warren Street, New York 7, N. Y. 
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Does more 
things, easier 
and quicker, 
than any other 






tool! Built with 
strength to back up 
its tremendous 


- ies. \ 
. 
<= 
Hond - Vise, Clam % 
Super-Plier, Adjustable . 










Power! Is actually 

End-Wrench, Pipe-Wrench, 

Locking Wrench and Toggle- 

Press—ALL IN ONE! Light, trim, 

handsome. Made of fine alloy \ 
steel. Electroplated. 7" and 10" 


sizes. . 
Sold through Tool Jobbers and Dealers. 


PETERSEN MFG. CO. 
Dept. A-I!, DeWitt, Nebr. 


VISE-GRIP...... 


HARDWARE AGE 
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_\ No Board 
.-°s )Too TOUGH 


¢ 
\ FOR A 


aT | a we Nall Saw 





For speed and efficiency, recommend a MallSaw from start 
to finish on every carpentry job. It is fast and accurate—easy 
to handle—and adaptable to framing, general construction 
and finishing. It is thrifty and convenient in close quarters. 
A MallSaw can be used for cross-cutting, ripping and bevel 
cutting to 45° on single or multiple units. Also operates an 
abrasive wheel for cutting non-ferrous metal, cutting and 
scoring tile, stone and concrete. Model 80 has 8” blade and 
2%” cutting capacity; Model 128 has 12” blade and 4%” 
capacity. Both are available in two models for 110-volt AC- 
DC or 220-volt AC-DC current. 

Ask your Jobber for these nationally 

advertised power tools or write direct. 

MALL TOOL COMPANY + 7762 South Chicago Ave.'> Chicago 19, Hil. 
*25 Years of “Better Tools for Better Work." 


PORTABLE 
POWER TOOLS 
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These Popular Plant Food Tablets In Steady Demand 


PLANTABBS are advertised in leading Horticultural Magazines and 
Newspapers on Garden Pages, all year ‘round, for growing Potted Plants, 
Garden Flowers and Vegetables. A geod seller, fine repeater, and earns 
a satisfactory profit for dealers. Shipped on bright, colorful display 
cards making a splendid tie-up with Plantabbs' national advertising. 
LARGER SIZES now selling quite well. Pyramid a few 50c, $1.00 and 
$3.50 boxes around the 25c counter display. Sales results will prove 
highly profitable. 


Retailers: Your wholesaler will quote prices and quantity discounts. 


Wholesalers: If you haven't stocked Plantabbs, write for liberal proposition. 


PLANTABBS CO. utiivcn i'w.” 
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CLARK GEM FLUE STOPPERS 


r K i 
"1 OS y, 
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#3 Cem 






Featuring 


Attractive new 
series of pictures 
eneqaghes on 
#1 Com metal blanks per- 
manentlycienchea #5 "tue Stepper 
into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 


Specifications for the complete line 


Blank Shipping Weight 

Diameter Fasteners Per Dos. Per Gross 
#3 Gem 8-17/64” 6” or 7” Wires 3 Ibs. 7 oz. 43 Ibs. 
. ao 9-34" Te * 5 ths. 62 Ibs. 
a. 7-29/32” Oe ili 3 ths. 7 oz. 47 Ibs. 
Shy 5-34” 4” * 2 Ibs. 28 Ibs. 
#5 Flue 8-17/64” Adjustable Bands 3 ibs. 13 0z. 47 Ibs. 

fee S$”, &, a ™” 


PACKING—1 dozen per carton, 1 gross per case. 


Order from Your Wholesaler, or Write Us for 
Reference 


J. L. CLARK MANUFACTURING CO., Rockford, Illinois 











Our close supervision 
pei en a " of every detail — 
ee sl ae ' in unexcelled quality 
— po _aurability—teonemy- 


of America 


Right Glove 


‘The 
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The wire cloth of count- 
less uses. Wright 
Standard Hardware 

Cloth . . . evenly 
woven . . - heavily 
galvanized... 


gleaming finish. 


GE WRIGHT wieeco 


On a On tO 0 ew 








QUICK PROFIT 
BIG VOLUME 


IMMEDIATE 
DELIVERY 


gem 
»dandy 


ELECTRIC CHURN 


Rapid i in ber of elec- 
trified farms creates big and grow- 
ing market for Gem Dandy Electric 
Churns. Gem Dandy is nationally 
advertised in farm journals, has 
strong popular appeal, features that 
farmers want. Slow-speed long-life 
motor. Sanitary aluminum base, 











RETAIL 
PRICES 


STANDARD shaft and dasher. Neoprene covered 
MODEL supports and electric cord. Easy to 
$14.32 operate, easy to clean, produces 
15% more butter in 15 minutes. 
DE LUXE 
MODEL Ask Your Hardware Jobber 
$17-32 or Write Te— 


ALABAMA MANUFACTURING CO. 
1801—FIRST AVE. NORTH 
Birmingham, Alabama 





























‘Here It Is! 


A FAST SELLING SPRING ITEM 
The HANDY HOSE HANGER 


Lengthens Life of Garden Hose—Keeps It in Coiled 
Position 
Ideal, inexpensive 
method of holding 
garden hose. HANDY 
HANGER can be 
hung conveniently in 
basement, garage or 
other suitable place. 
Hot sun and kinks in 
hose cause it to wear 
out quickly—HANDY 
HANGER encourages 
householders to coil 
hose and hang it after 

use. 





FEATURES 


Comes knocked down with bolts 
or quick attachment. 


Holds 75 ft. of garden hose. 

Heavy steel construction. 12°' 
wide by 13° high. 

Grass green, attractive enamel! One dozen per carton. Shipping 
finish. weight 25 ibs. 





THE METALOID CO. 


5815 Kinsman Rd. Cleveland 4, Ohio 


















FENCE 
CONTROLLERS 













Line up with Electrite for 1946 profits! 
Electrite is a complete line of fence con- 
trollers including 6-volt battery and 110- 
volt 50-60 cycle AC models. Sound engi- 
neering plus sales appeal, and priced for 
quick profits. Territories now open because 
of expanded production. Write Electrite 
Fence Co., Whitewater, Wis., U.S.A., Dept. 


6-Uolt 
Portable 


OUTDOOR 
MODEL 


No. 663 
SELLS AT 


314" 
Order 


FROM YOUR JOBBER 
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For Sales Action Sell 
HOPPE’S No. 9 


Shooters go for Hoppe’s No. 9 ina 
big way because they know from 
personal use or the recommenda- 
tion of others that Hoppe’s No. 9 
is a sure remover of primer, pow- 
der, lead and metal fouling and 
a dependable protector from rust. 
Over forty-two years of use plus 


Millions of Satisfied Users 


and continuous year in and year out advertising 
have established the name Hoppe as a buy word 
for dependability. In other words when you sell 
Hoppe’s No. 9 Solvent, Hoppe’s Gun Cleaning 
Patches, Hoppe’s Lubricating Oil, Hoppe’s Gun 
Grease and Hoppe’s Gun Cleaning Packs you are 
selling the finest gun cleaning equipment that 
the market affords. Your jobber will verify this. 


FRANK A. HOPPE, Inc. 


2314A North 8th St. Philadelphia 33, Pa. 


ms 

































22 Million Consumer Ads a Month 


BRUSH-TOP 


SPOT REMOVER 


Why use a Cloth? SAFEWAY Brush- 
top Spot Remover brushes spots 
away! That's the message going to 
22 million customers every month in 7 
leading magazines. Give your cus- 
tomers the SAFEWAY BRUSH-TOP 
APPLICATOR PACKAGE—the plus 
value. Get your share of increased 
sales and SAFEWAY'’s longer profit. 
Call your jobber today or write for 
literature and details. 


SAFEWAY CHEMICAL COMPANY 


5709 WALWORTH AVENUE . CLEVELAND 2, OHIO 
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Accuracy learned 
yesterday serves 
him well today 







The accepted use of aperture rear sights on 
military rifles in this war will surely increase 
the demand for similar sights by sportsmen 
after the war. 

Lyman has pioneered in designing and 
adapting Aperture Rear Sights to rifles for 
sportsmen and soldiers for many years. 

There will be Lyman Aperture Rear Sights 
designed for shooters after the 
war. Jobbers and dealers who 
plan to handle Lyman Products 
will be offering their customers 
the best. 


The Lyman Catalog free to dealers. Also free 
folders on individual products 


LYMAN 


APERTURE SIGHTS 
mous Lyman 


THE LYMAN GUN SIGHT CORP. Avorivre Sink 
Middlefield, Conn. 














PROFITABLE HARDWARE STORE ITEMS 


CANVA LASTIC  waterproof- 
ing fer awnings, binder ean- 
vas tents, tarpaulins, canvas 

inoleum 


or 3 hours. Not oily or 





CELLTITE eee ~~ 


proofs, preserves stone, — 
crete, stucco, tile, "prick, = 
plaster, wood, plastics, base- 
ments, silos, gymnasiums, 
cement walks, driveways, 
Seondiees 
Pre Red ard Decay 
Pent eae 


plastered” walls. 
EASILY APPLIED— 
LONG LIFE 























RAIN SHED Waterproofs 
boots, shoes, canvas, leather, 
clothing. MAKES SHOES 
SHINE BETTER. MARES 
rr SOLES LAST LONG- 








“a THREE EXCELLENT 
ITEMS"'—LIQUID WAX 
SHEPS SADDLE SOAP a 
cleaner and preservative for 
boots, shoes, saddles, leather 
jackets, other fine leather. 
“A very convenient, prac- 

tical product.” 
SHEPS SHOE PASTE water- 
proofs heavy duty leather 
to weather—work 
shoes, boots, saddles. Used 
by farmers, miners, factory 
workers. 


"A SUPERIOR 
PRODUCT" 


Sold by jobbers everywhere. 
Inquire of salesmen. 


Mfg. by 


NEATSLENE COMPANY, Omaha 8, Nebraska 
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NOW AVAILABLE 
HAND GARDEN CULTIV.ATOR 
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Heavy Duty, All Pur- 
pose, Handy 5-Prong 
Cultivator. Sturdily 

constructed, yet light 
‘| enough to be handled 
by women. The two 
longer front prongs can 
be used independently 
| by lowering position 





when in use. 
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In one piece with ferrule attached from 10 gauge steel with 
hardwood 1x48" long handle. 


SPECIFICATIONS 


10 Gauge Carbon Steel throughout; One piece spe- 
cial feature of Prongs and Ferrule; 3 Rear Tines 3" 
Long; 2 Front Tines 334" Long; Overall Width of 
Tines 6"; Green Enamel Finish; Attractively labeled; 
Natural Hardwood Handle |" Stock 48" Long; Fer- 
rule Riveted to Handle. 


Standard packing 36 to carton. Weight 85 Ibs. 
Deliveries in about two weeks from receipt of 
order. Consult Your Jobber 


RETAILS AT $1.15 
McROBERTS & TEGTMEYER 


55 Liberty Street, New York 5, N. Y. 





THE WORLD'S FASTEST SELLING CAN OPENER 


Vaughan's No. 170 
SAFETY ROLL JR. 
\ ag am hretake kkek 


number agcin. Sturdy and strong, all 
steel and retails at a low popular price. 


VAUGHAN NOVELTY MFG. CO. 


“‘World’s Largest Manufacturers of Can Openers and Bottie Openers” 











IT’S HERE! THE NEW 


Black translucent, ALL PLASTIC 


HYDRO-GLASS* 
RAINCOAT 


at the Volume-booming 


PRICE of 3 .50 
ONLY 
(List) — 


Jacket: $7.50 each 


* TOUGH—Unbelievably strong, long- 
wearing. Rub, scrub and scuffproof. 
¢ SATIN- SMOOTH _ sleek - surfaced, 
pleasant to touch; can be folded 
and crumpled time and again with- 
out cracking or creasing. 
© Light weight, but full bodied; softly 
PLIABLE. Fits well... smartly styled. 
© STAIN REPELLENT — impervious to 
water, oil, grease. Does not stiffen 
in cold. 
® Small, Medium, or Large sizes, In- 
dividually packed in envelopes. 
STOCK FOR EXTRA SALES — EXTRA PROFITS 
To Display Means to Sell Fast! 
Sold Through Jobbers Only 
ORDER TODAY! 


*REG. U. S. PAT. OFF. © When you buy Hydro-Tex you buy 
Products of Quality Proved for OVER 20 YEARS! - - 











HYDRO-TEX CORPORATION 


566 West Adams St. Chicago 6, Ill. 
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3211-25 CARROLL AVENUE CHICAGO 24, ttt., U.S.A. 








eS Yes, we’re back on the job... again filling the 
needs of people who insist on sure, depend- 
‘ “ able USALITE Flashlights and Batteries. 
Ye \> Very much in evidence in the USALITE line 
~ J x is the experience of many years in quality 
Se flashlight and battery manufacture .. . plus 
% the added knowledge gained in supplying 
huge quantities of USALITE Flashlights and 
Batteries to our Armed Forces. 

There’s profit, customer satisfaction in sell- 
ing USALITE Flashlights and Batter- 
ies. Order from your jobber today. 

“A” & “B" Batteries for Portable Radios 










swivet? 
HEAD 

FLASH. 
LIGHT. 

AN EX. 
CLUSIVE 
USALITE 
PATENT. 
NO. SW-22 











NO. 75 CELt 
FRESH DATED! 


FLASHLIGHTS ..... BATTERIES 


UNITED STATES ELECTRIC MFG. CORP. Factory and Exec. Off.: New York 11, N.Y. Branch Off.: Chicago 7, ili. 


HARDWARE AGE 
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YEAR-ROUND PROFIT LEADERS 


from the Fast-Selling 
Time-Tested NOTT Line 


Nott Products work—for your 
customer and for you—12 
months of the year. There's 
asure kill for every seasonal 
pest—be sure you have the 
complete line. 
MOUSE-NOTS Nott Products offer you 
NoTS easy and profitable sales— 
and your customers an eco- 
nomical, easy-to-use, and 
efficient exterminator. 
Check your stock, and 
order NOW—don’'t lose this 
chance to make easy profits. 


MOLE- 


RAT-NO 
ic 
PASTE 


ROACH-NOTS 
ANT.-x 





We Help You Sell with free 
end electres, displays 
ustomers. 


aa Write for latest Catalog Sheet, — 
that STOP your ¢ 


Dealer and Jobber Discounts. 


NOTT MANUFACTURING COMPANY 


MT. VERNON, N. Y. 
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GLAD RAG Silver Polishing Cloth 


#2 and #7 


GLAD RAG Furniture Dust Cloth 


#4 and g11 


GLAD RAG Auto Wiping Cloth 


#15 


GLAD RAG Window Wiping Cloth 


#16 


GLAD RAG Woodwork Wiping Cloth 


#16 
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GLAD RAG PRODUCTS CORP. 


305 E. 43rd S$t., "New York 17, N. YF. 












PROFIT 
PRODUCERS. 


> bt 


YEAR 'ROUND 
MUSTS 
IN EVERY 


—from 


| either your . 


| 
| 
| 





Jobber or ~ 
direct @ 
~ ce —_— 


KEYSTONE CHEMICAL CO., INC. 


O85 On! S 25 Oy U8 Oke OC rem Od» © Ee) 





QUICKE the new 


HAND CLEANER 
that removes GREASE, GRIME, PAINT 
without the use of water! 


Gentle. Quick acting. 
Fortified with Lanolin 
and Vegetable Oils. 
Prevents chapping. 


Territories open for 
live-wire representa- 


quncket 


We ee tives. 


TRY IT YOURSELF! 





ee 


Mail this coupon to us for a free sample jar of Quickee. 
TUDOR PRODUCTS, INC. 
305 East 43rd Street. New York City 


Your Name 
Address 
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CABOT’S Liquid 
Makes old Brushes 


BRUSH CLEANER 


Keeps new Brushes 














IN TOP CONDITION 


nen-evaporating—can be 


LIKE NEW 


Sedat Brush Cleaner 
smacks out hardened 
paint right down to the used over and over 
ee!—leaves bristies soft, again. Absolutely harm- 
lively, lustrous. Econom- less to bristles and set- 
ical, non-inflammable, ting! 

increased profits for dealers! Stock Cabot's Brush Cleaner and 
profit from its fast turnover—make repeat sales—win new customers, 


hold old ones. Send for complete details on prices, discounts, and 
display materials. 


SAMUEL CABOT, Ine., 1708 Oliver Bidg., Boston 9, Mass. 














PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 
faucet drip...ends water waste. 
Available in %4", %” and ¥.” 
sizes. Order through wholesale 
hardware Sanat 





WASHER 
PROFITS 





STOPS 


WASHER 
TROUBLES a 
é iy | 








KILLS _ 








This powerful dis- 
m infectant also kills 
H blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 


Something to Sell When the Going is Tough! 


Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


STOXITE LABORATORIES 


BOX B CHESTERTOWN, MARYLAND 




















BIGGER MARKET AHEAD 
for KEES Gossett Hangers 


There will be more wire cloth available 
this spring, and more full length screens. 
The easiest way to hang them is with Kees 
Gossett Hangers. Special guide flange and 
large “eyes” do it. One set of hooks serves 
for both storm sash and screens. Extra 
eyes or lower halves packed separately. 


Write for Kees catalog to- 
day. 


F. D. KEES MFG. CO. 


Box K-8 Beatrice, Nebraska 
Distributed Through Whelesale Hardware Trade 














The Dexter Universal Lathe Chuck, a 
lever operated scroll chuck that sells 
at a price low enough to put it in 
every home workshop. Sizes 2”—6”. Ac- 
curate, strong and serviceable. New 
backless model does away with adapters. 
Built by the makers of the famous Dexter 
Valve Reseating Machine. Write today for dealer prices 
and full information. Every home craftsman, gatage or 
repair shop is a prospect. 


THE LEAVITT MACHINE COMPANY 











ORANGE @ MASSACHUSETTS 
cusromers (EEE { 4444 


THEIR OWN EEEE 4444 
SIGNS |FEEE 5555 


FOR 90% LESS || 


ATTRACTIVE ERE E 5 5. 55 5 


WEATHERPRUF 
EASILY APPLIED 
D-O Decal Letters & Numbers 


LUSTROUS BLACK BORDERS AROUND GOLD 
DISPLAY CARDS & DISPLAY LOOSE LEAF 
Stock Binder Free with Initial Order for 
Two to Six Sizes for $20.22—Sells for $33.70 
SOLD DIRECT OR THRU JOBBERS 


D-0 DECAL CO., 462 E. Fordham Rd., N. Y. 58, N. Y. 


DEPENDABLE SALES AGENTS WANTED 
































HAND AND POWER 
TOOL GRINDERS 
SICKLE GRINDERS 

GRINDING .WHEELS 

SHARPENING STONES 








GENERAL 


3618 W. PIERCE STREET 
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Pier: on of 

Quality 
nd 

ABRASIVE FILES Hardware 


Buy from your regular jobber 


HARDWARE 


VISES 
SKATE SHARPENERS 
LAWNMOWER SHARPENERS 
and GARDEN TOOLS 
LAWN RAKES 
GRASS CUTTERS 
WEED CUTTERS HOSE REELS 


COMPANY 


MILWAUKEE, WISCONSIN 








HARDWARE AGE 























CARPENTERS 


ALUMINUM. LEVELS 


A A LC CC EC ACT 


ios. 24, 26, 28 and 30 6 Glasses 
HROUGH Factory-Built-In-Accuracy, developed to the highest 
degree of perfection, combined with careful inspection, Sand's 
Levels have set the world’s standard for 50 years. ORDER FROM 
YOUR HARDWARE JOBBER. 


B63! GRATIOT AVE., DETROIT I3, MICHIGAN 








FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe.) 7 feet long x I'/2-inch 
diameter. 

HOOKS: New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16"' long. Sets in ground or 
concrete. Black ename! 
finish. 

PACKED: Four complete posts 
wrapped in heavy waterproof 
paper. 

WEIGHT: 56 Ibs. per set of 
four posts. 








ORDER THROUGH YOUR WHOLESALER 


Immediate Delivery 


CHENEY METAL PRODUCTS CO. Dept.H Trenton. N. J. 











~ se te 50. 
year round. 2 le co. 
Nationally tee ‘send for Tt uPPLY 1919” 


~ MARBLES 
CATALOG 


Certain items are discontinued .. . 
others are not yet back in production. 
To save your time and your customers 
from disappointment, send for your 
special marked copy and... . keep 
it handy. 


MARBLE ARMS & MFG. CO. 


540 Delta Ave. 
Gladstone, Mich., U.S.A. 























GAUGE GLASSES 
30,000 DOZENS 


A complete stock for immediate delivery of 
CORNING STANDARD, PYREX HIGH PRES- 
SURE, PYREX RED LINE and PYREX BROAD 
RED LINE GAUGE GLASSES. 
Machine facilities available for special lengths. 
' Also Glass Cylinders, Oil Cup Glasses, Lubri- 
Z cator Glasses, etc. Write, wire, or phone. 


- @& 
a ec 





* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 
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Classified Aduertising Rates 














Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Set solid, maximum, 50 words...... . $5.00 
— —— bd seayg pease 6.00 OISCOUNTS FOR CONSECUTIVE INSERTIONS 


5% discount for 4 or more i 


Due to the these discounts do 
special rate, 


Positions Wanted not apply on —, Wanted A 


a ys Rate) set solid, CUE, on 
in iis c......... 2 
Allow Seven Words for Keyed Address 


or Your A 


REMITTANCE MUST » ancauans ORDER 
Send check or money order, 
not currency or stamps. 





fate 6 ere aa 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is open « 
other Thursday. Classified forms 

gther ‘Thareday. "Claselded ‘forms close 15 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y 








FORMER HIGH SCHOOL TEACHER (Ma- VETERAN WITH 10 YEARS’ SALES EX- 
chine Shop and Welding), just out of Navy. is | PERIENCE in builders and heavy hardware, 
exceptionally well qualified to represent manu- | tools, housefurnishings, electrical, plumbing and 
facturer or wholesaler selling electrical equipment. | garden supplies, etc., desires position with reli- 
power and hand tools, and hardware. Background | able jobber or manufacturer for New York City, 
includes three years as metalworker, three years | New England or Mid Atlantic territories. Colum- 
in wholesale hardware. college degree in voca- | bia University graduate and married. Address 
tional education, and two years as teacher. Sin- | Box K-393. care of Harnpware Ace, 100 East 
cere and personable. Married, two children, age | 42nd St.. New York 17. N. Y. 

29. Excellent references. Moving to Los Angeles. 
Will cover California. Address Box K-413, care —————————— ———— 
of Harnpware Acer, 100 East 42nd St.. New 
York 17, N. Y. VETERAN, HARDWARE MAN WITH 5 
a a YEARS’ SELLING AND MERCHANDISING 

EXPERIENCE in the hardware and housefur- 

HONORABLE DISCHARGED VETERAN | "ishings field, Desires Selling Position with job- 
SEEKING SALES POSITION with reliable | >¢ oF large retail firm. Willing to travel -— 
manufacturer. Has eight years’ experience call- | “h¢re in United States. College — —— 
ing on hardware jobbers and dealers in Minne- | *“¢: 29. Excellent nie SS i 42nd 
sota, Wisconsin, Iowa, Missouri, Kansas, Nebraska | K-417. care of HARDWARE Ace, 100 st 460 
and The Dakotas. Can furnish best of refer- | 5t-- New York 17, N. 
ences. Address Box K-410, care of HARDWARE | 
Ace, 100 East 42nd St.. New York 17, N. Y. ! a 











SALESMEN WANTED-—BY A _ WELI- 
ESTABLISHED MANUFACTURER with Ap- 


PURCHASING - SALES- EXPORT EXECU.- | proximately 30 years’ experience in manufactur- 
[T1VE AVAILABLE on_ reasonable notice. | ing and selling Dairy Equipment through Dealers 
[wenty-two years’ experience mill and industrial | with a National Distribution. Experience pre- 


peer construction and earth moving machinery. | ferred but not necessary. Applications accepted 

ecently purchasing agent on $30,000,000.00 proj- | . ; 7 jo » § g 

ect. Prefer purchasing position atid willing to under G. L BU of Binks. Weis Stating ane. 
7 experience, territory preferred, and enclose re- 

serve as assistant to capable executive, especially . Ande Mfg. C 

one contemplating retiring in a few years. Not | Ce™t Photograph. Ben H. Anderson M: a; ry 

interested in light hardware lines but willing to | Devt. HA, 51 North Dickinson St., Madison J, 

locate anywhere. Address Box K-411, care of | Wisconsin. 

Harpware Ace, 100 East 42nd St., New York 

17, N. Y. 


SPORTING GOODS SALESMEN FOR NEW 
Saad ie : . ‘ ENGLAND STATES for Fishing Tackle Line, 
EXECUTIVE, EXPERIENCED BUILDERS immediate delivery on most items. Commission 
AND SHELF HARDWARE, Tools, Machinery, baal Address Box K-409, care of HarpWARR 
Electrical, Auto Supplies, Radio; desires Position — ‘ 100 East dood St aw York i7,N. Y 
in small town as Buyer, Manager or Any Execu- | ‘*°** = (tas ‘ a ee 
tive Capacity, retail or wholesale. College educa- sini 
tion, married, clean cut, Jewish; thorqughly versed a 
in modern business methods. Presently employed 
as executive. Address Box K-415, care of Harp- 


‘ 
SALESMEN, TO SELL BICYCLE PARTS 
xe Ace, 100 East 42nd St., New York 17, 


for hardware and automotive trade, covering Cen- 
tral States, South-Eastern States, North Central 
States. Write Box K-406, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





VETERAN II. WOULD LIKE TO REP ae | 
= a on commission basis in Cleveland, 
Jhio and/or surrounding territory Many years - . , J " 
eusceesete selling experience and excellent con- | SAEESMEN WANTED — WELL. so 
Rltrets Box Raine cndustral hardware trade. | Market Patented Metal Clothespin, for immediate 
100 Rest 42nd St.. New York 17. N. ¥ delivery. All territories open. Address answer to 


— >) eS & 





YOUNG MAN, VETERAN, SOME RETAIL AChE oP oe 
EXPERIENCE, Excellent References, desires ; 
Position with future with reliable concern, pref- HARDWARE BUYER WANTED AT ONCE 
erably Outside Selling with Wholesale Hardware, Permanent Connection, Minneapolis Firm, 
in New York Area. Salary and Commission. | Must Know Sources, $5,000 plus over-ride on 
Write Mr. E. Goldstein, 611 West 171st Street. | all merchandise purchased. Walker Employment 


New York 32, N. Y. or Phone WA. 3-4876 | Service. 535 Northwestern Bank Bldg., Minneap- 
evenings 6-8 P.M. | olis, Minn. 














POSITION WANTED AS SALESMAN. 
Seven years’ experience retail hardware, desires 
to represent manufacturers or jobbers in Metro- 
Dolitan Area of New York. Ex marine military 
experien post exchange steward. Complete 
knowledge builders’ hardware, paint, housefur- 
nishings and appliances. Address Box K-412, 
care of - Hanpwarne Acer, 100 East 42nd St.. 
New York 17, N. Y. 
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SALESMEN CALLING ON HARDWARE 
| JOBBERS, Department, Chain Stores, to sell 
Items that are in great demand, correctly priced, 
volume sales. Men applying must have experi- 
ence and be of good character. This can be sup- 
plementary line. Outline Territory Covered. Ad- 
dress Box K-407, care of Hanpware Ace, 100 
East 42nd St.. New York 17, N. Y. 











MANUFACTURER’S REPRESENTATIVE 
calling on Jobbers, Department Stores and Chains. 
wishes to handle National Known Lines in 
Hardware. and Associated Lines. Also Fishing 
Tackle and other Sporting Goods. Now cover- 
ing Western Pennsylvania, Eastern Ohio and 
Northern West Virginia. Excellent references. 
Address Box K-419, care of Hanpware Acez, 100 
East 42nd St. New York 17, N. Y. 





SALES REPRESENTATIVES — Nationally 
Advertised Top Selling Tool and Household Spe- 
cialty Line. Protected Territory. Good renumera- 
tion. Want only top-notch men to cover hard- 
ware, mill supply, automotive, electrical and 
plumbing jobbers. Write stating lines now car- 
ried, territory covered and qualifications. Wilson 
Industries, Inc., 737 W. Van Buren St., Chicago 
7. Thlinois. 





MANUFACTURERS’ REPRESENTATIVE 
COVERING NEW YORK STATE, METRO- 
POLITAN NEW YORK AND NORTHERN 
NEW TERSEY for past 25 years, calling on 
hardware, mill and contractors’ supply distribu- 
tors. Desires one more good line. Best trade 
and: financial references. Write Box K-396, care 
of Harpware Ace, 100 East 42nd St.. New 
York 17, N. Y¥. e 





HARDWARE WHOLESATER HAS OPEN- 
ING FOR SEVERAL SALESMEN in the fol- 
lowing States: Massachusetts. Central New York 
State. Pennsylvania. Delaware. Maryland. Vir- 
ginia and Washineton. D. C. Can he handled 
slong with other nonconflicting line. Address Box 
K-424,. care of Harpware Acr, 100 East 43nd 
St.. New York 17. N. ¥ 





SALESMEN WANTED Men Who Call on 
Hardware, Paint and Tumber Dealers. A_ real 


| small side line that will make you money every 
| call. Write Denver Floor Safety Supply. 301 


Knoepfier Bros., 39 West 23rd St.. New York | 


| 





Wilda Bldg.. Denver, Colo 





MANUFACTURER’S REPRESENTATIVE 
COVERING WASHINGTON AND OREGON 
Wants Additional Quality Lines to sell to hard- 
ware, plumbing and electrical supply jobbers. 20 
years’ selling experience. Excellent references. 
Address Box K-405, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 





SALESMAN WANTS TO REPRESENT 
WHOLESALER OR MANUFACTURER in 
Long Island, N. Y. Territory. Twenty years’ 
experience in builders’ hardware, mason materials 
and lumber, as salesman and buyer. Salary or 
commission. Best references. Address Box K-416, 
care of Harpware Acer, 100 East 42nd St., 
New York 17, N. Y. 


HARDWARE AGE 
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MANUFACTURERS’ AGENT DESIRES 
ONE OR TWO GOOD ACCOUNTS for the 
West Coast. Now contacting buyers of leading 
jobbers, railroads, mills and mines. Address 

A. Mooney, 125 Parkside, Upland, Calif. 





DISTRICT REPRESENTATIVES WANTED 
TO CONTACT Hardware. Farm Supply and 
other Dealer Prospects for Electric Fence Con- 
trollers and Accessories. Cover one or more 
States. Excellent opportunity for man with initia- 
tive and able to travel. Commission Basis. Sev- 
eral Exclusive Territories Available. References. 
Address Box K-395. care of Harnoware AGE, 
100 East 42nd St., New York 17, N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acqyainted with 
Hardware Automotive, Electric Supply Jobbers 
and Chains. Boston Showroom and Warchous¢ 
Dun and Bradstreet rated. Address Perkins 
Sales Co., 610 Newbury St., Boston 15, Mass. 








COLOMBIA AND PANAMA MARKETS.- 
Manufacturers’ Agent with United States refer- 
ences offers complete Sales representation for 
Colombia and Panama Republics, commission 
basis, to manufacturers of household hardware, 
furniture and builders’ hardware, screws, hinges, 
all kind of wires, tools and hardware specialties, 
kerosene oil stoves, cutlery, plastics, novelties, toys 
and the general line of hardware goods. Air 
mail address: LUIS FERNANDO PRADA, 
Carrera 52, No. 70-220, BARRANQUILLA, 
Colombia Republic. South America. 


AGENTS WANTED TO SELL SUCCESS- 
FUL FLUID INSULATOR to hardware and auto- 
motive supply trade. Waterproofs and preserves 
motor ignition systems and batteries. Meets Gov- 
ernment Specifications. First time on market. 
Liberal commission. Box 347. Grand Central 
Annex, New York 17, N. Y. | 








WANTED—SALESMEN 


Calling on Hardware Wholesalers to Represent 


Kay-Tite. See advertisement in each issue of 
Hardware Age. Several desirable territories 
open. 


KAY-TITE COMPANY 


WEST ORANGE, N. J. 








MANUFACTURERS — 
ARE YOU REPRESENTED IN THE 
HAWAIIAN ISLANDS? 
Finanelally Responsible ets. Guaran Will Give Com- 


plete Coverage of A ‘tee any mini- 
mum. Lines accepted will net be competitive to other 


tines. 
PACIFIC SALES FACTORS 
Bex 93! Honolulu 6, T.H. 








Distribution—Present and Postwar 
bi Aggressive 

Selling Agents 
ANCO CORPORATION. Pittsburgh, Pa. 


Offices 
New York - Piedetpia Dorel Chicage - Clevetand - Louisville 
Covering all classes of jobbers. We will carry the 
accounts or you can bill direct. 
Write for further information and references 











SALESMEN WANTED 
To Call on Hardware, Department, Variety and P: 
Stores, for Eastern Jobber—Handling All Paint un. 
dries, Paint Brushes, Houseware, Electrical Applianees 
and Specialties. We do our own billing. One Sales- 


|} in ITilinois, 


BRAZIL-RELIABLE SALES ORGANIZA 
TION ACCEPTS REPRESENTATION on com- 
mission basis for shovels, scoops, spades, house- 
hold appliances, hardware, tools, raw materials. 
Please write to Inter Comercial e Industrial Ltda. 

Caixa Postal 52 Sao Paulo, Brazil. 





VAUGHN-BENNETT DISTRIBUTING COM 
PANY INTERESTED In Representing Addi- 
tional Manufacturers in the Southwest. Confirm 
exclusivensss of territory, commission paid, 
length of time for delivery in first letter. Address 
Vaughn-Bennett Distributing Co., 4232 Wrycliff, 
Dallas 4, Texas. 


ATTENTION MANUFACTURERS — East- 
ern Representative desires Builders’ Hardware 
and House Furnishings Line to sell to Pennsyl- 
vania, Delaware, Maryland, and New Jersey. Ex- 
cellent contacts among hardware, mill supply and 
lumber dealers. Address Box K-401, care of 
oo Ace, 100 E. 42nd St., New York 17, 





LINES WANTED. Hardware, Electrical, Va- 
riety, Drug, Paint Brushes, etc. We cover every 
town very thoroughly. Jobbers, Chain, Depart- 
ment. Independent. We carry accounts if re- 
guested. Penna.. Maryland. Ohio, West Virginia. 
Conway Corp., 211 Edward Ave., Pittsburgh 16, 
Penna. 20 years’ experience. Bonded 





WANTED—SEVERAL GOOD LINES To} 
Sell to Jobbers, Dairies and Department Stores 
Indiana, Ohio and Michigan. 25 
years’ selling experience. Manufacturers only. 
Address Box K-422, care of Harpware Ace, 100 
East 42nd St... New York 17. N. Y. 





PACIFIC NORTHWEST AND 
ROCKY MOUNTAIN STATES 


An Able and Active Agency 
Established Connections 
Complete and Faithful Coverage: 
Industrial — Hardware — 
Automotive 


FREDERICK JOHNSON COMPANY 
Manufacturers’ Agents since 1929 


Branch Smith Tower 
Denver, Colo. Seattle, Wash. 


| HARDWARE STORE WANTED. HAVE 
| UP TO $15,000 CASH for Good Going Business 
in small to medium size town in good farming 
area in Indiana, Ohio, Illinois, Michigan. Might 
consider Western Towns. Write details to Box 
K-425, care of Harpware Acs, 100 East 42nd 
St.. New York 17, N. Y. 





ADDITIONAL LINES WANTED — BY 
ESTABLISHED SALES REPRESENTATIVES 
in the Maryland, D. C., Virginia and Surrounding 
Territories, covering Hardware and Electrical 
Tobbers. Aggressive, ambitious. organization, in- 
terested in quality products only. Address Box 
|K-420, care of Hanpware Age, 100 East 42nd 
1 St.. New York 17, » 2 


SALES REPRESENTATIVES — PROGRES- 
SIVE MANUFACTURER OF BRUSHES AND 
MOPS Has Openings in New England and South- 
ern Territories. Address Box K-418, care of 
Harpware Ace, 100 East 42nd St., New York 
a) a 


FACTORY REPRESENTATIVES. _NOW 
SELLING THREE MAJOR HEAVY tid 
IN THE MIDDLE WEST. ARE IN A PO 
TION TO PIONEER SUCH HEAVY LINES 
AS ROPE, WIRE CLOTH, STOVES, RE- 
FRIGERATORS, WASHING MACHINES, 
| WHEEL GOODS AND HEAVY ELECTRIC 
| APPLIANCE. ESTABLISHED WITH HARD 
WARE, DEPARTMENT STORES AND 
AUTO SUPPLY ACCOUNTS. ADDRESS 
| BOX K-421, CARE OF HARDWARE AGE, 
100 EAST 42ND ST.. NEW YORK 17, N. Y. 





| 

LINES WANTED — HARDWARE OR 
HOUSEWARES, Complete Representation on 
| Good Lines to Reliable Manufacturers, straight 
| commission basis. Territory: Tllinois, Indiana, 
Kentucky, Westerrn Ohio. also Michigan exceptins 
Detroit. ART WEST. 409 Robert Ave., Rock 
ford. Ill. Phone Main 7643. 


HARDWARE STORE FOR SALE 


Hardware Store, Housefurnishing, Paints, Electrical 
Supplies, Plumbing Supplies for sale. Located 16 
Miles from New York City on Long Island. Estab- 
lished 20 years. Retiring from good going business 
Wonderful opportunity for right man. Owner of Bulld- 
ing. Good Lease Price $25,000 Positively no 
brokers. 
Address Box K-423, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y. 














SALES MANAGEMENT 





MANUFACTURERS’ AGENTS 
and STATE SALESMANAGERS 


For the most complete line of window devices 
offered on the market today including 

EZE Weatherstrips for double hung windows 

EZE Weatherstrips for doors 

EZE Weatherstrips for casements 

EZE Weatherstrips for storm sash 

EZE Window Balances 

EZE Double Glazing 

and other devices 
all soundly engineered and efficiently manu- 
factured. 
The sales appeal of these items has been 
proven and "EZE'’ Devices are now-operating 
in every state in the Union. Economically 
priced, highly efficient, yet so simple the in- 
dividual can install them assuring a large 
counter sale. 
Compensaton is on a favorable commission 
basis. Possible earnings are very large. Write 
today giving full information about yourself, 





man for each State. 
TERRITORY OPEN 
Entire Country East of Mississippi 3 When re- 
1 state « experience, type 0! 
te Box K-372, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








availability, etc. 


WINDOW DEVICES, Inc. 


Selling, Sales Management and Construction 
22 Years’ Experience—War Service, Corps of Engineers 
Major—Seeks to Represent Manufacturer Selling to 
Hardware, Mill Supplies, Lumber and Contractor Sup- 
ply Trades. Mid-Atlantic and New England States 
Well acquainted with frades. Best references. 

Address Box K-426, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 











WANTED 
MANUFACTURER'S REPRESENTATIVES 


SELLING to hardware and house furnishings field, 
to sell new, exclusive items with extremely wide 
| | sales possibilities. Excellent proposition for reliable, 
hard-hitting individuals and organizations. 


| | Address Box K-408, care ot HARDWARE AGE 
100 East Forty-second Street, New York 17, New York 
| 

| 

| 








ALUMINUM AND BRONZE FOUNDRY 


Long Experience with High Class Precision 
Sand Castings. We Will Consider Items Offered 
by Sales Companies with Marketing Facilities. 


FEDERAL CASTING CORPORATION 
1568 Atlantic Avenue Brooklyn 18, N. Y. 
President 4-4282 








|| 422 Court Avenue, Des Moines, lowa 
' 
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SELECTED FROM THE HAGN MERCHANDISER 
AS A CURRENT VALUE LEADER 










BROWN or BLACK leather, embossed grain. Semi-stitchless 
type construction. (No exposed stitching to deteriorate.) Has 
bill divider, 2 utility pockets, replaceable 8 window pass card 
holder. No. 412L155 new low victory price $7.80 per dozen. 





WHOLESALE DISTRIBUTORS SINCE 1911 
217-225 W. MADISON STREET « CHICAGO 6 





yf 


Low priced, build good will, 
yield excellent profits. 


Send Trial Order for Several Doz. 


“E-CON-O” Sr. 
200 CHICKS $8.00 





“E-CON-O” Jr. 
150 CHICKS $225 


Save time and labor; jar ex- 
tends beyond base keeping 





UST FOR ONLY marhaeninaned water clean, safe for medicine 
Operates on light bulb sieng Seatene of huetestend No. 1541 (Gallon) 12 in 2 pkgs 
(not Rarnished ) brooders. Cire’ ules heating ele- wt. 64 Ibs. 
Fiber canopy 32x32 in. Gal ment, thermostatic control, fi- 
vanized metal legs, socket ber canopy 46x46 in. Galvanized | Ne- 569 (Quart Jar) base only 
and cord metal legs, cord and plug. 36 per carton, wt. 35 Ibs 


ORDER FROM THIS AD - - REGULAR DISCOUNTS 















INDIANAPOLIS 6 


NDIANA 


ANDERSON BOX COMPANY 








MOORE 


Advertised and sold 
Nationally Since 1900 


MOORE PUSH-PIN COMPANY ¢ Since (906 
113-25 Berkiey Street Philadelphia 44, Penn 




















Genvi DOMES 9 SILENCE 


SLIDE Si LENTLY- SOFTLY- SMOOTHLY 


& FLOORS - CREATE QUIET 


Leokt for nome 
"Domes of Silence" 











Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, iarge 
chairs and all furniture. 











Ondex Jo 





A 

Abesto Manufacturing Corp. 146 
Ace Manufacturing Corp. 168 
Acme Shear Co. , 16 
Adirondack Chair Co. .... 206 
Admiral Corp. 30 
Air Express Division, Railway Ex- 

OOS. BOUER  occccscéccencs 31 
Alabama Manufacturing Co. 220 
Allen & Co., Inc., S. L. .... 203 
Allen Mfg. Co., W. D. ...... 215 
Allied Cabinet Corp. .... 218 


Aluminum Company of America 
(Screen Cloth Div.) 


Aluminum Industries, Inc. 83 
Ambroid Co. .. 183 
Amepco Garden Hose ... 14 


American Cabinet Hdwe. Corp... 184 
American Chain & Cable Co. .. 104 


American Floor Surfacing Mach. 
Co. ... : 


American Gas Machine Co. ..... 21 
American Thermos Bottle Co., The 90 
Amerline .. 68 
Ames Baldwin Wyoming Co. 213 
Anderson Box Co. ...... 228 
Apex Oil Products Co. .. 71 
Armstrong Bray & Co, .... 184 
Armstrong Bros. Tool Co. ... 19% 
Armstrong Products Corp. ' 29 
Asco Chemical Co. .... ; 206 
Associated Seed Growers, Inc. ad 
Auto Arc-Weld Mfg. Co. 47 
Autoyre Co., The ... 171 
8 
Baker Manufacturing Co. 197 
Ballonoff Metal Prod. Co. . 212 
Bassick Co., The 190 
Bethlehem Stee! Co. . 40 
Bird & Son, Inc. ; wegadone bane 
Brewer & Sons ... Ce 
Briggs & Stratton Corp. .. 138 
Brooks & Sons, M. S. — 


Burgess Battery Co. 





rere 139 
Handicraft Division ee 
Butts Manufacturing Co. ......... 169 
By-Chemical Products Co. ....... 225 
Cc 
Cabot, Inc., Samuel ..... .. 2244 
Camillus Cutlery Company ...... 155 
Century Metalcraft Corp. .. 20 
Champion Lamp Works 15! 
Cheney Hammer Cirp., Henry 16! 
Cheney Metal Products Co. 225 
Chicago Lock Co. ... : 145 
Chicago Spring Hinge Co. 218 
Chicopee Manufacturing Corp. ” 
Chisholm-Ryder Co. ; 187 
Clark Mfg. Co., J. L. ‘ 219 
Clark Co., J. R. — 
Clarke Sanding Machine Ge .... 
Cleveland Chain & Mfg. Co. 189 
Cleveland Model & Supply Co. ... 225 
Cole-Sullivan Engineering Co. .... 210 
Coleman Company, Inc., The . 74 
Col hi. 4 iN 9 & Stamp- 
SE ‘sean vbakescontebedsiness 
Columbus-McKinnon Chain Corp. 207 
Congress Die Casting Div. ...... 217 
Continental Screw Co. ...... |44 
Corbin Cabinet Lock Co. . ... 141 
Ga, Be BB, ciccecss.s 94 
Corning Glass Works (Consumer 
| fee 
Cory Glass Coffee Brewer Co. 89 
Crescent Bronze Powder Co. gs 
Crescent Tool Co. ............ 211 
D 
D-O Decal Company “7 224 
Dalglish & Company, J. M. , 79 
Dietz Co., The R. E. Mdeees 210 





Dobbies OGG. Ges... vccccccesss 87 
Domes of Silence ................ 228 
Dominion Electrical Mfg.. Inc. .. 8 
Drake Electric Works, Inc. ....... 208 
Draper-Maynard Co. ............. 172 
DuPont Semesan Co. Inc. ......... 82 
Duro Metal Products Co. 

Hand Tool Division ......... . 5 
Machine Tool Division one 70 
E 
EY MN, cucwacronsapiacneaycuan ae 
Edlund Co.’...... aodnhenihog sae 
Electrite Fence Co. ........... . 220 
Empire Brush Works A oan 50 
FE 
Federal Tool Corp. ............ 179 
Rees Peeeres. Wie. ............5 B 
Ferry Cap & Set Screw Co. cacce 
Firestone Industrial Prod. Co. . 
Florence Distributing Co. ........ 66 
Florence Stove Co. .............. 15? 

Franco-American Hygenic Com- 
pany ...... Giabéhbt fogcéeneeas 
Fuller Tool Co. gieusen” a 


SG 
Garden City Plating & Mfg. Co. 216 
General Electric Co. (Lamp Div.) 12 


General Hardware Co. .......... 224 
General Mills, Inc. .............. 8 
Gephart Mfg. Company ........ ga 
Gilbert Clock Co., Wm. L. ...... 154 
Glad Rag Products Corp. ....... 223 
Goldweber, Bernard ............. 208 
Goulds Pumps. Inc. ........ . 230 
— Neck Saw Manuiecturers, 
Dk Kdwibadeessteisccacgeseeaceve 130 
mans Tool Co. ih .... 148 
H 
H. M. P. Products Company .... 182 
Hagn Co., Joseph ............... 228 
Harrington & Richardson Arms 
SE? Adenitniasnessatedetgemsnass 173 
Hazard Insulated Wire Works ... 56 
Se MND eve asccautcncex él 


Hibbard, Spencer, Bartlett & Co. 150 


8 | rere eee ae 
Hillerich & Bradsby Co. ......... 1 
Hedell Chain Co. ............... 195 
Hooven & Allison Co. ........... 215 
Hoppe, Inc., Frank A. .......... 221 
ny Mfg. Co., Fort Wayne, 

Hudson Mfg. Co., H. D. ........ 65 
Hydro-Tex Corp. ................ 222 

1 

Iinois Bronze Powder Co. «se ae 
Inland Manufacturing Co. ....... b4 
International Chain & Mfg. Co. 174 
International Salt Co., Inc. ...... 58 


Interstate Electric Supply Co. ... 229 


J 
James Manufacturing Co. ....... 80 
- | eerrrr 160 
« 


CEE, led sacks tak ebeeneeanie 187 
Kaul Importing Agency, Inc., Leo. 216 


Kay-Tite Company ............... 92 
Kees Mfg. Co., F. D. ............ 224 
Keeton Manufacturing Co. ...... 229 
Peettar Geer Ge... vc csccseaes 46 
Keystone Chemical Co., Inc. .... 223 
Klein & Sons, Mathias ... ee. 
L 
LaPorte Corp. , ‘ cies. 
Lasting Products Co. 175 
Lavelle Rubber Co. is he 
Leavitt Machine Co. ............. 224 
Leonard Co. ‘ nebtace SEP 


HARDWARE AGE 

















. 230 


. 182 


175 
164 


137 














Ondex SJo0 Adwentinera 





Lewis Super Heaters 92 
Leyse Aluminum Co. 72 
Libbey-Owens-Ford Glass Co. 193 
Liberty Distributors ‘ 101 
Lionel Corp. ...... .. 10-11 
Locke Stove Co. in ae 
Lockwood Hdwe. Mfg. Co. 107 
Lyman Gun Sight Corp. . 221 
M 
Mackwin Company ...... ; 8! 
Mall Tool Co. : ae 
Marble Arms & Mfg. Co. se 
Marshalltown Trowel Co. . 225 
Mason-Williams Co. ..... 209 
Master Industries Inc. ........... 7 
Master Lock Co. ...... dans dee 
Master Metal Products, Inc. ..... 50 
Master Products Co. ... 86 
McCambridge & McCambridge 
WG, np dkcadavakshedabascsiaanaes 
McGill Metal Products Co. . 200 
McKee Glass Co. ............... 3 
McRoberts & Tegtmeyer ...... . 222 
Metal Products Corp. ......... 3 
Metal Ware Corp., The .. . 188 
Metaloid Co., The ............- 220 
Rayerasrd GO. ..cicceccccccses . 187 
Miller, Inc., Robert E. ........... 228 
Minute Mop Co. ....... ade 204 
Moore Push Pin Co. ... ; — 
Morse Twist Drill & Machine Co. 
Mortell Co., J. We ...ccccccceces ee 
Myers & Bro. Co., F. E. ........- 28 
N 
National Ideal Co., The ........ 216 
National Lock Co. .... acai ae 
National Manufacturing Co. Pens 6 


National Stamping & Electric 
GEE bah cu deasbestescaveceesne 


SORE GOD. | 00006 cid ccsecscvecn 221 
New Britain Machine Co. 185 
New York Wire Cloth Co. ; 35 
Newman Mfg. & Sales Co. ....... 188 
Noblitt-Sparks Industries, Inc. -77 
Nockonwood Industries, Ltd. .... 217 
Noma Electric Corp. ......... 9 
Norwich Line Company ......... 183 
Nott Manufacturing Co. . 223 
° 
Ocean City Mfg. Co. . 217 
Okonite Co., The ..... ‘ 56 
Oster Manufacturing Co. ........ 208 
Oster Manufacturing Co., John.. 19! 
Owosso Products Co. ............ 216 
P 
Pacific Plastic & Mfg. Co., Inc. 93 
Palne Co., The ...0...cccsccccccce 200 
Paragon Utilities Corp. ...... 67 
Patterson-Sargent Co. ........... 205 
Pecora Paint Co. .........--.+0055 197 
Pennsylvania Rubber Co. ........ 22 
Pennsylvania Salt Mfg. Co. ..... 163 
Perfection Automatic Machine Co. 224 
Petersen Manufacturing Co. ..... 218 


Pioneer Gen-E-Motor Corp. 
Pittsburgh Plate Glass Co. (Paint 


DEE vddccepevvtocegsncesonacese 
Plantabbs Co. sa kewnmperelend ae 
Plom Teal Ce. ....-cccccccccccce 60 
Plumb, Inc., Fayette R. 9 is 5 aie 
Plymouth Cordage Co. nideuae 26-27 
Premax Products Div. . onda: ae 
Protected Steel Products . 202 

9 
Queen Cutlery Company 179 
R 
Rain-Beau Products Company . 135 
Reconstruction Finance Corp. 100 
Red Devil Tools 4 
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Reflecto Letters Co. eacilvhs'e habidn ae 
Remington Arms Co. ............ 127 
Reynolds Metals Company ...... 5 
Riegel Textile Corp. ............. 219 
Rieger Manufacturing Co. ...... 45 
Rival Manufacturing Co. . .. 18 
Rockford Brass Works ..... 78 
Rogers Isinglass & Glue Co. ...... 217 
Royal Electric Co., Inc. ... . 19 
Royalbilt Line . mates 172 
ig 
Safeway Chemical Co. ..... 221 
Samson Cordage Works ... . 229 
Samson United Corp. ......... 143 
Sand's Level & Tool Co. ......... 225 
Sandvik Saw & Tool Corp. ....... 218 
RN GA. TO sis ccccccccceces 57 
Schwartz Manufacturing Co. .... 9 
Shapleigh Hardware Co. ........ 232 
Sharon Bolt & Screw Co. ........ 1% 
Sheffield Bronze Paint Corp. ..... 100 
Sherwin-Williams Co., The ...... 19, 39 
Siebring Manufacturing Co. ..... 188 
Silex Co., The POE Ce TO 
Slaymaker Lock Co. .............. % 
Socony-Vacuum Oil Co., Inc. .. 48 
Somar Specialty Corp. tip kna Pie 
Sporting Goods, Inc. . 13 
Ee 
Stanley Works, The ............. 51-54 
Swallow Airplane Co., Inc. ...... 33 
"Swift" Lubricator Co. .... .. 225 
T 
Taylor Instrument Companies 62-63 
Templeton, Kenly & Co. ..... ... 206 
Tennessee Enamel Mfg. Co. ... 38 
Tennessee Valley Associates Mar- 
keters .... eRe PRNe Nee 203 
... SERRE ee as 178 
Toastmaster Products Div. ........ 167 
Toxite Laboratories ............... 224 
Traubee Products ................ 69 
Triangle Manufacturing Co. .... 68 
Tudor Products Corp. ............ 223 
Turner Brass Works, The oaneue 
Twix Manufacturing Co., Inc. .... 206 
U 
Union Hardware Co. ... oon oe 
Union Pacific Railroad ........... 129 
United Gilsonite Laboratories ... 18 


United States Electric Mfg. Corp. 222 


United States . Plywood Corp. 
(Weldwood Div.) .............. 


United Wallpaper, Inc. .......... 133 
v 

Vaughan & Bushnell Mfg. Co. .... 185 

Vaughn Novelty Mfg. Co. ........ 222 
w 

Warren Telechron Co. ........... 24 

Warwood Tool Company ......... 213 


Westinghouse Elec. & Mfg. Co. 

ST MD vdsdaudbagdadsqneyed 
Wickwire Brothers, Inc. 
Wilcox, Crittenden & Company, * 





Ms athicdecochadsceddwisasakonen 7 
Wittie Mfg. & Sales Co. ......... 85 
Wood Shovel & Tool Co. ......... 102 
Wooster Brush Co. ............ 2 


Wright Steel & Wire Co., G. F. 220 


x 
X-Acto Crescent Products Co., Inc. 46 


Y 
Youngstown Manufacturing, Inc. 147 


z 
Zenith Electric Appliance Co. ... 100 











BUTTER MOLDS 


Made of selected hard- 
wood, locked corners 
and smooth sanded. 
Expert craftsmanship. 
4 pound and 1 pound 


sizes. Prompt delivery. 





Write for prices. Sold to Jobbers only. 


KEETON MANUFACTURING CO. 


Largest INanufacturers of Butter Inelds in the lL $.A. 


P.0.BOX 2006 =o < JACKSON, MISS. 








APPLIANCES FOR IMMEDIATE DELIVERY 





% TWO BURNER ELECTRIC TABLE STOVE 
O.P.A. Approved Retail Price $7.49 

Beautifully streamlined steel Stove, plastic legs. Both burners 
operate on high heat, completely enclosed with cover plates for 
long life and efficiency. Switches are not required because of 
engineering that enables both burners to function simultaneously. 
Finished in gray baked enamel. Sturdily constructed of the best 
available material for excellent performance. Comes complete 
with cord attached. Operates on either AC or DC—I10 volts. 
Sold only in lots of 12 or more. Each Net.................. $4.98 


% ELECTRIC COFFEE MAKER SET 


O.P.A. Approved. Retail $9.98 

Consists of a beautiful Electric Coffee Maker Stove, 8 cup Glass 
Coffee Maker. Attachment for Grilling, also Attachment for 
Making Toast. Sold only in standard carton of 12 sets. Each $6.12 


% ELECTRIC ROOM HEATER 


O.P.A. Approved. Retail $6.95 
Modern Cabinet Model. Ali purpose durable heater. Sold only 
in standard cartons of 12. Each .$4.66 


% BELDEN DE LUXE IRON CORDS 
|< iene aeatbataan 10,000 cycle — Heavy oor Lots ¥ =. 
WU “echcdect xecsacabdsbadushaesdeiees , é 


% ONE-BURNER ELECTRIC STOVE 


O.P.A. Approved. Retail $4.95 

Three-Heat Burner. High, medium and low. White and black 
enamel finish. Has the same high quality of the two-burner stove 
described above. Has two control switches and comes with cord 
attached. Sold only in lots of 12 or more. Each...... ..... $3.50 


% ONE-BURNER ELECTRIC STOVE 
O.P.A. Approved. Retail $3.75 


One-Heat Burner. Same as above in white and black complete 
with cord attached. Sold only in lots of 12 or more. Each 2.33 





TERMS: 2% Discount Check with Order or C.O.D. Railway 


Express Net. 








INTERSTATE ELECTRIC SUPPLY CO. 


4754-56 N. CLARK ST. s 


CHICAGO 40, ILL. 
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ue The Famous Goulds 
Jet-0-Matic Domestic 


! MORE 






=> Goulds "'Cid”™ 
—* Shallow Well 
. Pumping Unit 





Goulds "’Cid" 
Deep Well n 


Pumping Unit _ vy 


NEW YEAR 


In wishing our dealers A More Profitable New Year, we at Goulds 


Goulds "Pyramid" 
Unit, capacities to 
3500 gals. per hr. 


stand back of our wish with the means of helping you attain the 


goal you are striving for in your coming year’s business. 


There is a Goulds Water System to supply every need for the many, 
many running water installations that exist on the farms and in 


the homes of your community. 


... And every time you sell a Goulds, you pave the way for add/- 
tional business in the many items of equipment that follow the pur- 
chase of a water system—items that range all the way from water 


heaters to stanchion cups, from bathtubs to garden hose. 


GOULDS PUMPS Inc., Seneca Falls, N.Y. 


Wl WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
















perfection in bal- 


ars of practice. 


“hang”—is a 
ent resulting 


TCHETS @e AXES e SLEDGES 





For First HAND INFORMATION 
ON [LARDWARE... 


Lem: — 
as : 


pope 








ao 
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He is a highly-trained hardware 
man with the latest detail of 
wanted information at his finger 
tips. Information is rushed to 
him tri-weekly about new pur- 
chases—new items now ready 
to ship—with inside advice on 
market conditions. He can help 
you alot. Ask him. 





Back of him is a time-tested 
House in itsSECOND successful 
century—a BIG house of acres 
of floor space for many, many 
thousands of items—a vast 
groupof experienced employees— 
a NATIONAL jobber—a GOOD 
place to concentrate your 
business—for mutual benefits. 


re XT 


SHAPLEIGH HARDWARE COMPANY 


So LOU PS 


Shapleigh National Series Number 2445 











